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Sparks Industry Facing Cost Pressure 
As Labor Contracts Are Revised 


State of the Nation’s Economy: 
Up 


Bank Assets — Totaled $215 
billion, at the end of 1952, an in- 
crease of 5 percent over previous 


year. 


Freicut Loapingcs—Totaled 779,805 
cars in week ended May 16, com- 
pared with 765,411 in previous 


week. 

Coprzr Stockxs—Made a gain of 
23,415 tons during April. Largest 
in three years, month-end stocks 
totaled 342,771 tons. 


Cost or Livinc—Consumers Price 






Index rose 0.1 perc 
March and mid-Apr 


- Grants Retail Rates \ 


CINCINNATL—In a oweening 
. revision of a policy of 
years’ standing, the Cincinn 
Enquirer announced that effec: 
tive today (June 1) individual\ 


dealer advertising of new cars \ 


and trucks would be accepted by 
the newspaper at the prevailing 
retail contract rates. Dealers in 
nearly every area previously paid 
national rates if new cars or 
trucks were mentioned. 

The Enquirer credited the cur- 
rent critical sales situation for 
the change in one of the most 
rigid of all newspaper rate struc- 
tures. Auto dealers have cam- 

; paigned for years for this change. 


‘year ago and 11.7 percent above 


June, 1950. 


Tin Output — Totaled 16,100 long 
‘tons in March, against 11,900 tons 


‘in February. 
: *~ 


Down 


¢ 


_ VEHICLE Propuction — Estimated 
‘at 118,837 units, compared with 152,- 

19 the previous week, according to 
‘Automotive News estimates, a drop 
due to supplier 


of 33,182 units, 
strikes. 
| Sree. Prorirrs — Iron and steel 
companies paid $823 million less 
in income taxes last year than in 
; 1951, mainly because of the strike 
last summer. The industry’s total 
_ revenue decreased by $1.1 billion, 
i while net income was down 22 
: - percent. 




















nillion a year ago. 






Top Cars 

New-car registrations for three 

j months, plus 23 states for April: 
1953 Pos. Make 1952 Pos. 
1—333,117 Chev. 234,576— 1 
2—266,273 Ford 178,662— 2 

| 3—159,360 Plym. 123,369— 3 
4—122,733 Buick 86,108— 4 
5—102,366 Pontiac  69,669— 5 

} 6— 85,216 Olds 59,934— 7 
‘| 7— 82,940 Dodge 61,866— 6 
'] 8— 68,636 Mercury 46,1038— 9 
| 9— 48,934 Nash 34,003—10 
10— 43,581 Chrysler 3$2,841—11 
ll— 38,155 Stude. 50,338— 8 
12— 33,211 DeSoto 25,272—12 
13— 31,219 Cadillac 21,765—13 
14— 24,398 Packard 17,605—15 
15— 19,826 Hudson 20,516—14 
16— 16,316 Willys 71,858—17 
1j— 9,396 Lincoln 5,520—19 
18— 8,634 Kaiser 10,242—16 
19— 4,284 Henry J 7,7938—18 
20— 2,062 MG 1,342—20 
21— 1,203 Austin 1,337—21 


22— Allstate 299—22 


For further details, see page 
51, today’s issue. 





to 113.7 per- 
e, accord- 
ing to Bureau of Labon Statistics. 
than a 


CommerciaL Loans— Dropped $50 
nillion during week ended May 20, 
swompared with decrease of $29 


UAW Chiefs End 
3 Key Tieups 


Five-Year Contracts 
Are Liberalized by 
Major Auto/Firms 


By Bob/Lienert 
Staff Writer 

EACE returnéd last week to the 

auto labor front. 

In blitz negotiations, the UAW- 
CIO won major modifications of 
its wage formulas in five - year 
contracts it/holds with the Big 
Three. Settlement also was 
reached in; two key supplier 
strikes which had closed down 17 
assembly plants of Ford Motor 
Co., shut: Willys and hampered 
several other independent makers. 
The Ford agreement on new con- 
tract teryms was announced along 
with th¢g settlement of the month- 
long stfike at Ford’s Canton (O.) 
forge lant. That walkout had idled 
Ford and Mercury assembly lines 
a week ago. Ford said production 
would start in some plants June 2 
and would be normal across the 
nation by June 9. 

A strike at the Muncie (Ind.) 
plant of Warner Gear Division, 
Borg-Warner Corp., was settled 
Thursday in Detroit to climax 
marathon negotiations. A mass 
meeting of the union to ratify the 
agreement was scheduled for Sun- 
day in Muncie. 


* 
| pattern for new wage scales 
in the industry was set when 
General Motors and the UAW 
reached agreement. Ford followed 


on Tuesday and Chrysler on Wed- 
Continued on Page 10, Col. 1) 


Stockholders OK 
Name Change to 


Kaiser Motors 


ENO.—The Frazer auto was of- 
ficially relegated to industry’s 
Valhalla last week when Kaiser- 
Frazer Corp. stockholders voted to 


‘change the firm’s name to Kaiser 


Motors Corp. 

Although no Frazers had been 
built since Nov. 19, 1950, they had 
been perpetuated in the corporate 
name. Some 151,982 units had 
been built, 

Stockholders also voted last week 
to increase authorized common 
shares to 16 million from the pres- 
ent 8 million, to ratify a restricted 
stock option plan for certain em- 
ployes and to approve an option to 
Henry J. Kaiser Co. to purchase 
240,000 shares of common stock at 
$8.25 a share by June 23, 1957. The 
board will decide when the new 
shares are to be issued. 

The 10 directors were reelected 
at the meeting. 


7 
7s new cease of the parent 
corporation was given immedi- 
ate effect. The sales organization, 
a company spokesman said, would 
continue to be known for the time 
being as Kaiser-Frazer Sales Corp. 
Edgar F. Kaiser, corporation 
president, reported to the meet- 
ing on the firm’s enlarged oper- 
ation. Diversification had been 
increased, he said, through the 
purchase of Willys-Overland Mo- 
tors, Inc. 
“The present product line, made 
(See KAISER, Page 49, Col. 3) 





A Real ‘Atomic’ Car— 


Parked about 114 miles from the center of recent atomic explosions set off by the 
Atomic Energy Commission, this car, which was lent by Tupman Motors (Lincoln- 
Mercury), Los Angeles, survived three biasts and is still in running condition. Hilt 
Tupman (left) shows Jay Hall, general manager, that with windows closed, the con- 
cussion buckled the roof of the car. Other cars with their windows partly open 


suffered little damage. 


Auto Output to Rebound 


After Hitting 


Aes production was 
scheduled to start climbing 
upward this week, after sinking to 
the lowest level of the year last 
week as a result of strikes in major 
supplier plants. 

Barring new outbreaks of labor 
trouble, the middle of June will 
see auto industry operations ap- 
proaching record levels. Chrysler, 
Ford and others are expected to 
work overtime and Saturdays to 
recoup strike losses. 

Although peace finally appeared 
on the labor scene, the effect of 
recent supplier tieups hit last 
week’s vehicle output hardest. U. S. 
plants produced but 104,370 cars 
and 14,467 trucks for a total of 
118,837 vehicles, according to 
AUTOMOTIVE News estimates. 

= * 7 


se previous week’s total of 
152,019 units, according to re- 
vised tabulations, was made up of 
132,157 cars and 19,862 trucks. 

With at least 90,000 cars and 
20,000 trucks lost to strikes dur- 
ing the month, May production 
totals for nearly all plants—with 
the exception of General Motors 
—were far below original expec- 
tations, 

May production in all U. S. 


°53 Low 


plants, on the basis of preliminary 
calculations, was made up of 548,- 
829 cars and 91,420 trucks—a total 
of 640,249 vehicles. GM plants ac- 
counted for more than 50 percent 
of the cars and more than 40 per- 
cent of the trucks built during the 
month. 
* * * 

B* CONTRAST, Ford production 

dropped more than a third 
from April. Chrysler also showed a 
drop, but of smaller proportion. 

May production losses, on the 
basis of April output, were also 

(Continued on Page 51, Col. 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


152,019 
118,837 


1952 
Week 


Last Prev. 
Week Week 


For complete production totals 
by makes, see table, page 51. 





But Kaiser Cuts 
Henry J Prices 


Merger Helps K-F; 
Mixed Factors Seen 
In Steel Picture 


By Bob Sheldon 
Associate Editor 

_ Kaiser slashed Henry J 

prices by $100 and $125, rising 
labor and steel costs last week 
threw a barrier across the path of 
the auto industry’s stepped-up 
drive to trim production costs. 

The Henry J cutback gives the 
four-cylinder Corsair an ad- 
vertised-delivered price of $1,399, 
while the tag on the six-cylinder 
Corsair Deluxe, which took the 
heavier of the two reductions, is 
marked down to $1,561.18, Prices 
of the Kaiser line were not 
changed. 

The climb in the industry’s pro- 
duction expenses has been moder- 
ate recently and has been offset to 

some degree by a decline in the 
cost of certain raw materials and 
other production factors, 
oe * * 


BR car makers can expect 
further inflationary effects 
from the direction of steel even 
though a bright spot, and an im- 


Industry Waging Battle to Cut 
Labor Costs. (See story on Page 6.) 





portant one at that, has appeared 
in the steel picture. 

Steel now is in freer supply, 
and auto manufacturers, in 
building up their inventories for 
expected high-level car pro- 
duction in the third quarter, are 
showing less reliance on premi- 
um-priced conversion steel and 
foreign steel. 

For most makers, the present 
new-car price structure is con- 
sidered a stable middle ground 
that will withstand the pressure 
coming from both the retail buyer 
and the production end of the 
business. 

” * * 
OLLOWING revision last week 
of Ford Motor Co.’s contract 

with the UAW-CIO, John S. Bugas, 
industrial relations vice-president, 
said the company was planning no 
increase in car prices at this time. 

General Motors had no official 

comment on its own settlement 
(Continued on Page 48, Col. 1 


Makers Restricted by New Oklahoma Law 


took steps to improve dealer re-| shipped as the dealer designates— 


KLAHOMA CITY.—A broad 

factory, dealer licensing bill 
was signed into State law here last 
week by Gov. Johnston Murray. 


The first manufacturer licens- 
ing law enacted since 1945, it is 
believed to reflect dealer unrest 
over factory relations as the auto 
market becomes more compe- 
titive. 


National dealer leaders have 


urged against legislative attempts 
to solve factory problems, but have 
warned that a rash of such bills 
would appear unless the factories 





lations before the market got too 
rough, 
oa * * 
FFICIALLY, the Oklahoma 
Automobile Dealers Assn. was 
neutral on the bill. However, in- 
dividually, dealers have been active 
in pressing for such legislation. 
Similar bills recently were con- 
sidered in New York and Connecti- 
cut, but were defeated. 

Provisions of the Oklahoma 
law bar manufacturers from can- 
celling a dealer’s franchise with- 
out cause, and prohibit coercion 
to accept parts, accessories, tools 
and equipment not ordered. 

Another clause is designed to 
prevent factories from refusing to 
deliver cars. Cars also must be 


by truck or rail. 
* * 
HE Sits bill, which was 
passed first, contained a clause 
designed to protect a dealer’s 
franchise for his estate in case of 


(See OKLAHOMA, Page 50, Col. 3) 
o° “Sle 


Factories Aloof 
To Dealer ‘Ear’ 


By Bernie Thomas 
Associate Editor 
Autre manufacturers uppurenuy 
have turned a cold shoulder on 
NADA’s request that. they set up 
separate dealer relations de- 
partments, headed by policymaking 
(Continued on Page 47, Col. 1) 
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Predict Continued Prosperity . . 





Makers Blast Reuther Pessimism | 


on all-out pro- | turers, although in scheduling pro- 


emphasis 


DETROIT.-UAW-CIO President | present 
“econom- 


Walter P. Reuther was criticized | duction 
last week by two automotive lead-| ically unsound 
ers for his recent pessimistic pre-| and morally 
dictions of mass layoffs in the} wrong.” He sug- 


industry during the last half of| gested a slower 


1953. production pace 
Harlow H. Curtice, General | to ensure all-year 
Motors president, and Robert W. | jobs. 


|} Curtice, ina 
blistering letter 
of reply, said: 

“IT do not share 
the pessimistic 
view of and ap- 
parent lack of confidence in the 
economic future of our country ex- 
pressed in your letter. To the con- 

| Semay, I am quite optimistic as I 





R. W. Conder 





look ahead.” 
Conder, in his reply, told Reu- 
ther that Chrysler production 


Walter Reuther 


Conder, Chrysler Corp. vice-presi- 
dent in charge of industrial rela- 
tions, predicted continued pros- 
perity and said current high 


H. H. Curtice 


schedules are dictated by new- 
car demand, He said: “It is in 
the interest of everyone connec- 
ted with Chrysler to meet that 
demand to the best of our ability, 
and we plan to do so.” 

In chiding Reuther, Curtice said: 
“Production is not just turned on 
off by the automobile manufac- 


production is necessitated by the 
demand for new cars. 

In a letter to auto manufacturers 
three weeks ago, Reuther called the 


lor 








ah 
Business Editors Meet President— 


Visiting with President Eisenhower in the White House gardens are a group of 
the nation's business-paper editors, including three members of the Automotive News 
stoff—Bob Finlay, managing editor; William Ullman, Washington correspondent, and 
Edward Kruspak, New York representative. 

* * * 


Real Teamwork Muske 
New Administration 


By Bob Finlay 
Managing Editor i 
}ASHINGTON .—One of the 
most impressive things about 
a visit with the Eisenhower Ad- 
ministration leaders is that not 


* * 


only do they talk teamwork, but 
they assume it. 

And, markedly different from 
the recent Administration, they 
assume that President Eisen- 
hower is also on the team. 


This was exemplified in many 
ways here last week at a con- 
ference of Administration and Con- 
gressional leaders with the nation’s 
business-paper editors. 

ca * * 


OR instance, when Douglas Mc- 

Kay, secretary of the Interior, 
was discussing a hotly contested 
subject, he was asked: 


“Supposing the President comes 
out on the other side?” 

Without raising an eyebrow, Mc- 
Kay stated flatly: 


“He won't.” 


Another government leader spoke 
of the emphasis on teamwork in 
this manner: 

“You ain’t seen nothing yet.” 

* * * 


HERE are some points that 
stand out from the meeting: 

1, Governmental leaders speak of 
“when (not ‘if’) the atom bomb goes 

off .. .” And, in contradiction to 
the doubt expressed some months 
ago by former President Truman 
as to whether Russia has the atom 
bomb, Val Peterson, head of the 
Federal Civil Defense Adminis- 
tration, says that the Reds have 
enough to hit every metropolitan 
area in the country today. 

2. Another leader speaks of “some 
things that we can do now that 
we won't be able to do when we 
move into an all-out mobilization 
program...” 

3. After conferences with 
business economists, Treasury 
officials expect business profits 
to hold strong in 1953, but as- 


(Continued on Page 8, Col. 1) 





McKay and ‘Friend’ — 


When Interior Secretary Douglas McKay 
(left) arrived at a conference of business- 
paper editors in Washington's Hotel Stat- 
ler, he walked to the display table and 
asked: ‘‘Where's my paper . . . Automotive 
News?" Above he is shown scanning the 
front page. He's a Chevrolet dealer in 
Oregon. 
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No. 1 ina Series... 


Letter to Salesmen 





duction, the manufacturer must 

recognize all influencing factors. 

However, if conditions are favor- 
Continued on Page 50, Col. 1) 


by 
John O. Munn 










But Crowded Lots 
Still a Barrier 


: | 
Continue Strong 





Dear Son: 


THE SALESMAN is an important factor in our national 
economy. It is he who has made mass production possible 
and thereby contributed to increasing the standard of 
living in this country. While automobiles are mass-pro- 
duced, still each one must be sold by an individual salesman. 


By Sam Sampson 
Staff Writer 

EW-CAR sales are continuing 

strong generally, according to 
reports received by AUTOMOTIVE 
News last week, but there are in- 
dications from several areas that 
sales have started to taper off. 

Crowded used-car lots across 
the nation continue to hamper 
new-car sales as the used-car | 
market remains sluggish and | 
prices keep falling. 

Secondly, better credit terms on 
new cars have led many prospects | 
out of the used-car field. 

+ * * 
EARLY all dealers say that; 
high-volume new-car sales are 
at the expense of dealer profit. It 
is absolutely necessary, they say, 
to discount or overallow on trade- 
ins to get necessary sales volume. | 
that the | 





































The most important part of that word “salesman” is 
“man.” I wonder if, in this first letter, it would be bene- 
ficial to emphasize the necessity of constant self-ap- 
praisal. It is the man who is important and, when we 
improve the attitude and the technique of the man, 
more and better sales are a sure result. 





So ask yourself the following questions and, when you 
answer them, be honest with yourself. I am sure that this 
process will aid in self-development. 

* * * 

1. AM I mentally lazy? Do I analyze my sales presenta- 
tion and try to find out where I failed, and then try again, 
or do I just pass that prospect up and say, “He can’t be 


Many dealers feel 
answer to successful business sold’”’? 
ultimately lies in used-car oper- : : ian 
ations, and have set about 2. Have I the determination to succeed? Am I willing 


sharpening sales tools to keep 
used cars movirg out of the lots. 

In New Orleans, dealers are 
using a full bag of tricks to pro- 
mote used-car sales. Premiums of 
free gasoline, lubrication, service, 
public liability insurance and 
money-back guarantees after trial 
periods are being offered with the 
purchase of every used car. 

* * * 

T COLUMBUS, O., sales for the 
“4% first 15 days of May totaled 
1,067 new cars, about level with 
the same period a month earlier, 
but slightly less than in the final 
15 days of April 

At Akron, 4783 new cars were 
sold in the week ended May 16, 
off 38 cars from a week earlier. 
Used-car sales were also down, 
748 cars compared to 787 the 
previous week. 

In Washington, D. C., new-car 
sales for April were 2,538, accord- 
ing to the Washington Automotive 
Trade Assn. This is a sharp in- 
crease over the similar period of 
last year, when 1,744 cars were 
sold. 


to pay the price of success in Hard Work and Effort? 


3. Am I consistent in my efforts, or am I inclined to do 
just enough to “get by”? Does each new day find me 
giving all I have? Mental ability, like a muscle, strength- 
ens with use. 


4. Am I telling all of my story, to every prospect, or do 
I forget that what is old to me is new to the prospect? 


5. Am I willing to prove my worth, or am I expecting 
yesterday’s laurels to carry me along? 


6. When the prospect offers me resistance, do I “let 
down,” or do I realize that in many cases his resistance 
is an endeavor to find out if I know my subject, and to 
bring out things which he does not understand? 


7. AM I inclined to take the prospect’s “Come back 
later,” or do I press forward with renewed energy when 
he shows signs of weakening and victory is in sight? 


8. Do I realize that few sales are ever made by letting 
him “think it over”? Usually the prospect thinks of all 
the reasons why he shouldn’t buy, instead of one why 
he should. 


9. Am I willing to accept and use modern selling ideas, 
or am I still using the “By Guess and By God” methods? 


10. Is it possible that my presentation is offensive to 
my prospect? Do I give my prospect an opportunity to 
express his opinions and then by logical reasoning try to 
convince him otherwise, or am I inclined to belittle his 
opinion and thus antagonize him? 


* 


* * 


AD weather and bargain 

hunters combined to bring down 
sales in Cincinnati. April sales 
totaled 2,608 cars, as compared to 
2,721 in March. 

The April slump was reported 
to leave 1953 sales behind last 
year’s pace — 14,502 to 14,533 for 
the first four months. Used-car 
sales were even more sluggish, 
according to the report, dropping 
to 3,793 in April from 4,308 in 
March, 

Riley County, Kans., showed a 
dip of 23 cars for April, with 93 
new cars sold as compared with 
116 in March. Used cars also fell 
from 274 to 239. 

Other areas, reporting April sales 
about even with March, included | 
Cleveland, Pittsburgh and Buffalo. | 
noted for 


. 


* 


11. DOI realize the possibility of lessening the respect 
of my prospect with an excessive use of the pronoun “J” 
instead of using “We”? A consensus of opinion is usually 
more acceptable than too much of a purely personal view. 
point. 





12. Am I loyal to my product and to my organization? 
Unless a salesman has this feeling, he is doing an in- 
justice to himself as well as his employer in remaining | 
in his present connection, for he cannot be of benefit 
to either. | 

' 


Increased sales were 


and Detroit. 


Dealers to Form 


Dodge Caravan 


DETROIT.—Dodge dealers of the 
Pittsburgh region, led by V. E. Van- 
Audenhove, regional manager, will 
arrive here tomorrow (June 2) for 
a mass driveaway of 138 new cars. 

The group will be welcomed by 
R. C. Somerville. sales vice-presi- 
dent, and will be conducted on 
tours of the Dodse Main, forge and 
press plants and Chrysler Corp.’s 
Highland Park engineering labora- 
tories. 

The dealers then will form a 
mile-long caravan of cars and 
trucks to return home Thursday 
morning. 


Salesmen do not stand still. They either progress or go 
backward. Self-analysis or self-appraisal develops confi- | 
dence and courage. So it is well to review such pertinent 
questions occasionally. 


' 
; 
Cordially yours, | 





Corvette’s Frames in Production 


MILWAUKEE. — Production has 
been started here by A. O. Smith 
Corp., one of the largest makers of 
auto frames, on frames for the 
Chevrolet Corvette, which is ex- 
pected to be on the market within 
a few weeks. 


It is reported that the Corvette 
frame differs in design from ordi- 
nary frames, although the size is 
that of the standard Chevrolet. 

Fifty frames per month have been 
ordered until Jan. 1, with deliveries 
to begin immediately. 
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By John O. Munn 





a enn ane is the|this human desire to be appreci- | 


first law of the universe. The 
desire of a human being to be ap- 
preciated by his fellows has per- 
haps the most impact on the every 
day life of people. At least, that is 
what a good many dealers think 
as we enter this competitive 
market. 


Many dealers, in the past year, 
have taken recognition of the im- 
portance of the individual and 
his desire to be accepted by writ- 
ing a friendly letter to each new 
citizen as they move into the 
community. Some dealers have 
written a letter of personal con- 
gratulations to each owner upon 
the completion of the payments 
for his car. 


Sometimes this recognition is in 
the form of a letter to celebrate the 
first anniversary of the purchase of 
a new car. 

Dealers are alert also for oppor- 
tunities for mass recognition to 
groups. For instance, many new 
families have been moving to the 
town of Utica, N. Y. Such com- 
panies as General Electric, Chicago 
Pneumatic and Bendix Aviation 
have either located factories there 
or have recently expanded opera- 


tions. 
x * * 


Welcomes Newcomers 


_— was a signal for the Geffen 
Motor Co. (DeSoto) of that city, 
which has been selling and servic- 
ing cars in the community for 38 
years, to welcome the companies 
and their employes who are mak- 
ing Utica their future home. The 
welcome took the form of two 
three-column, ten-inch advertise- 
ments in the local newspaper. 

Knowing that David Geffen, 
founder of the company, would 
not only feel complimented but 
also more than willing for any 
dealer to use his thoughts in 
their local communities, I give 
you the text of the announce- 
ments below. The first ad was 
directed to the executives and 
employes of General Electric. 
The second ad, which appeared 
on Easter, a particularly appro- 
priate time, included recognition 
of all new residents, 


Such recognition, appealing to 





Unionist Accuses 


Dealer of Slander 


SPOKANE.—(UTPS)—A_ $50,000 
slander suit has opened here in 
Superior Court against Stoddar- 
Wendel Motors, of Spokane, and 
the firm’s manager, Don Williams. 

The suit was instituted by Alvin 
K. Schultz, representative of the 
AFL International Assn. of Ma- 
chinists, who alleged that on Oct. 
6, 1952, fellow members of Local 
942 told him that Williams had 
called him a Communist. 

Schultz testified he was informed 
that Williams had made the re- 
mark that the Federal Bureau of 
Investigation had a “stock of 
records” on him. 
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ated, can be converted into good 
| public relations activity that will 
bring excellent results with little 
expense. Here is the text of the ads: 


WELCOME 
GENERAL ELECTRIC 
AND ALL 
YOUR EMPOYES 


We at Geffen Motors extend 
our heartiest congratulations and 
pause now to pay honor to YOU, 
the newcomers to our community. 


Your coming helps to make 
Utica a better place in which 
to live ... helps us all to share 
in a larger measure of commu- 
nity service facilities, more ad- 
vantages, more opportunities and 
presents a bigger, brighter future 
for our younger generations. 

You newcomers always give us 
“Old Residents” a stimulus of 
progress and add to the benefits 
of a larger and more resourceful 
environment. 


We at Geffen Motors want to 
be among those who sincerely 
welcome you and gratefully ac- 
knowledge your coming. . . Suc- 
cess and a prosperous future to 
you all. 


This automobile dealership and 
all the people in it will consider 
it a privilege to serve you in any 
way we can. 
Sincerely yours, 
DAVID GEFFEN 
President 

GEFFEN MOTORS, INC. 

Your DeSoto-Plymouth Dealer 

437 Columbia St. 

Utica, N. Y. 

“Serving Utica Motorists for 
38 Years” 


* x x 


AN 
EASTER 
LETTER 
Easter is a time for honoring 
the new ... and we at Geffen 
Motors feel it a most appropriate 
time to pause and pay honor to 
the newcomers of our community. 
Some have come seeking work 
—some to find a better place to 
live—and still others to settle 
among friends and relatives. 
Whatever their reason, Utica is 
growing and their coming means 
to us all a larger measure of 
community service facilities, 
more advantages, more opportu- 
nities and a_ bigger, brighter 
future for our younger genera- 
tions. 
These newcomers are giving us 
“old residents” a stimulus of 
progress and the benefits of a 
larger, more resourceful environ- 
ment. 
Geffen Motors wants to be 
among those who welcome you 
and we do gratefully acknowl- 
edge the greater measure of good 
living your coming brings to us 
all. 
This automobile dealership and 
all the people in it will consider 
it a privilege to serve you in any 
way we can. 
Sincerely yours, 
DAVID GEFFEN 
President 

GEFFEN MOTORS, INC. 

Your DeSoto-Plymouth Dealer 

437 Columbia St., 

Utica, N. Y. 

“Serving Utica Motorists 
For 38 Years” 


Banker's Hours 
Night Service in Buffalo 
To Aid Dealers 


BUFFALO.—Marine Trust Co. of 
Western New York has _ inaug- 
urated a night service for auto 
dealers in this area. 

A recent bank study showed that 
a substantial number of auto sales 
contracts were completed at night. 
So the bank arranged for a special 
staff to accept telephoned credit 
statements from 7 to 10 p.m. 

A direct telephone line, with 
multiple extensions, has been in- 
stalled for the purpose. 





Detroit Ford Dealers Set 
Big Downtown Fete 


DETROIT. — Metropolitan 
Ford dealers will take over this 
city’s Washington Boulevard for 
a two-night 50th anniversary 
celebration June 18-19. Retail 
merchants along the four- 
block-long street are cooper- 
ating with special window dis- 
plays. 

The dealers are spending $50,- 
000 for decorations and star en- 
tertainers, who will perform on 
two stages erected at opposite 
ends of the boulevard. Two huge 
birthday cakes, commemorating 
Ford Motor’s golden anni- 
versary, will be featured. 

The event, which will close the 
boulevard from 8 to 11 p, m. 
each day, is expected to draw 
250,000 persons. 

















_AUTOMOTIVE NEWS, JUNE 1, 1953) ese 
Want Same Markup for All... 





Wash. Dealers Urge 


By Martin R. Trepp 


Staff Correspondent 


SPOKANE.—A resolution calling 
on NADA to promote a uniform 
delivery price on cars and trucks 
throughout the United States was 
alopted by the Washington State 
Auto Dealers Assn. at its con- 
vention here last week. 

The resolution was adopted “to 
the end that all dealers may do 
business on the same markup, the 
sale of cars and trucks by non- 
franchised dealers be dis- 
couraged, th: dumping of trade- 


Los Angeles Dealers Pick Officers— 


New leaders have been elected by the Los Angeles Motor Car Dealers Assn. Seated 
(from left) are Ray D. Wilson, vice-president; Burch E. Greene, president; Hamlin W. 
Nerney, treasurer, and Dan Ashcraft, secretary. Standing are Dave F. Smith, general 
counsel; Irvin Kaiser, Phil Hall, Ted Wessen, directors, and Charles H. Elmendorf, 
executive secretary. 





Shelbyville, have been appointed 
chairmen of the safety and high- 
way committees of the Kentucky 
Automobile Dealers Assn. 

In announcing the appointment 
of a highway committee, Paul 





Dexheimer, KADA president, said 
the future of auto retailing as a 
business will be determined by the 
adequacy of highway and park- 
ing facilities. This, he said, is re- 
vealed by the fact that the mile- 
age of highways constructed since 
the last war would not accommo- 
date, bumper to bumper, the new 
motor vehicles manufactured in 
the same period. 

Dexheimer warned KADA mem- 
| bers that highway congestion, lack 
of parking space and accidents are 
factors which tend to discourage 
auto use and therefore have a direct 
effect upon sales. 

In spite of many advertisements, 
newspaper and magazine articles 
and work by dozens of organiza- 
tions on behalf of the highway 
problem, Dexheimer said, results 
have been decidedly discouraging. 
The purpose of the new highway 
committee, he said, is to lend more 
weight to the fight for better roads. 

Other committee chairmanships 
announced by Dexheimer were: 


Chicago Dealers 





Pick Barrett 


CHICAGO.—Steve J. Barrett has 
been elected president of the Chi- 





cago Automobile Trade Assn. at a 
- meeting of the 
board of directors. 
Barrett is pres- 
ident of Logan 
Square Buick and 
had previously 
been vice-presi- 
dent of the asso- 
ciation. 

Charles Herm- 
anek was elected 
vice-president. He 
is the head of 
Dorchester Motors (DeSoto-Plym- 
outh). 

Jerry H. Cizek, president of Lo- 
gan Square Sales & Service (Chrys- 
ler-Plymouth), was reelected treas- 
urer, and M. F. McCarty, secretary. 





Kentucky Dealers Join Fight 
For Improved Highways 


LOUISVILLE. — C, E. Brents, of | 
Lebanon, and Howard Pearce, of | 


Membership, E. Bruce Walters, of 
Pikeville; legislation, Orville R. 
Harrod, of Frankfort; insurance, 
J. A. Dishman, of Louisville; pub- 
lic relations, Howard Woodall, of 
Paducah, and exhibitions, Ben F. 
Long, of Louisville. 

Members of the highway commit- 
tee, with a representative living in 
each of Kentucky’s eight congres- 
sional districts, are Woodall; O, H. 
Wallace, of Bowling Green; W. H. 
MacLean, of Louisville; Pearce; E. 
J. Zimmer, of Covington; John O. 
Demaree, of Mt. Sterling; Gene 
Baker, of Hazard, and C. Y. Blake- 
man, of Middlesboro. 


Crowl Stricken 

SAN FRANCISCO. — Amos T. 
cSrowl, managing director of the 
Northern California and San Fran- 
cisco dealer associations, was 
stricken last week with a reptured 
appendix. An emergency operation 
was performed in Mills Memorial 
Hospital, San Mateo. 


Equal Delivery Price 


ins from one area to another be 
made unprofitable, and 
franchised dealers be able to im- 
prove their parts and service fa- 
cilities so that cars and trucks 
may operate efficiently for their 
maximum life.” 


Another resolution adopted by 
the convention expressed oppo- 
sition to Federal legislation, pro- 
posed by the National Assn. of 
Insurance Commissioners, that 
would create a uniform agent and 
brokers qualification and licensing 
law, and thereby restrict the writ- 
ing of insurance by auto dealers. 

A third resolution urged the sup- 
port by dealers of efforts to im- 
prove and expand the highway 
system, 

Some 350 members and guests 
attended the convention. Lee 
Moran, who was executive vice- 
president of NADA prior to be- 
coming a Lincoln-Mercury dealer 
in Seattle in 1947, was elected 


i; president of the state association, 


succeeding L. M. Kauffman 
(Buick), of Spokane. 


Vice - presidents elected were 
Harold Cahoon (Studebaker), of 
Yakima, Henry Backstrom (Ford), 
of Arlington, and James Gilchrist 
(Studebaker), of Tacoma. Leon 
Titus (Ford), of Tacoma was re- 
elected secretary-treasurer, and 
Warren Simmons (Chevrolet), of 
Olympia, was renamed executive 
committee member. Fred K. Eells 
continues as association manager. 

Among the chief speakers were 
Robert S. Armacost, NADA presi- 
dent, and Walker A. Williams, 
sales and advertising vice-presi- 
dent, of Ford Motor Co. 

The great body of dealers, 
Armacost stated, is the corner- 
stone of the automotive industry, 
and the nation’s economy re- 
volves to a good extent around 
their sales and servicing of motor 
vehicles. 

Production, he said, must be 
based on realistice thinking. But 
although overproduction is bad, 
underselling is equally bad, he 
added, and dealers owe it to the 
national economy to sell as many 
cars as they can. He emphasized 
that the selling must be on a profi- 
table basis, not on a basis of trade 
allowances and terms. 

Armacost also praised NADA re- 
forms being made by its new 
executive vice-president, Frederick 
J. Bell. He told the dealers that 
inter-industry relations are better 
than ever before, and admonished 
them not to strike out on their 
own in such matters, but to put 
their confidence in NADA, 


Williams predicted that 1953 
will be the second-biggest pro- 
duction and sales year in the 
auto business, involving between 

(Continued on Page 46, Col. 1) 


On the House. . . 


With new cars plentiful in most metropolitan areas, small-town 
dealers are still complaining that they can’t get sufficient numbers 


of the most popular models in their lines . 
junking drive (similar to the 1937 event) is getting 
serious attention in the industry and may not be 
as far off as some skeptics believe .. . 

Dealers report that factory men are starting to 
pick up the lunch tab again; it’s been vice versa 
for several years . 
manager, sent in your summary sheet on the May 
safety-check campaign? . 
named assistant to J. Cavendish Darrell, manager 
of Maryland association . 
ation warns its members on the one-man “bird 
dog” operations going under the name of a con- 
sumer discount association . . 





.. A nationwide used-car 


. . Have you, or your service 
.. Hd McNeal has been 


. . Philadelphia associ- 


. Cincinnati’s 25- 


year-old ban on use of fire-engine red on autos 

is about to pass into oblivion, due to efforts of local dealers... 
Despite the safety-check campaign, Ford dealers in Chicago area 
report that the number of customer repair orders increased in May, 
but the average sale of customer labor per repair order dropped 
about 9 percent . .. Kentucky group has added three new members 
.. . NADA President Bob Armacost told the Illinois-Chicago dealer 
parley that he considers it a privilege, not a responsibility, to have a 
truck franchise in addition to his new-car contract. Some years ago, 
he related, his factory wanted to take up his truck franchise, but 
he told factory officials that, if they did, they could also have his 


car franchise. 


—Perte WEMHorr, Editor, 
AUTOMOTIVE NEws 











z= 


The Newspaper of the Industry yoy 


Au omuotiur Not PiUs 
ENGINEERING MANUFACTURING! peuvO1ONG Sequ0IN6 |Z 
(Established in 1925) . | 






Member Published Every Monday by Member 
@: SLOCUM PUBLISHING COMPANY, INC. 
D: DETROIT 26, MICH. ABP 
Cable Address=AUTNEW, Detroit 

2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles | 
51 E. 42nd St. 1019 15th, N.W. 360 N. Michigan Ave. 2506 W. 8th St. 
Murray Hill 7-687! National 4303 State 2-6273 Dunkirk 3-0303 





Publisher—George M. Slocum (1889-1949) 

Business Manager—B. B. Crighton 
Advertising Manager—Edward Kruspak 
Eastern Adv. Rep.—Ray Billingham 
Midwest Adv. Mgr.—J. Goldstein 


Editor—Pete Wemhoff 

Managing Editor—Robert M. Finlay 
Service and Truck Editor—Jack Weed 
Washington—William Ullman 


Advisory Editor—John O. Munn 7 : 
Associate Editors—Mac Gordon (in Military Mich. Adv. Mgr.—Richard Webber 
Service), Bernie Thomas, Bob Sheldon 


Pacific Coast Mgr.—R. H. Deibler 
Editorial Associates—Tom Hewitt (in Military Service), D. E. Sampson, | 
Gerhardt Neumann, Marty Whitmyer, Bob Lienert 
RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—E. S. Harris; Atlanta— | 
Frances Satterfield; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore 
—Kate Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; 
Buffalo—G. £. Toles; Butte, Mont.—Kenneth Mulholland; Casper, Wyo.—B. R. Conger; 
Charlotte, N. C.—D. G. Spencer; Chicago—George Barclay; Cincinnati—Emery Bacon; 
Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver—ira Alex- 
ander; Des Moines—F. M. Lazell; Frankfort, Ky.—M. G. Stiles; Harrisburg—George Shelley; 
Hartford—Tom Marks; Houston—Ruby Fenoglio; Indianapolis—C. L. Kern; Jefferson City— 
L. H. Houck; Little Rock—inez McDuff; Los Angeles—Slim Barnard; Louisville—A. W. 
Williams; Madison—John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La.— 
E. E. Gentry; Memphis—Emmett Maum; Miami—G. S. Connell; Milwaukee—John E. Hubel; 
Minneapolis—M. C. Parsons; Montgomery, Ala.—William Lynn; New Jersey—Bethune Jones; 
New Orleans—Gordon Hebert; New York City—Ed Brown; Oklahoma City—M. L. Risen; 
Omaha—A. R. Oleson; Oroville, Calif.—Steve Still; Pawtucket, R. 1.—T. L. Forbes; Phila- 
deiphia—Norm Shigon; Phoenix—Kay Travaini; Pittsburgh—L. M. Leffingwell; Portland, Me. 
—R. F. White jr.; Portland, Ore.—E. W. Peterson; Richmond, Va.—T. D. Eaton; Sacramento— 
Al Calais; Salt Lake City—M. S. Harmer; San Antonio—J. H. Reed; San Francisco—Leon 
Pinkson; Seattle—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg, S. C.—L. D. Bray; 
Springfield, Ili—C. C. Hall; Springfield, Mass.—John A. Noll; St. Louis—Sam X. Hurst; 
Toledo—Dick Roberts; Venice, Fla.—Joseph Lawren; Wamego, Kans.—G. M. Hunholz. 
FOREIGN CORRESPONDENTS: Brussels, Belgium—John W. Ashton; Frankfurt, Germany— 
G. L. Glaser; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—A. E. Jones; Mexico City 
—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Roy Carmichael; Ottawa— 
M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart 
Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscription: ONE YEAR $8, TWO YEARS $14, for United States and Canada also Mexico, 
Cuba and Panama. To other countries, one year, $12. Single copies 25¢. No Free List. 
Annual Almanac Issue, $2.50 per copy. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879 
Member of Audit Bureau of Circulation ‘and the Associated Business Papers 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE OUR PLATFORM: Fair and equitable contracts between manufacturers 
. and dealers in aulge vehicles, parts and accessories. § 2. A fair profit to 
e ™ the dealers on every used vehicle accepted in partial payment for a new 
rh a car or truck. § 3. Every dollar of gasoline tax collected by states or — 
t jovernment applied to the building and maintenance of highw 
£ £ 4. The elimination of government and bureaucratic controls our thi is 
R Ps => 15. A return to the precepts of independence and the rewards of 
pplied energy and ability, which made America and gave more of her 


Rews cf ens more of the better things of life than anywhere else in the world. 


What's Under the Hood, 
Or Behind a Name? 


_— people can’t see under the hood of a used car, but 
they can tell what lies behind a dealer’s name. 


As cars have become more complicated, used-car buyers 
have had to change their basic tactics. They can’t place 
reliance on physical observation, so they must place reliance 
on trust in the dealer. 


This fact will become more important as the market 
grows more competitive. Already, heavy used-car stocks 
have become a drag on new-car sales of many dealers. Yet 
other dealers are keeping used cars moving at a profit. 


The relative popularity of the new car the dealer is hand- 
ling has a bearing on how he takes in his trades, and thus 
on how he moves them out. 


But old-time observers of the used-car market believe 
there is another difference—the attitude of the dealer to- 
ward used cars. 


Some dealers regard used cars as a necessary evil. “Iron 
on the lot” has broken the financial backs of many a dealer, 
so it is easy to see why some dealers look on used cars as 
something distasteful. 


On the other hand, there are dealers who regard used 
cars not from the standpoint of “used”—that part of the 
car is gone—but from the “unused” standpoint, the trans- 


portation that still remains in the car. 


They make the most of that. They buy it for as close to 
what it is worth as they can. They improve the package 
of the unused transportation, and often add reliability to 
it in the form of relined brakes, new sparkplugs and bat- 
tery and other necessary replacements. 


Such merchants make their names mean reliability to 
their customers. And since so many customers must buy on 
trust, this is hard-headed business. 


Auto 
Forum 


Caterpillar Tractor, of Peo- 
ria, Ill., is using a practical, if 
unconventional word-of-mouth 
public relations campaign. The 
firm took 100 Peoria barbers 
on a Cooke’s tour of the plant 
—and then let the barbers do 
the rest in their shops.—Tiwe 
MAGAZINE. 

* * + 


Change in the Pentagon 


Charles E. Wilson’s nickname 
in the Pentagon is “Mr. Slide 
Rule,” while Roger M. Kyes, 
ex-boss of GM’s truck and 
coach division, has been dubbed 
“Jolly Roger.” 

“It didn’t use to be this way 
in the old days,” mused one 
employe nostalgically. “It used 
to be so nice and easy-going 
around here, until the auto 
business came to town.”—Mar- 
tin S. Hayden, in Detroit News. 

- 7 * 


This Modern Age 


Hall Chevrolet Co., Milwau- 
kee, Wis., put a huge electric 
sign on top of its showroom 
reading, “Hall Chevrolet” fol- 
lowed by “Parts and Service 
Arena.” However, when the 
pleased owner threw the switch 
for the sign the first time, 
something blew out and a glar- 
ing statement, “Hall Chevrolet 
—vice Arena” shone out over 
the city until the management 
got a canvas over the sign and 
fetched an electrician. — Tide 
Magazine. 

7 + * 


What Doth it Profit... 


It is quite clear that one of 
the fundamental concerns of the 


industrial corporation must be 
human welfare. What have we 
gained if we produce more tele- 
vision sets, more automobiles, 
more telephones and in the proc- 
ess make those who produce 
them miserable?—John S, Cole- 
man, president, Burroughs Add- 
ing Machine Co. 
a. 


Hard to Get Rid Of 


Sir William Wiseman, who ap- 
peared as a witness in the du- 
Pont antitrust trial, was asked 
whether a duPont-headed syndi- 
cate could have juggled directors 
of U. S. Rubber Co. 

“The only way I know to re- 
place a member,” he said, “is to 
go to an annual meeting and 
vote him out. The only other 
way is to kill him.” — United 


Press. 
* * 


Paper Empire 

Henry Ford never threw any- 
thing away, and ended up with 
5,000,000 documents. The aver- 
age home today has nearly 
that many, just counting those 
that pertain to the purchase, 
financing, licensing, registra- 
tion, insuring and repair of the 
motorcar Mr. Ford did so much 
to promote.—Detroit News. 


* * * 


When Ads Fail 


The good advertising pro- 
gram that results in poor pub- 
lic relations for business, or 
for advertising, is not really 
a good advertising program at 
all—even if it does produce 
sales.”—ReEcINALD CLOUGH, edi- 
tor of Tide. 


10 Years Ago... 
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NEW YORK STATE HAS MEW LAW 
AGAINST DRUNK PRIVERS—BUT 
| MOTIF THEY KICK. 
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‘Greedy or Great? ..... 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





Tax Saving 


The greatest economic adjust- 
ment since the beginning of World 
War II could become a reality with 
the death (June 30) of excess 
profits tax law. 

But only if the heavy goods in- 
dustry will announce their cheap 
profit dollar return to the consumer 
immediately following the termi- 
nation of the excess profits law 
and before the labor unions have 
justifiable reason to ask for a share 
of the increased corporation profits. 


Automobile manufacturers could 
themselves have a tremendous part 
to play in starting the flight of the 
dollar back to the little man’s 
pocketbook and still maintain their 
earning ratio. 

Everyone has been blaming the 
high cost of what they sell on high 
tax, so it is going to be interesting 
to see what they do with this tax 


The Big Story 


Edsel Ford died May 26 at the age of 49, following recurrence of a 
stomach malady for which he had been operated on two years ago... 
Although Henry Ford, who will be 80 July 30, has always declined 
titles in the company, it is thought that the company’s founder will 
assume the title of president when directors meet in the near future. 
If the elder Ford does become nominal head of the company, it is 
assumed that Charles Sorensen will assume actual managership over 
the empire, aided perhaps by others in the Ford organization or by 


others brought in from outside . 


. The automotive industry has not 


allowed “loose talk about extreme postwar models” to interfere with 
its concentration on its war jobs, George Romney, managing director 
for the Automotive Council for War Production, said last week .. . 
Owners of automobiles can now trade them in for new cars for post- 
war delivery under a plan to be operated by Universal C.I.T. Credit 


Corp. 


—From the files of Automotive News. 





saving. What do you think they 
will do? Will they be little men or 
big men? Will they be greedy or 
great?—Dick Price, former DeSoto 
dealer, Dallas. 


7 7 7” 
‘Contraption’? 

I noted with concern in your Apr. 
20 issue of Automotive News the 
letter by H. M. Taylor jr., of San 
Antonio, regarding safety belts. 

Formerly owning three sport cars, 
and participating in a few rallies, 
I can appreciate his desire for safe- 
ty belts. An unusual experience 
happened to me because I used a 
seat belt (chest and seat combina- 
tion variety) in a 1952 Lincoln Ca- 
pri. My traveling takes me roughly 
1,000 miles per week; consequently, 
I see a number of accidents, deaths 
and injuries that could have been 
considerably milder had the occu- 
pants been using seat and chest 
belts. 

My experience was as follows: 

I was driving in Alabama at 60 
m.p.h. (state’s speed limit) and was 
pulled over by a car with no mark- 
ings at all. In fact, the car was 2 
chartreuse colored ’50 Ford. Im- 
mediately upon my stopping he 
asked for driving and registration 
identification. 


He informed me anyone whv 
would wear a “contraption” like 
had on was a hot-rod. I ended u 
paying $20 for 61 m.p.h. in a 6 
m.p.h. zone (so he said) simply be- 
cause I try to protect my life and 
limbs by using a “contraption.’ 
Friends seeing this “contraption” 
have the same words—HOT ROD! 
How universal would this be 
throughout the U. S.? — Gmorciu 
SALESMAN, 
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9-Week Air Tour of Europe for Two! 


Get an eyeful of 
these prizes! 






i ! 
10 Nash Ramblers Completely Equipped, any model! 
; ; 
22 RCA DeLuxe TV-Radio-Phono Consoles! 
A4 Prizes, $100 Each! 
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for U.S.1. PERMANENT ANTI-FREEZE 
DEALERS AND THEIR EMPLOYEES 
in U.S.1.’s great $50,000 Prize Contest! 






$50,000 WORTH OF PRIZES 








(Contest not open to the general public!) 












Here’s how you can win: Finish this sentence—following the Contest 
Rules—in 25 words or less: “Mr. Motorist, Get U.S.I. PERMANENT Anti- 
Freeze, and get it early because .. .” You just write what you think are the 
best reasons to give car owners for buying U.S.I. PERMANENT Anti- 
Freeze and for buying it early in Fall. 


Here’s how we help you: All U.S.I. dealers will receive the “U.S.I. 
PERMANENT Anti-Freeze Contest Book”. It gives valuable information, 
including Contest Rules, that can help you win a Contest Prize. If you 
have not received your copy of Contest Book and Contest Entry Blanks, 
ask your jobber for them! 


What Advertising Support! 


The strongest selling-story behind any Anti-Freeze! U.S.I. 
PERMANENT is the world’s safest anti-freeze! Contains more ethylene 
glycol; plus Special Inhibitors, a top trade secret exclusive with U.S.I. 


The broadest National Advertising coverage in anti-freeze history! 
Big-space U.S.I. ads run in 17 big-time magazines—the longest list you 
ever laid eyes on! 


The heaviest Local Advertising barrage ever set off by U.S.I.! A 
hard-hitting combination of TV, Billboards and Radio will reach prac- 
tically every motorist in U.S.I. territory! 


Warning against re-use of old Anti-Freeze is featured in U.S.I. 
advertising, quoting U. S. Government scientists. This alone can increase 
your sales 40%, by recapturing the 40% of the market now lost through 
re-use! 


the big anti-freeze season just 


ahead, now’s the time to order your 


New Improved 


-INDUSTRIAL CHEMICALS COMPANY -e 


U.S.I. PERMANENT 


DIVISION OF NATIONAL DISTILLERS PRODUCTS CORPORATION 





intensive 2-month Billboard Campaign aims 
straight at the motorists in your town! 


world’s safest 
anti-freeze 
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Makers Striving 
To Cut Costs 


Selling Workers 
On Cooperation 


By Bernie Thomas 
Associate Editor 
EHIND the building of 
car and truck toaay there is 
being waged one of the most ag- 
gressive 
history against production costs. 
It’s a different kind of cost 
battle than has been carried on 
heretofore. The day of cutting 
this or that item out of a car or 
truck in order to hold the line on 
prices is gone, because the 
customer is demanding more and 
more value for his money. 

This new battle is aimed at 
getting workers to put in a better 
work performance for his wages. 
Management can’t cut wages in 
coday’s labor market, it can only 
try to get more for its wage dollars. 

* * + 


HIS is an allout effort to tell 
workers about management’s 
side of the free enterprise system; 
that low output rates per dollar 


in wages are one of the biggest} 


reasons why new-car prices are 
getting out of the buying range of 
older-car owners. 

It represents management’s at- 
tempt to pierce the crust that 
has formed over many workers’ 
thinking from listening to more 
than two decades of labor-union 
and political philosophy as es- 
poused by bureaucrats. 
Management feels it must con- 

vince the man on the screw ma- 
chine, the aisle sweeper and the 
truck driver that a company can- 
not survive in a period of com- 
petition for sales unless it gets 
better performance ffor its in- 
vestment in wages. 
cd + * 


-_ SELL its story, management 
has tapped on the _ shoulder 
those people whom it considers to 
be its best front-line represent- 
atives—foremen and supervisors. 
Such supervisory people are be- 
ing trained to tell workers that 
management is being squeezed in 
a vise of rising costs, while buyer 
resistance holds down the price 
that it can get for its products 
on the open market. 

Management is well aware that 
workers cannot be forced into 

(Continucd on Page 49, Col. 3) 
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Packard Offers Air Conditioning— 


For the first time since 1939, Packard is offering an air-conditioning system. In tests, 
according to James J. Nance, president, the unit has provided gradual and uniform | 
| cooling throughout the car and has maintained the desired temperature regardless | 
| of fluctuations outside. | 


Packard Air-Cooling Units 
Return After 14 Years 


DETROIT.—Packard is now of- 
fering its first cars with air condi- 
tioning since 1939, according to 
James J. Nance, president. Dealers 
are taking orders for the factory- 
installed unit, which is priced at 
$625, including Federal tax. 


Weighing less than 200 pounds, 
the system is said to supply cool, 
filtered and dehumidified air in 
the hottest weather. Under tests 
in the 120-degree heat room at 
Packard’s proving ground, the 
temperature in an air-conditioned 
Packard was dropped to 68 de- 
grees in 12 minutes, the company 
reported. 

The refrigeration unit, located in 
the trunk, provides a steady flow of 
air through ducts behind the rear 
seat. Circulation is continuous, with 
intakes removing air from the in- 
terior and sending it through the 
unit again combined with outside 
air. 

Control knobs are on a separate 
panel above the steering column, 
allowing the driver to make tem- 


Building Up Business 

OTTAWA.—Smith Bros, Bus 
Service, Ltd., has adopted a new 
method of increasing its revenue 
in outlying areas. 

The Pembroke (Ont.) firm is en- 
gaging in a sideline business of 
building homes in suburban areas 
to create more passengers for its 
line. It has offered to build 100 
homes in line with its policy. 


Used-Car Bulletin from Detroit .. . 


Latest Auetion Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


May 27 
(Ran a nice lot of clean cars. Good 
sale. Sold 90 cars out of 126 offer- 
ings.) 

BUICK—’50 RM 4-dr., 
2-dr., $580*, $720. 
$600; 4-dr., $435. 
"46 RM 4- dr., 


$950*. '49 RM 
'48 Super conv., 
"47 RM conv., $405. 


(62) 4-dr., 
"50 (61) 4-dr., $2,090*. 

CHEVROLET—'51 station wagon, §$1,- 
340*; SL Deluxe 2-dr., $1,025 §$1,- 
080*; club coupe, $1,130. 50 SL De- 
luxe 2-dr., $1,005, $900; Bel Air, $1,- 
125. '49 conv., $890. '47 FL aero- 
sedan, $450. 

CHRYSLER—'51 Windsor club coupe, 
$1,275*; 4-dr., $1,190*. ‘48 Windsor 
club coupe, $620. 

DeSOTO — '50 Custom 4-dr., 
club coupe, $875. 

DODGE—’'53 Meadowbrook club coupe, 
$1,060. '52 Diplomat, $1,405*; Coro- 
net 4-dr., $1,110*. '49 Coronet 4-dr., 
$560, $500; club coupe, $750. 

$1,955*; 


$2,675". 


$1,035°*; 


FORD—’53 Custom (8) 2-dr., 


club coupe, $1,910. 
2-dr., $835; Custom (8) 2-dr., $1,055, 
$1,130*. ’50 Custom (6) 2-dr., $655, 
$700; Custom (8) 2-dr.. $885, $750. 
'49 Custom (6) 4-dr., $560*; Custom 
(8) club coupe, $630, $520. 
HUDSON—’50 PM 4-dr., $705. 
LINCOLN—'49 4-dr., $450. 
MERCURY—’51 2-dr., $1,300, $1,465*; 
4-dr., $1,140. °'50 4-dr., $910. °49 
2-dr., $785. 
NASH—’50 Statesman 4-dr., $550. 
OLDSMOBILE—’51 (88) 2-dr., $1,535". 
"50 (88) 4-dr., $950. °49 (98) 2-dr., 
; (76) 2-dr., $780. '48 (78) 2-dr., 


’51 Custom (6) 


PACKARD—’51 (200) 4- dr., 
(200) 4-dr. $715. 

PLYMOUTH — ‘52 Belvedere, $1,150; 
Cambridge 4-dr., $1,000. ‘51 Cam- 
bridge 4-dr., $1,000, °51 Cambridge 
4-dr., $785. °50 P-19 2-dr., $605. 

PONTIAC —’'52 Catalina, $1,955*; 
Chieftain (8) 4-dr., $1,695*. ‘51 
Chieftain (8) 2-dr., $1,315*, $1,370; 
conv., $1,610*; Catalina, $2,050", 
$1,525. °50 Catalina, $1, 220; Chief- 
tain (8) 2-dr., $680, $910, $1,045*. 

STUDEBAKER — '50 Champion 4-dr., 
$680, $605, $560. 


$1,100, '50 


May 20 

(Good sale, clean cars bringing top 

dollar, Sold 102 cars out of 138 of- 
ferings.) 

BUICK—’51 Super Riviera 2-dr., $1,- 
495*, $1,450; Special 2-dr., $1,225. 
"50 RM 4-dr., $995*. '49 RM 4-dr., 
$800. '47 Special 4-dr., $305. 

CADILLAC—’52 (62) 4-dr., $3,280*. 

CHEVROLET —'51 Bel Air, $1,315*; 
SL Deluxe 2-dr., $1,000*; %-ton 
pickup, $690. '50 SL Deluxe 4-dr., 
$930, $700, $965; 2-dr., $755, $845*. 
°49 SL Deluxe 2-dr., $610; club coupe, 
$630. '48 SM sedan, $455, $460. 

CHRYSLER—'49 NY conv., $840*. '48 
Windsor 4-dr., $660. ‘47 Windsor 4- 
dr., $425. 

DeSOTO—'51 Custom 4-dr., 
$1,250*. °50 Custom 4-dr., 


$1,255°*, 
$940", 


$3850. 

DODGE—’51 Meadowbrook 4-dr., 
$1,050. "50 Wayfarer 2-dr., $720, '49 
club coupe, $735; 4-dr., $660. ’48 
Custom sedan, $560, $530, $535, $380. 

FORD—’52 Victoria, $1,725"; Custom 
(6) 2-dr., $1,380", $1,400*, $1,210. 
"51 Custom (8) club coupe, $1,150; 
Custom (6) sedan, $930, $945. ’'50 
Custom (8) sedan, $760, $745; Cus- 
tom (6) sedan, $720, $690. ‘49 Cus- 
tom (8) 2-dr., $435, $605; club coupe, 
$640; Deluxe (6) 4-dr., $380, $526; 
2-dr., $475. '48 SD (6) 4-dr., $380. 
"47 SD (8) club coupe, $405. 

HUDSON—’51 Hornet 4-dr., $1,100. 

MERCURY—’'51 club coupe, $1,300*; 
2-dr., $1,250*, $1,100. '49 2-dr., $965. 

NASH — '51 Rambler station wagon, 
$965; Statesman 2-dr., 3 at $650. '50 
Ambassador 4-dr., $550. 

OLDSMOBILE—’51 (88) 4-dr., $1,525*. 
"50 (98) 2-dr., $1,155". '48 (98) 2-dr., 
$550; conv., $520*, 

PACKARD—’50 (200) 4-dr., $390. 

PLYMOUTH—’'53 Belvedere, $1,840. '52 
Concord 2-dr., $1,070. ’51 Cambridge 
club coupe, $955, $910; Savoy, $1,215. 
‘50 SD 4-dr., $885, $770; club coupe, 
$790, $780. 

PUNTIAC—’51 Chieftain (8) 4-dr., $1,- 
405*. °50 Catalina, $1,320*; Chief- 
tain (8) 2-dr., $1,045. '49 Chieftain 
(8) club coupe, $840, $865; 2-dr., 
$970*. 


2 at 


*Indicates automatic transmission or overdrive, and (ps), power steering. 
Other Auction reports are on Pages 41-42 
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_ Car-Leasing Interest 
’ Reported on Decline 
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perature adjustments without 
changing his driving position. 

The unit is installed far forward 
in the trunk so as not to hinder 
luggage space, 

Servicing advantages are said to| 
include convenient location of the 
compressor and condensor under the 
bonnet. The refrigeration unit, it! 
is stated, never needs defrosting, | 
and filters for cleaning the air are 
easily removed. 

Among other optional equipment, 
the company said that power steer-| 
ing now is used on more than 50 
percent of Packard cars and power | 
brakes on 75 percent. 








By Jack Weed 


\ ANY of the larger, long-term 

car - leasing companies believe 
interest in leasing has declined 
tremendously since the first of the 


|year and that another year will 


see only large-volume companies 
remaining in the business. 

These are the firms’ which 
actually finance the vehicles for 
their customers and make a 
profit out of management and 
savings in the finance differ- 
ential. Other companies are faced 
with extending the _ vehicle’s 
service time or extending the 
rental rate if they are to stay in 
business, observers say. 

Because of the highly competitive 
used-car market, leasing companies 
have been unable to sell used vehi- 
cles for a price high enough to 
keep amortization of equipment 
under the normally accepted 2% 
percent per month that is charged 
off for depreciation. 

. 

NE of the largest leasing com- 

panies in the east has already 
begun to switch its customers to 
a longer use period of the vehicle. 
In the far west and in the south, 
some leasing firms are extending 


|the use period to 20 months or 


longer. And they still are buying 


| their cars from the dealers on the 





‘Captive Dealers’ Gain 


Increase Their Share 


of Total Truck Sales 


From 74.3 to 75.2% in ’53 


ANUFACTURERS with so-| 
called “captive dealers” are 
picking up a slightly greater share) 
of total truck sales than they did) 
in 1952, according to latest regis- | 
tration figures. 
Producers with captive dealers 
(dealers who handle a car and 
truck of the same make) have 
earned a market penetration rat- 
ing of 75.2 percent so far in 1953, 
against a rating of 74.3 percent 
for all of 1952. 


Those are the latest figures to be 
posted on the truck-sales_ score- 
board, despite market penetration 
losses by Dodge, Studebaker and 
Willys. From the standpoint of 
market penetration, Dodge shows 
the greatest deficit. 


Among combination car-truck 
producers, the success banners in 
this year’s truck sales race so far 
are being hoisted by Chevrolet and 
Ford — with Chevrolet’s flying the 
highest. 

+ * 
usa along at a pace which 
is yielding four sales for every 
three made last year, Chevrolet is 
accounting for 36.3 percent of all 
truck sales in 1953. 


At Ford, truck sales for 1953 show 
a 21 percent gain over 1952, As a 
result, Ford is riding along on a 
1953 market penetration rating of 
23 percent, compared with 22.1 per- 
cent for all of 1952. Ford has said 
it intends to get 30 percent of the 
truck market this year. 

Dodge’s -1953 truck sales show 
a gain of 6 percent over 1952. But 
Dodge is getting 10.7 percent of 
this year’s truck market, 1.9 per- 
cent less than it got during all of 
1952. 

Meanwhile, Dodge has watched 
International crawl ahead of it to 
take third place in truck sales, 
while GMC is a close fifth. 

Studebaker and Willys also are 
running behind 1952 rates. 

Meanwhile, both Chevrolet and 








Bentrup Is Elected | 
In Kansas City 


KANSAS CITY.—R. G. Bentrup 
(Ford) has been elected president 
of the Kansas City Auto Dealers’ 
association. 

Ray Faddis (Chrysler-Plymouth) 
is vice-president and John R, Cun- 
ningham sr., treasurer. 

Bentrup and Feddis are members 
of the board of the Missouri Auto- 
mobile Dealers Assn. 


Ford truck output show sharp in- 


creases over last year's rates. 
* 


MONG these truck makers with 
exclusive dealers, only Interna- 
tional is holding its own this year 
from the standpoint of market pen- 


| etration. 


International sales show a 19 per- 
cent gain over last year, good for 
an 11.4 percent market penetration 
rating—exactly the same rating In- 
ternational had for all of 1952. 

GMC is on record as aiming for 
fourth place in truck sales this 
year, and latest reports show its 
sales running nearly 18 percent 
ahead of comparable 1952 levels. 

From the standpoint of market 
penetration, however, GMC has had 
to settle for a 1953 rating of 9.6 
percent, against 9.8 percent for 1952. 

: * od 


pers the ladder, smaller pro- 
ducers such as Diamond T, 
Mack, Reo, White and others are 
holding their own so far this year 
in comparison with total business 
for 1952. 

Of the 13 makers listed in Auto- 
MOTIVE News, production table, only 
three have made fewer retail sales 
so far this year than they had at 
the same point in 1952. 

The production scoreboard shows 
the output of eight makers running 
behind last year’s comparable pace. 
Only Chevrolet, Diamond T, Ford, 
GMC and White have built more 
trucks so far in 1953 than they had 
built at the same point in 1952. 








same fleet rate they had during the 
time when cars were hard to get 

This has given them a much 
better outlet for their used vehi- 
cles, as the dealers with whom 
they have been doing business 
are willing to take back the used 
car and sell it at the top market 
price. 

Other leasing companies, par- 
ticularly those which have always 
purchased vehicles on the “low- 
dollar” basis, now are finding it 
difficult to get franchised dealers 
to merchandise their used cars and 
are resorting to wholesaling and 
auctions, 

A spot survey of a number of the 
largest car-leasing companies in- 
dicates that monthly rental rates 
are due for a sharp increase this 
year and that few firms are in a 
position to extend the life of the 
vehicle in service with their cus- 
tomers. 


Standard-Timken 
Merger Approved 
By Directors 


DETROIT.—The boards of direc- 
tors of Timken-Detroit Axle Co, and 
Standard Steel Spring Co. voted last 
week to approve the merger of the 
two firms into a new company, 
Rockwell Spring & Axle Co. 


The proposed consolidation will 
be submitted to stockholders of the 
two companies some time before 
Sept. 30. 

The new company will have only 
common stock, which will be ex- 
changed for each share of common 
stock in the two present companies 
on a one-for-one basis. 


Willard F. Rockwell, president of 
the board of each company, will be- 
come chairman of the new firm. 


Automotive products of the new 
firm will include axles, transmis- 
sions, bumpers, springs, universal 
joints, brakes and forgings and 
stampings. 

Sales of the combined companies 
for 1952 were $388,534,833. As of 
March 31, combined net working 
capital was $71,268,994. More than 
19,000 persons will be employed in 
the new firm’s 21 plants. 

Walter F. Rockwell, president of 
Timken-Detroit, will retire. Presi- 
dent of the new firm will be Robert 
C. Enos, The board will consist of 
all present Standard Steel directors 
and R. J. Goldie and George Gund, 
now directors of Timken-Detroit. 


Textileather Notes 
22% Increase 


TOLEDO. — Shipments of Texti- 


|leather Corp. products during the 


first four months of 1953 have in- 
creased 22 percent over the same 
period last year, according to J. D. 
Lippmann, president. 

He spoke at a three-day sales 
meeting, which covered every phase 
of the company’s operations. 


4 Millionth Oldsmobile Rolls Off Line— 


J. F. Wolfram (right), Oldsmobile general manager, and T. C. Downey, works mo- 


ager, watch the four millionth car come down the final assembly line 


in Lansing. 


The last million was produced in slightly less than 3% years, compared with the <8 
years needed for completion of the first three million cars. 
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| The Only Performance-Proven 
Low Pedal Power Brake | 


Car manufacturers, here is a sure answer to the problem of creating added 
interest in your line of cars. Equip your vehicles with Bendix* Low Pedal Power 
Brake, the sales feature that has already established itself as one of the most 
popular devices offered the public in years. 





Se eeu 










emo FOU 


- Siping 7 
Is AS a iii 





Dealers are enthusiastic because with the Bendix Low Pedal Power Brake it is 
now easy to demonstrate added braking power and safety. Service managers are 
happy because of its trouble-free performance and, best of all, new car buyers 
realize that with today’s trend toward “power’’ operation, a car equipped 
with a Bendix Low Pedal Power Brake offers the ultimate in braking efficiency. 


~~ Oo #1 OM 6 


Remember, too, this new low pedal power brake is the product of Bendix, world’s 
largest producer of power brakes and leader in braking developments since the 
earliest days of the industry. That’s why if you are contemplating power braking 
it will pay to “Sign Up”’ with Bendix for the greatest improvement in braking 
since four wheel brakes. REG. U.S. PAT. OFF. 
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lt is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort 
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Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. ¢ Canadian Sales: Bendix. 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 













2 MORE DRIVING COMFORT, LESS 
FATIGUE AND GREATER SAFETY. 


| 


THE MOST TRUSTED NAME IN BRAKING 








Ike’s on the Team, Too 


Administration Officials Display 
Confidence in Leader 
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sume there will be some falling 

off after June, 1954. 

4. No major tax revisions are ex- 
pected this year, although the en- 
tire federal tax structure is being 
studied with a view of simplifying 
it and aiming it at the goal of pro- 
moting the dynamic growth of the 
country, rather than impeding it. 

Marion B. Folsom, undersecre- 
tary of the Treasury, and Senator 
Harry F. Byrd both spoke of the 
excess-profits tax as “vicious,” but 
both said it will be necessary to 
retain it at least till next January. 

+ * 


The Senate labor committee, 

® with no program from the Ad- 

ministration, expects to make re- 

visions in the Taft-Hartly law this 

year, although some problems will 
be left over. 

6. The Office of Defense Mobili- 
zation, meeting weekly with cabi- 
net members, is seeking a program 
to bring military preparedness to 
a plateau, keep it there, and also 


develop all-out mobilization plans. 

The task of maintaining defense 
on a high plateau is viewed as the 
most difficult. Roger Kyes, former 
head of GMC Truck and now as- 
sistant secretary of defense, is 
coming to grips with this problem, 
and the program is expected to 
work out something like this: 

In the interest of economy, the 


Auto Stocks 





May May 1952-53 

27 20 High Low 
Chrysler 75% 76% 98 6814 
GM 61% 62% 69 50 
Hudson 18% 14 17 24 
K-F 4% 4% 7 38% 
Nash 22% 28 25%, 17% 
Packard 5% 5% 6% 4% 
Stude, 84% 35% 438% 31% 
Willys 15% 15% 15% 8% 
Average 29.19 29.68 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 








most efficient producer of a par- 
ticular military item will remain 
in production. The standby pro- 
ducers will be kept in a state of 
readiness, 


To speculate on a specific case 
in the standby area, Chrysler’s 
j tank plant in Delaware might be 
}used for assembly of cars and 
|trucks, with the Army tank tools 
being stored in a building nearby. 


The only practical way to keep 
manpower on a_ standby basis 
would be to give the men other 
work to do in civilian production. 

* * + 


ENATOR Byrd said that 400,000 

of Russia’s best equipped troops 
are within 100 miles of the 38th 
| Parallel. Reporting on the shortage 
of ammunition, he said that mili- 
tary procurement was based on the 
assumption that the war would be 
ended by July, 1950. 

In the first two years of the 
Korean war, he said, not one shell 
was produced, although it took 
only one month to appropriate the 
money for the military buildup. 
The war was fought from the am- 
munition stockpile, which has not 
yet been replenished, Byrd said. 

Turning to the financial situ- 
ation, Byrd said that the main 

reductions must come from the 


military foreign-aid 


programs, 
Byrd said that giving money to 
foreign countries is like giving 
money to your wife—if you do it 
long enough, the recipient comes 
to think he has a vested interest 
in your money. 
* 


and 


* * 


LENTY of room is seen for 

greater efficiency in the postal 
department. The new leaders found 
that although there were 460,000 
employes, there was no personnel 
program as_ such, no work 
standards and no studies as to the 
value of mechanization. 

It is fitting that the task of the 
new business team is one of 
management, for there is room 
for little else. One long-time 
Washington observer pointed it 
up this way in commenting about 
another department head: 

“He has 417,000 persons in his 
department, of which he can re- 
place 16.” 


Sears Parts Store 
KOKOMO, Ind.—The Kokomo 
Sears, Roebuck & Co. store is open- 
ing an automotive service unit at 
114 E. Monroe St., separate from 
the downtown store. The branch 
will carry parts and accessories. 
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The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %-1 ton pickup 


having a 4-speed 


springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
... Or with the boom, supports and tow plate re- 
moved there is plenty of clear space in the 
box for ordinary pickup work. The 10- 
D has ample winching power, safety 
controls, safety boom lockpins, 
safety chains plus the Ashton 
spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 EXB 


Maximum strength and effi- 
ciency are featured 


powerful wrecker. 


features include: Forward mounted, 
solid steel “A” frame, telescopic ex- 
tension boom which can be raised or 
lowered from 0° to 80°. Boom extends from oa 
normal 81/2’ (towing position) to 14’. New four- 
line cable suspension gives essential support at 


center and end of 


tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 


equipment. 
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transmission and helper 


in this 
Mechanical 


boom. Boom capacity 10 






























This Ashton wrecker mounts on 1'%2-2 ton 
chassis and is equipped for heavy lifting and 
recovery work. The 3'%2 ton capacity crane 
and 7% ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel "‘A’’ frame which gives 
maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 
take-off and drive linkage plus 
safety chains, remote controls, 
and the Ashton spacer and lift 
bar equipment. 


MODEL 19-51 BW 


MODEL 19-51 EXB 


America’s most versatile power 
wrecker and mobile crane. The 
extension boom quickly recovers 
difficult wrecks without complicated 
rigging, raises heavy loads 14’ high. 
Ideal, dual purpose unit for construction 
and municipal jobs. Features include: Solid, 
forward-mounted "A" frame, telescopic boom 
raises from O° to 80°, self-aligning boom head, 
new double cable suspension, with sheaves at 
center and end of boom. Power winch 7'/2 tons 
safe load, 2 ton hand winch, all-steel all-welded 
body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 











Motorama to Make 
Final 53 Stand 
In Kansas City 


KANSAS CITY.— Preparing fc 
its final showing of 1953, Gener: 
Motors’ Motorama moved into thi 
city this week, preparatory to open 
ing a nine-day stand at the Munici 
pal Auditorium. The show will ope: 
Saturday, June 6, and continu: 
through Sunday, June 14. 


The GM project comes here from 
Dallas, where more than 250,000 pe: 
sons turned out for the show: 
Texas debut, 60,178 of them passing 
through the gates on the final da; 
The previous one-day attendanc 
record was attained in San Fran 
cisco when 58,500 persons viewed 
the industrial spectacle. The show 
also has visited New York, Miami 
and Los Angeles. 

GM officials stated they were 
pleased with the high interest 
shown in the first appearance of 
the project in the Southwest, and 
Harlow H. Curtice, GM president, 
publicly thanked the Texas audi- 
ence for its cooperation in making 
the Dallas show a success. 


Ford Plays Host 
To Dealers at 


District Dinners 


DETROIT. — District Ford and 
| Lincoln-Mercury dealers and their 
| Wives will be guests of Ford Motor 
Co. this week, at the Latin Quarter 
in the first of a series of 50th anni- 
| versary dinners to be held across 
the nation in June. 

Dealers from _ outside Wayne 
County, including Michigan’s lower 
peninsula and northern sections of 
Ohio and Indiana, will be guests 
today (June 1). Metropolitan De- 
troit dealers will be hosted 
Wednesday. More than 800 are ex- 
pected each evening. 

Highlight of the program will be 
the premiere of the company’s 
film, “The American Road.” Guests 
also will preview the Ford Rotunda 
in Dearborn in the afternoon. 





Obituaries 


C. W. Meyer Sr., 77, 


Pioneer in Richmond 


RICHMOND, Va.—Charles W. 
Meyer sr., 77, one of the founders 
of the Richmond Automobile Deal- 
ers Assn., died in a hospital here 
May 25 after a brief illness. 


Mr. Meyer was president of 
Meyer Motor Sales, one of the first 
automobile dealerships in Rich- 
mond. He also headed A. Meyer 
Sons, Inc., originally a carriage 
business and now an auto body 


repair firm. 
- * = 


John D. McDaniel 

ST. LOUIS. — John D. McDaniel, used- 
car dealer in South St. Louis, died May 23 
of a heart ailment. He formerly owned 
and operated the McDaniel Motor Co 
Recently he was elected president of the 
Jefferson Barracks (Mo.) Lions Club. His 
wife, two sons gna a daughter survive 

* * 


George L. Thorpe 

ST. LOUIS. — George L. Thorpe, 74, 
former regional manager for Motor Parts 
Corp., died of a heart ailment at his 
home May 21. Thorpe, who retired in 
1949, had been in the automotive business 
50 years. His wife and three daughters 
survive. 

* * * 


Gus Patti 
ST. LOUIS.—Gus Patti, sales manager 
of Mendenhall Motor Co., Inc. (Ford) 
died May 15 after a brief illness. He is 
survived by his wife and two sons. 
* * 7 


Harry Cobey 

GALION, O.— Harry Cobey, 
March 2 after suffering a heart attack in 
his office at Perfection Steel Body Co. Mr 
Cobey organized the firm in 1921. He was 
well known for his philanthropic work 
and, in memory of his wife, had es- 
tablished a library in Columbus for refer- 
ence by students of all religions. 

* * > 


George K. Belden 

MINNEAPOLIS.—George K. Belden, § 
an auto dealer here for more than 
years, died May 20. Mr. Belden was 
trustee of the Automobile Club of Minne 
apolis 38 years ago and twice was its 
president. He also was a member of t! 
Minnesota Automobile Dealers Assr 
Greater Minneapolis Safety Council and 
Hennepin County Good manee Assn. 

* . 


Gaylord D. Maddox 

SIDNEY, Neb.—Gaylord D. Maddox, 2 
for eight years associated with his fathes 
and brothers in Maddox Motor Co. (Chry:- 
ler - Plymouth - Diamond T), was killed 1 
an automobile accident. Mr. Maddox pre\ 
ously was a partner in a cab busines 
which he, his father and his _ brothe + 
owned at Bremerton, Wash. 


70, died 
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Custom Tire Leader 
For Half a Century 






UP TO 51% QUICKER STOPS UP TO 58% MORE SAFE MILEAGE THE ONLY SCUFF GUARD* RIB NYLON BLOWOUT PROTECTION 


The only Safety-Slotted Tread The only such extra-deep This tough-rubber ring wards 55% more tire strength, 40% 
— 3,000 biting edges—multi- tread allows renewal of full skid off the blows of curb and rock, cooler running. Rupture and blow- 
plies your grip of every road and protection twice without re- preserves whitewall beauty for life. out protection impossible before! 
highway. treading. 


FISK 





“Trademark of Fisk Division of United States Rubber Company 


DIVISION OF UNITED STATES RUBBER COMPANY 
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As Five-Year Pacts Are Liberalized .. . 





UAW Chiefs End 3 Key Strikes 


(Continued from Page 1) 
nesday. The UAW is in the process 
of scheduling contract negotiations 
with independent manufacturers. 
Adjustments in the Big Three con- 
tracts were nearly identical. They 
provided: 

1. A 10-cent hourly boost in the 
rates of skilled workers, effec- 
tive today (June 1). Ford and 
Chrysler granted an extra 10 cents 
to the pay of their highly skilled 
pattern makers and die sinkers. 

2. An addition to the basic wage 
of 19 cents of the present 24-cents- | 
per-hour cost-of-living adjustment. | 
This means that the amount of| 
wages subject to downward adjust- | 
ment from present levels is limited | 
to five cents an hour, no matter | 
how much the cost of living drops. | 

3. An increase in the annual im-| 
provement factor to five cents an| 
hour from the present four cents.| hike. 

The increase became effective at} GM said it would extend the new 
GM last Friday and at Ford and| provisions to the CIO Electrical 
Chrysler today (June 1). Workers, while Ford said the 

ea in | boosts would be applied to all its 

A TRANSITION from the “old” | salaried workers. 

* to the “new” Bureau of Labor; The GM contract expires May 29, 


, Statistics price index to govern fu-| 
| ture cost-of-living adjustments. The 
switch is effective with the pay pe- 


new index showed such a slight} 
change in living costs that the pay | 
of workers in the entire industry | 
will be unaffected. Under the old 
index, they took a penny cut both 
| last December and last April. Had 
|the old index been continued, they 
would have taken a two-cent cut 
today. 

5. An increase in monthly pen- 
sion payments to a maximum of | 
$137.50, including Social Security. | 
The old figure had been $125 at 
Ford and $130 at GM and Chrys- | 
ler. GM had held the line on pen- | 
sions at the original negotiations, 
but granted the increase in sup- 
plementary negotiations after 
Ford and Chrysler agreed to the 








AGA MIDLAND Las 





MIDLAND 
BREAK-AWAY 


Sale 


CONTROL... 


simplest way to get 


1955; Ford on May 31, 1955, and 
Chrysler on Aug. 31, 1955. 


Henry Ford II, president of Ford, 


riod beginning today (June 1). The| participated in the talks with the | & 


UAW to mark his first direct ven-| 


ture into labor negotiations. 
* * * 


T WAS estimated the boosts will 


cost GM $23,000,000 and Chrysler | 
$14,000,000 in the next two years. | 


Ford declined to estimate the cost. 

The UAW had launched its de- 
mand for revision of the con- 
tracts last April on the ground 
they were “living documents” and 
subject to change with the change 
in times. At that time there was 
a slow decline in living costs, and 
the auto workers faced the pros- 
pect of seeing hourly rates drop 
accordingly. 

The Canton strike was settled in 
conjunction with Ford-UAW talks 


Detroit to sit in on the conference. 

The settlement, a Ford spokes- 
man said, contained adjustments of 
pay in certain job classifications and 
provided a solution to health and 





when Dan Forchione, president of | Safety problems. 


the striking Canton local, came to} 
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| Fisher Body Tank Plant in High Gear— 





Patton M-48 medium tanks are lined up outside the Grand Blanc (Mich.) tank plant 
of Fisher Body, awaiting shipment. The plant is operating at its maximum planned 
production schedule, officials said, although full utilization would mean a much higher 


output. 





Strikers ratified 
the agreement Tuesday night and 
returned to work Wednesday morn- 
ing. 
x * * 
oo Canton plant supplies Ford 
with axle housings, spindles and 








SAFE, SURE PROTECTION IN CASE OF A BREAK-AWAY! 


IF TRAILER BREAKS AWAY from the tractor, 


warning buzzer sounds . . . Midland instant- 
acting Reservoir Check Valve automatically 
seals air supply, providing tractor with sufh- 
cient reserve . . . Midland Break-Away Valve 
permits tractor brakes to be applied to bring 
tractor to a safe stop... trailer braking system 
automatically applies emergency feature to stop 


Required by 1¢ C— Required on all tractors 
built after June 30, 1953. 


Only Four Units—Fully-automatic Break-Away 
Valve, Instant-acting Reservoir Check Valve, 
Automatic Low Pressure Switch, dependable 
warning Buzzer and attaching tubing and fit- 
tings. All thoroughly proved im service. 


Fully Avtomatic— Break-away system is fully 
automatic and brake function is fully restored 


after vehicles have been reconnected. 


Hething New To Learn— Driver has only to 
apply service brakes in usual manner. No addi- 


tional controls to operate. 


Available in Complete Kits. 


THE MIDLAND STEEL PRODUCTS COMPANY 


3641 E. MILWAUKEE AVE. ¥ DETROIT 11, MICH. 
Export Department: 38 Pearl St., New York, N. Y. 


GO 
MIDLAND 





trailer. 











PROVED POWER BRAKE 


PARTS BY MIDLAND 

Like all of Midland’s full line of Air 
and Vacuum Power Brake Equipment, 
these units have been fully tested and 
proved in service. They can be de- 
pended upon for safe, sure stops. 

Those who know Power Brakes 
CHOOSE MIDLAND 


See Your Local Midland Distributor 


AND STOP 


SAFELY! 








| by 


connecting rods. The strike started 
Apr. 27, and when it finally tied up 
Ford operations, eight full days of 
Ford assembly time were lost. 


The Warner gear strike, which 
began Apr. 20, was settled when 
Federal mediators moved talks to 
their Detroit headquarters. The 
dispute had centered on inven- 
tive-pay rates, although a Warner 
spokesman said settlement had 
been delayed only by wording of 
the agreement. Warner is a major 
supplier to the industry of trans- 
missions and transmission parts. 


Ratification of the agreement 
presumably would permit Warner 
to resume production within two 
or three days. 


Studebaker, which had cut pro- 
duction in half a week ago because 
of a transmission shortage result- 
ing from the Warner strike, said 
it would resume output “as soon as 
possible.” Willys spokesmen esti- 
mated it would take four days to 
get back into operation after it 
started receiving transmission ship- 
ments from Warner. 

* + * 


K ABER. which made plans earlier 
in the week to shut down for 
the first two weeks in June, said 
settlement came too late to avert 
their closing. Kaiser had been pro- 
ducing at a curtailed rate. 


Nash, which announced two 
weeks ago it was cutting back 
production until August, will con- 
tinue on a reduced level. Chrysler 
Packard and Hudson, although 
supplied with parts by Warner, 
had not been caught by shortages 
as a result of the strike. 

The UAW itself took steps last 
week to help guarantee uninter- 
rupted production when it twice 
cracked down on wildcat strikers. 

* 7 * 

v= International placed an ad- 

ministratorship over Budd Co. 
Local 306, where workers had twice 
halted operations in jurisdictional 
disputes. The walkouts in turn 
forced Chrysler Corp. to shut down. 
Four days of production were lost 
Chrysler, DeSoto, Dodge and 
Dodge Truck. Budd supplies the 
four divisions with body stampings. 

The UAW also stepped in to 
order an immediate end to an un- 
authorized walkout at Briggs Mfg. 
Co. The stoppage caused brief 
layoffs at Plymouth, which gets 
its bodies from Briggs. 

In installing the administrator at 
the Budd local, and ordering the 
return at Briggs, the UAW said it 
would not “tolerate such irrespon- 
sible action.” The UAW also told 
the wildcatters it would not insti- 
tute grievance procedure for work- 


| ers disciplined because of the walk- 


| outs. 


rrr rere 


International union spokesmen 
said a few workers had caused the 
trouble “in defiance of their con- 
stitutional, contractual and mora! 
obligations.” Officers of the loca 
were held blameless. 

GM settled a strike at its Defi- 
ance (O.) forge plant after two 
weeks of negotiating on working 
conditions. The plant makes cast- 
ings for GMC trucks and Oldsmo- 
biles. 

The UAW filed a suit for $150,000 
last week charging 11 Minot (N. D.) 
dealers and garages with causing 
publication of an untrue news storv 
regarding the union. Mechanics, in 
a month-long strike, have been 
seeking a 60-40 split of the shop 
take. The news story said the deal- 
ers claimed the strike is illegal. 
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Biggest News in coertibles 


Longer-Lasting... TOPS of 
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gince the pushbutton top! 


Better-Looking, 





Yes, “‘Orlon”’ is big news in convertibles today —and will 
mean big business in convertibles tomorrow. Why? Be- 
cause “‘Orlon’’ will give your convertible customers ex- 
actly what they’re looking for: tops with real weather and 
wear resistance—proved by up to 3% years of wear testing 
in some of the toughest climates in the country .. . plus 
a really distinguished appearance—a sleek, lustrous look 
that’s easy to keep that way. 


With these advantages, tops of ‘“‘Orlon”’ will sell them- 
selves, turn many car buyers into convertible buyers! 


KEEP THEIp LUSTER 


HoLD THEIR _— 


REDUCE STRETCHING: 


RESIST BALLOONING 


Tops of ‘‘Orlon’’ are being featured on some makes of 
convertibles. Natural-color topping is available now. 
The supply of black topping is increasing. So keep your 
eyes open for it—it’s worth waiting for. 


Service Manager: You can arrange to have tops of 
*Orlon’”’ installed on convertibles now on the road.These 
replacement jobs carry a profitable mark-up all around 
—for you and your installer. Make sure your installation 
shop knows about tops of “‘Orlon’’. E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


® 
T ORLON is Du Pont’s trade-mark 
4 for its acrylic fiber. 


ACRYLIC FIBER 


REG. U.S. PAT.OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





Du Pont ORLON 





AUTOMOTIVE NEWS, 


AUTOMOTIVE WASHINGTON 


Whole U.S. 


Tax System 


May Be Revamped 


By William Ullman 

Washington Correspondent 
oo 2 a conference of business paper editors here 
the other day, Undersecretary of the Treasury Marion 
B. Folsom echoed the disclosure made earlier by Treasury 
Secretary George Humphrey that consideration is expected 
to be given to a national sales tax. Folsom cautioned the 


editors, however, that such a® 


levy is but one item in a long| studies of every levy. The Presi- 


list of tax topics slated for 
study between now and next Janu- 
ary. (This column last week printed 
a rather complete catalog of the 
tax matters to be studied by the 
House Ways and Means Commit- 
tee in hearings to begin June 16). 
President Eisenhower in January 
wants to give Congress a blueprint 
for revamping the Federal tax 
structure, and it is with this in 
mind that both the Treasury and | 
the House tax group are preparing 





dent wants to 
simplify the sys- 
tem and make it 
one that will im- 
pose the least 
possible obstacle 
to the growth of 
the country. 
Folsom called 
the existing sys- 
tem of Federal 
taxes a “hodge- 


William Ullman podge” 





JUNE 1, 


| the editors that “we 
jury think it is about time 
|revision of the whole thing.” 
He warned that every tax re- 
|vision has a “price tag” in that 
many proposals would cut revenue, 
and added that many changes the 
Administration would like to make 
would have to be deferred until 
|the international situation permits 
cutting expenditures. 

The fact that Secretary Hum- 
phrey left the door open to a 
national sales tax in a _ recent 
statement does not mean, Folsom 


for a 





and told 


emphasized, that such a levy has 
priority or any particularly 
strong prospect of being finally 
recommended, 


“We are studying,” he added, 
“the whole question of excise taxes. 
We know that the present system 
is not right—it is just too hit or 
miss—and that is one of the major 
studies we are undertaking. But we 
haven’t formed any opinion one 
way or the other on it.” 

There have been’ widespread 
business complaints, Folsom told 
the editors, that the present in-| 
ternal revenue regulations on de- | 
preciation allowances hold back) 
production by discouraging plant! 


at the Geseae' 


1953, 


Som, a 


: 
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Movies Turn to Satori— 


For the publicity of its 
picture, “The Girl Who Has Everything,” 
United Artists enlisted the help of Peter 
Satori, foreign-car dealer 
Calif. Satori is shown with two models 
as he explains to them the merits of an 
MG-TD roadster. 


| asst = eeeeennneoasas - 
additions and machine replace- 
| ments. 

* * * 
Business Info 
— many conflicting re- 


ports, it is expected that in the 
end the major programs of the 





Greyhound Spcufied 


ICKERS HYDRAULIC POWER STEERING 


on 400 New Coaches 





new motion | 


in Pasadena, | 


Always searching for ways to further increase passenger 
safety, Greyhound Lines selected Vickers Hydraulic Power 
Steering for the 400 new Model PD-4104 GM Coaches 
recently purchased. 

Vickers Hydraulic Power Steering prevents the possible 
loss of driver control when a vehicle is forced off the 
pavement onto a soft shoulder... or when a front tire blows 
out. Extra steering power and quick maneuverability are 
always available for emergency conditions. 

The Vickers System absorbs all road shock and transmits 


it to the vehicle frame . .. there can be no kick-back at the 









MIERER? huchaulic 
es Meo 


is Effortless 
TTR DC Me Cis att 





ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 1921 


steering wheel. The driver supplies only enough effort to 
slightly move a servo valve .. . fatigue is thus greatly 
reduced and the driver is more alert. 

Only minor alterations are usually required to incorporate 
Vickers Hydraulic Power Steering in new and existing vehicle 
designs. For further information, ask for new Bulletin M-5104. 


M ICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 
1532 OAKMAN BLVD. ¢ DETROIT 32, MICH, 


Application Engineering Offices: “ ATLANTA . CHICAGO (Metropolitan) 
CINCINNATI ¢ CLEVELAND « DETROIT « HOUSTON « LOS ANGELES (Metropolitan) 
NEW YORK (Metropolitan) © PHILADELPHIA ¢ PITTSBURGH ¢« ROCHESTER 
ROCKFORD e SEATTLE © TULSA © WASHINGTON e WORCESTER 


Vickers Hydraulic Power Steerin: 
Booster does the actual work o 
steering 






Engine-driven Vickers Vane Pump (with integral 
volume control and relief valves, and oil reservoir) 
supplies power for steering. 





Government for collecting informa- 

|tion from business—and making it 
available—will be centered in the 
Department of Commerce. 

Among the plans under consider- 
ation is one to establish in the 
department a small but highly 
competent group of industry divi- 
sions and arrange for the use of 
|industry and trade advisory com- 
|mittees to be headed by top-level 
| business executives on a rotating 
| basis. 

A move also is under way, ac- 

cording to an official spokesman, 
| to return to the Commerce De- 
| partment a number of important 

business functions and activities 
which traditionally have belonged 
to it but which have been scat- 
tered throughout the Govern- 
ment. 

It is believed that in final an- 
alysis the motor vehicle division 
|as it exists today at NPA will be 
|set up on a new basis with some 
changed, and some added, func- 
tions, under the direction of some 
of the key men who now head what 
remains of the division at NPA. 

* * * 


Low Bow to McKay 


PROPOS of the recent confer- 

ence of business paper editors 
here, Secretary of the Interior 
Douglas McKay was one of the 
speakers. Before taking his place 
at the head table, the former Ore- 
gon governor and auto dealer frat- 
ernized with some of the editors 
near a table on which was placed 
all the publications represented at 
the meeting. 

As this correspondent, accompa- 
nied by Bob Finlay, our managing 
editor, drew near, a photographer 
asked the Secretary to pick up a 
magazine and pose for a picture. 
This he agreed to do. 

And what magazine do you guess 
he picked up? 

That’s right! 
News! 

With no notion that two AN 
editors were right behind him, 

he volunteered the opinion to 
those editors around him, many 
of whom no doubt wished that he 
had chosen their publication, that 
“This is a great magazine—best 
| in its field—I have been a sub- 
| seriber to it for years.” 

With all the modesty we could 
muster at the moment, it still was 
a little difficult for Bob and I to 
stay in the background. So we 
thanked him and expressed the 
wish that we had a tape recording 
of what he had said. 
| Shortly afterward, McKay made 
|his mostly off-the-record talk, It 
was a good one, and he was 
roundly applauded by the entire 
audience. But you can lay a safe 
pet that no one outdid either of 
the AN editors in resounding hand- 
clapping. 





It was AUTOMOTIVE 


* * * 


|Get Lost 
| Aco apropos of the business 
editors conference. Going over 
to the White House to call on 
President Eisenhower, Bob Finlay 
j}and I enroute chated much about 
| executive mansion ways and days. 
Having been here a long time, I 
| know many off-the-record stories 
| as well as many which may be told. 


I told Bob this one. He laughed. 
Maybe you will too. So here it is: 


Years ago when Calvin Coolidge 
| was President, I went to the White 
House with a delegation of motor 
club officials, most of whom re- 
garded the visit importantly and 
seriously. Some of them really with 
| their ego showing all over the 
grounds. 


After a wait that gave them 
plenty of time to begin fuming, 

| President Coolidge appeared—for 
a duty that he never cared much 
about at any time. 


Braced between a pair of Secret 
Service men, he nodded, unsmil- 
ingly, as usual, and began a brief 
greeting. 

His words seemed strange to the 
|motorists, but the tip-off came 
| when he said, “It is an honor to 
j}have this large delegation of 
| morticians come to see me.. .” 

* * *x 


Notes 


ORMAN KUHNE, former assist- 

ant editor of Nation’s Business, 
and until recently the assistant di- 
rector of public relations for the 
Economic Stabilization Agency, has 
joined the public relations staff of 
the Automotive Safety Foundation. 
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It’s a sure bet this futuristic designed car will never leave the drawing board. 


Here’s BIG NEWS about one automotive project “X” that did... 

in fact it’s been rolling off the production line for the past three months— 
CARS magazine. Already America’s leading all-around automotive 
magazine...designed and dedicated to satisfy car owners and car fans 
interests in everything automotive. CARS covers the entire automotive 
field...with special emphasis on products of Detroit and related 
areas...car personalities, car travel, car care, foreign cars, 

sports cars, antique cars and custom cars. 


Editorial pages regularly feature writers that include Leo Donovan, 
Automotive Editor, Detroit Free Press ; Stanley Brown of Business Week; 
Tom McCahill of Mechanix I]lustrated’s famous test series ; 

Russ Catlin of the AAA; Gene Brown, Automotive Editor, New York 
Herald Tribune; Richard Arbib, Automotive Designer, Robert Meyer, 
Travel Expert for the New York Times; Rex Lardner, New Yorker 
magazine—all this, plus by- lined articles by top auto executives. 


PUTTING CARS ON THE ROAD...FOR ADVERTISERS 


The September 1953 issue will be the first issue to accept adver- 
tising with an initial circulation guarantee of 350,000— 


Closing dates for this big first issue— 


June 15 covers 


June 25 inside pages printed in letterpress 


| 

| 

| 

| 
Keep your eyes on CARS magazine... | 
it’s going places—fast. | 
| 

| 

| 





A FAWCETT PUBLICATION te ech Carry Ponte, “bane SAF 
Detroit office: 1659 Guardian Building, H. G. Walter, Manager New York . Chicago ° Los Angeles ° San Francisco 
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Sales Conditions in Various Areas... 





83; 
Kaiser, 44; Lincoln, 33; Willys, 29; 
Crosley, 15; Frazer, 10; Henry J, | 


other | 


year, compared with 95 in 1952. In 
Portland the rate stands at 69 this 
year against 62 a year ago. 
Bankers say that although the 
delinquency rate has increased it 
has not yet exceeded “normalcy” 


Oregon 


Repossession of automobiles in 
Portland and Oregon has gained 
over the years but still is behind 
the rate experienced in the east, | 
say installment credit men in this and is not as yet out of line.—(F. 
"ae | K. Haskell.) 

The installment-loan department | se. * 
of one Portland bank reports that | ee 
the unit delinquency rate for auto-| Cincinnati 
mobiles in Portland for the first) Bad weather and bargain hunters | 
quarter of 1953 was 2.01 percent,| were factors in a moderate decline | 
compared with 1.25 percent in the;in new and used-car sales during | 
same period last year. | April. 

It reports delinquencies outstate After March new-car sales had 
were 1.72 percent in the first three} jumped nearly 700 units to a total 
months of 1953. In 1952 they were| of 2,721 the rally petered out in 
1.36 percent. April and registrations dropped 

Another Portland bank reports back to 2,608 units, The showing 
its files show the recovery rate in was considerably better than | 
the first quarter this year was 20 April, 1952, however, when only | 
percent above a year ago and 50 1,872 new cars were registered. | 
percent higher than during 1951. Used cars became even more} 

Still another bank says 115 autos| sluggish and volume dropped from | 
were recovered in the state during|a near-record 4,308 units in March | 
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| with a total of 301 units, compared 





|398; Oldsmobile, 317; Pontiac, 259; 
Dodge, 189, Studebaker, 148; Mer- 
cury, 146; Nash- Lafayette, 125; 


Hudson, 110; Chrysler, 108; DeSoto, | 


Packard, 65; Cadillac, 59; 


9; LaSalle, 5; Anglia, 1; 


makes, 11.—(Emery Bacon.) 
topped by April, 1952, when 3,940 * * 
used cars were sold, Pittst } 
The April slump left 1953 slightly ittsburgn 


behind the pace for the first four 
months of last year when 14,533 
sales were recorded, against 14,502 
so far this year. 

New -truck sales posted a gain 
for the second consecutive month 


|general level of business 
| week ended May 16, according to 
|the Bureau of Business Research 
lof the University of Pittsburgh. 
| New-car registrations, however, de- 
| clined decidedly from the preceding 
week, 


Mainly as a result of higher steel 
| mill activity, industrial production 
rose a little more than 2 percent. 
Department store sales, although 
|below the previous week, were 10 
|percent ahead of the same week 


to 287 in March and 248 last April. 
This year’s cumulative total now 
tops 1952, by 1,050 to 1,040. 

New car registrations by make 
for April were: Chevrolet, 649; 
Ford, 401; Plymouth, 241; Buick, 


251; Oldsmobile, 187; Pontiac, | 

172; Mercury, 122; Dodge, 121; | fF 1952. 

Studebaker, 90; Nash, 82; DeSoto, | In used-car selling, the dealer 
63; Chrysler, 51; Cadillac, 43; on auto row is doing pretty well 


| and the dealer off the auto row 
but on a boulevard is doing rea- 
sonably well, provided each is ag- 


Packard, 42; Hudson, 40; Kaiser, 
16; Lincoln, 13; Willys, 12; Henry 
J, 3; Hillman, 1. ? 
Used -car registrations by make| sressive, 

for April were: Chevrolet, 626;| But the more conservative dealer 

Ford, 573; Plymouth, 430; Buick,| away from a main thoroughfare is 














January, February and March this! to 3,793 units, a total which was 





June is National " 


“GET THE DENTS OUT OF 









@ POSTCARDS 


WN ~,@ GIANT POSTER 
/ @ BUTTONS 
@ ESTIMATE TAGS 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “‘Scotch” Brand Pressure-Sensitive Tapes, 
Tape, ‘‘Underseal’’ Rubberized Coating, “‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk’”’ Non-slip Sur- 


“Scotch” Sound Recordi 


ORDER these ‘‘DOOF’”’ business-boosters. .. 
they tell EVERYBODY that JUNE is the 
time to have car bodies and fenders repaired! 


@ NEWSPAPER AD MATS 
i @ WINDOW STREAMERS 
. } @ RADIO COMMERCIALS 


YOUR FENDERS” nonth 


ANOTHER @y) SERVICE 


ORIGINATED and sponsored by 3M Com- 
pany—Makers of “Scotch” Brand Masking 
Products, 3M" Abrasives, 3M" Adhesives. 


Refinishers everywhere are 
sold on ““DOOF”...Read why: 


NEW ORLEANS, LA. “I got $4500 
EXTRA business in one month 
with 3M’s ‘DOOF’ Program,” says 
B. J. Mayer, Service Manager of 
Colonial Buick. ‘“You can bet we'll be solidly 
behind ‘DOOF’ again this year!” 





CHICAGO, ILL. ‘““‘We got 25% 
more business last June with 
3M’s ‘DOOF’ Program,” says 
Anthony Barile of Jackson Auto 
Construction Co. “‘What’s more, our volume 
has been up ever since! Our thanks to ‘DOOF’!”’ 
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“DOOF” will put MONEY 
in your POCKET... 


Call your 3M or jobber salesman 
TODAY for full details 


a 


facing, “3M” Abrasives, “3M” Adhesives. Genera] Export: 122 E. 42nd St., New York 17, N. Y. In Canada: London, Ont., Can. 2 


Little change was reflected in the | 
in the} 





advertising and cutting prices—anc 
still can’t keep his used-car inven 
tory down. 

The much-reported trend of sell 
ling away from the cities doesn’ 
always hold true. Dealers repor 
|that people from outlying town 
read the metropolitan papers, se 
|city dealers’ prices, want thei 
| money’s worth and come into Pitts 
burgh. The sweeper salesman fron 
| the small town even drives into the 
city used-car lot, tries to trade u; 


and sell a sweeper to the used-car 
| manager. 
The wholesale market is less 


strong. Wholesalers are stopping at 
dealerships they have dealt witl 
for years, but don’t see some small- 
}er community dealers any more. 
(Leon M. Leffingwell.) 

* * * 








Ottawa 

Recognizing that freer credit is 
helping to sell used cars more than 
any other single factor, some deal- 
ers are going to unusual extremes 
with credit inducements. 

Some dealers are accepting the 
old car as downpayment, if it is 
in fairly good condition, without 
any other cash involved, This is 
helping to dispose of '48 to ’52 
models more readily. 

“Our business has picked up since 
we started accepting the old car as 
downpayment and asked for no 

other cash being laid down when 
sale is made,” confided one dealer. 
He said business was rather slow 
until his company started this 
policy. 

Customers are shopping for the 
best credit deal now, another deal- 
er said, pointing to an overcrowded 
used-car lot. He admitted that he 
will have to start taking customers’ 
cars without any cash to get his 
stock moving. 

Other dealers are facing the 
same problem of demands for 
easy downpayments or no down- 
payments. Most confide that they 
may have to do something to meet 
this demand if they are to dis- 
pose of the cars now crowding 
their premises. They realize that 
credit competition is unhealthy 
but feel they have no choice if 

they are to remain in business. 

“I have too many ’37 to ’51 cars 
already for sale,” said a dealer, ex- 
pressing the general view, “and I 
intend to run a sale in the next 
week or so offering all my stock at 
not only a 15 percent cut but with 
no downpayment for good tradeins. 
Then I plan to sell the tradeins at 
an even sharper cut.”—(M. L. 
Schwartz.) 





* 


oe 
Clevelan 

Continued strong sales, despite 

unfavorable weather, marked car 
activity in the Cleveland area for 
the week ended May 23, which saw 
new-car turnover climb past the 
1,900 mark. 

Used-car sales also topped the 
1,900 mark. Sales of both new and 
used cars were above the corre- 
sponding week a year ago and 

| higher than the previous three 
weeks, 

New-car dealers say there is a 
|shortage of Fords and Chevrolets 
and in certain models in the middle- 
price range. Used-car action con- 
tinues to be best in late-model cars. 
—(Sanford Markey.) 

. = 


* 
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| Denver 

Demand for new cars and trucks 
\is good, with sales continuing to 
increase over this time a year ago. 

During April Denver dealers sold 
1,667 new cars and 225 new trucks. 
Last year during the same month 
they moved 659 new cars and 102 
new trucks. 

During the first four months of 
this year 4,563 new cars were pur- 
| chased, compared to 3,037 last 
| year. In the same period dealers 
sold 639 new trucks, compared to 
392 in the first four months of 

1952. 

Chevrolet again led the field in 
new-car sales during April with 
427. Ford was second with 258, 
while Buick occupied third place 
with 157. Other sales by make were: 
Plymouth, 155; Oldsmobile, 106; 
| Pontiac, 102; Mercury, 89; Dodge, 
|78; Nash, 47; Hudson, 40; DeSoto, 
|39; Studebaker, 32; Cadillac, 30; 
|Chrysler, 29; Lincoln, 29; Willys, 
|20; Packard, 13; Jaguar, 4; MG, 4; 
|Kaiser, 3; Austin, 2; Morris, 1; 
| Porsche, 1, and Siata, 1. 
| Chevrolet also led truck sales with 
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| 84. Ford sold 49; GMC, 31; Inter- | 


| national, 27; Dodge, 16; Peterbil:, 
| 6; Studebaker, 5; Divco, 2; White, 
|2; Reo, 1; Timpte, 1, and Willys, 1. 
| —(Ira R. Alexander.) 
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THE RESEARCH BEHIND 
THE BOOK 


Actual crash deceler- 
ation test to deter- 
mine kinematic be- 
havior of passengers. 


Calibrator fuel tubes 
to measure gesoline 
consumption accu 
rately. 


Traction and skid 
characteristics in 
snow are tested at 
MYR proving grounds. 


Imposing shock loads 
on front suspensions 
in special sand trap 
area. 


One of many acci- 
dents MVR techni- 
cians are studying at 
the request of police 
and safety organiza- 
tions. 
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HERE’S THE BOOK TH 
ONLY MVR COULD WRITE 


ZONE 


HOW SAFE ARE TODAY'S CARS? DO YOU DR 


WOULD YOU SURVIVE AN ACCIDENT? HOW 
WHAT'S THE PERFECT CAR? CAN UNDF. 
THE MODERN AUTOMOBILE "OVER- 
COMPLICATED"? IS THE MODERN 
DO YOU DRIVE A LETHAL CHAMBE’ 
HOW SAFE ARE TODAY'S CARS? 


CAN UNDERCOATING "COOK" Yu, 


If you want to know the truth about today's 7 


automobiles, there's only one book that can 
give you all ‘the answers . .. it's Motor Vehicle 
Research's "THE TRUTH 
ABOUT AMERICAN 
CARS"! This book took 
two years to write... 
and only MVR's dynamic 
director, A. J. White, 
‘would have dared to put 
¢ the findings into print! 
Here are all the facts, 

a unbiased and unalloyed, 

about the cars that come off Detroit's draw- 
ing boards and assembly lines. Every feature, 
every fault is brought out clearly and coldly 
for every motorist fo see and read. It's seanet 


Project No. MVR 71! - 

"Carbon Monoxide, 
Your or os 

| pp ; 

Project No. MVR 167 v 

—''Behind The Scenes 
in Scientific Car Test- TD) 
ON” aisiccidctresnel $2 ppd. -—, 

Cid LL) 

Project No. MVR 210 Boot 

"The Big 3 in ‘53 


— and | More Makes 
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THE PERFECT CAR? 





POSTPAID 


with seleiniaiten’ that you can't afford to miss! 
If you own a car, you need this book! 73 
chapters, ranging from "Are American Cars 
Safe" to “Engineers Engineering Each Other", 
tell you what you ought to know to under- 
stand your car. "The Truth About American 
Cars" rips away the veil of public indifference 
that threatens to sabotage automotive design. 
You'll read actual reports of accidents, behind- 
the-scenes happenings during tests, the brake 
of the future, and hundreds of other automo- 
tive developments that affect you! Don't 
gamble your life away .. . get your copy of 
"The Truth About American Cars" today! 
Only $1.00 postpaid! 


AA MOTOR VEHICLE RESEARCH, INc.DEPT, 331 , 


236 HUNTINGTON AVENUE BOSTON I15,MASS. i 


Enclosed is $... 
of “THE TRUTH AvouT AMERICAN CARS" ($1.00 each} ppd. 


. for which send me ou... copies 


ry i atccer al 1.00 each) 
ee $| ppd. ORDER copies of (] MVR-71($ j 
(The fi p bi d test-b te t . c 
ithe 6 rat wal as . es anes Cimoney anita lIODAY —— copies of () MVR-167 ($2.00 each) 


the aqusiey sleeper’ ! The 
only scientific comparison avail- 
able to the public of all 4 
popular low-price American cars 


| Ccheck Name 


7 . with findings that will Address... 
shock and startle you! This i 0 cash Cit 
book is a ''must''!) itis 


Tee woe: copies of L) MVR-210($1.00 each) 
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Dealers Urged to Accent Safety Factors... 





Speed Mania Deplored in Sales 


PHILADELPHIA. - 
motorist is hell-bent on pushing 
the speedometer needle to the 
highest number on the dial, accord- 
ing to the view of the Northeastern | 
State Safety Coordinators. 

They have unanimously 
proved a letter from Paul 
Burke, executive director of the 
Maryland Traffic Safety Com- 
mission, directed to all auto dis- 
tributors in the country, urging 
them to revise their sales talks 
to lay more emphasis on safety. | 

Instead of stressing high speed, | 
quick getaways, passing power, 
and leisurely cruising at 60, dis- 
tributors were asked to sell high| 
horsepower on operational econ-| 
omies. 

The coordinators also suggested | 
refacing speedometer dials so that | 
“100” will be the top number, thus | 
removing the psychological curi- | 
osity of inexperienced drivers as to) 
whether the car really will do 120. | 

The safety coordinators believe | 
that auto manufacturers and dis- | 


The average 


ap- 
E. | 


litle Mle) 
reel exe eel 
in Trucks Today! 


NTE 


tributors are improving visibility, 
braking power, steering and other 
safety factors, but that horsepower 
and speed potentials are canceling 
them out. 

James R. Barrett, chief of the 
police bureau of New York 
State’s division of safety, said, 
“The average person has a walk- 
ing speed of between two and 
three miles an hour, and is ex- 
perienced at 40 to 50-mile speeds 
in an automobile with an occa- 
sional fling at a mile a minute. 
“Fuels we pour into the gas tank 

have names suggestive of nuclear 


Mason Gets Nash Deal 


Harry E. Mason, who has been | 


connected with Nash products for 
28 years, has opened Mason Nash 
Sales in Bellefontaine, O. Mason 
worked in the service department 
at the Nash factory for a number 
of years and later was associated 
with service departments of sev- 
eral Nash dealerships. 


a, 


| fission, top digits on a great many 
speedometers are 120 and _ sales 
talks say the car is safe at 90 
miles an hour—-components that to 
us spell out that cars are ‘engi- 
neered to death’ for the average | 
driver. 
“With the steering wheel of this | 
deadly machine in his hands, we} 
| turn a new and inexperienced oper- | 
ator loose on our highways limited 
| by ‘no greater speed than is reason- | 


| able and proper,’ leaving for him} 


to judge the 
his own safety. 
“Should we be surprised at the 
result? Thirty-eight thousand, 
two hundred men, women and 
children killed on our national 
highways last year and close to 
3,000,000 hurt. The horror of it 
all is that only six of every 100 
fatal and injury collisions were 
caused by mechanical defects, 
blowouts, etc., and the other 94 
by high speeds, fearless ignor- 
ance and reckless indifference.” 
William M. Green, director, Con- 


saturation point of | 





a 


60-mile speeds.” 
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New Power Equipment Firm Set Up— 








Fred Plotkin (right), president of Calnevar Co., Los Angeles, and president of the 
newly formed Auto-Engineering Research Corp., discusses the purchase of Sharp Speed 
& Power Equipment Co. with his associates. Shown (from left) are Harold Plotkin, 


first vice-president of Auto-Engineering; 
Sharp, designer. 


necticut Highway Safety Com- 
mission, put it this way: “Too many 
drivers with 30-mile-an-hour minds 
are driving into bad accidents at 


pulling power and speed 
with low operating cost 


Pulling out under full load, climbing grades, snaking through 
traffic, making time on the open highway—the right gear ratio 
available for every situation means quicker trips, more pay-load 
miles at lower cost, more miles in the life of the truck. Trucks 
equ‘pped with Eaton 2-Speed Axles do more work for less money. 


FATON 











CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves @Tappets ¢Hydraulic Valve Lifters ¢ Valve Seat Inserts @Jet 


Engine Parts « Rotor Pumps @ Motor Truck Axles ¢ Permanent Mold Gray Iron Castings ® Heater Defroster Units @Snap Rings 
Springtites e Spring Washers e Cold Drawn Steel eStompings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 


William R. Burd, sales manager, and Al 


Calnevar Officials 


Take Over Speed 


Unit Manufacture 


LOS ANGELES. — Principals of 
Calnevar Co., manufacturer of au- 
tomotive wheel accessory replace- 
| ments, have formed Auto-Engineer- 
| ing Research Corp. to produce speed 
and power equipment. 


First step in this direction was 
|the purchase last week of Sharp 
| Speed & Power Equipment Co. from 
| Hollywood Deep Tone Mfg. Co. 

Calnevar’s president, Fred Plot- 
kin, will assume presidency of the 
new concern with Harold Plotkin 
as first vice-president. Al Sharp will 
continue to direct new design with 
|Sharp’s sales manager, William R. 
Burd, transferring to the new cor- 
| poration in the same capacity. 


| Current production of _ special 
high-compression cylinder heads, 
manifolds, high-speed cams and 





valve covers will be maintained 
| pending a plant expansion program. 
Plans call for the installation of 
a foundry, additions to the machine 
| and pattern shops, and other activ- 
| ities expected to multiply produc- 
| tion soon. 
| “Production schedule failures 
| have been the most frequent cause 
|of criticism leveled against the 
speed and power equipment indus- 
| try to date,” Sharp said. “Calnevar’s 
leadership and nationwide sales or- 
| ganization should help to raise this 
type of equipment from the novelty 
shop or mail order item to a stand- 
ard automotive line.” 
Sharp-equipped machines hold 
three world’s speed records: For 
Class D roadsters by establishing a 
two-way average speed of 170.04 
miles per hour at the Bonneville 
National Speed Trials; for quarter- 
|mile drag races with a speed of 140 
|miles from a standing start, and 
for 225 cubic-inch division to class 
| hydroplanes with a two-way speed 
of 98.901 miles. 





Mail Job Offered 
Montreal Truckers 


MONTREAL.—For the first time 
in the Montreal area, the Postoffice 
Department has requested bids for 
the delivery of mail by truck. 

Truck delivery would be confined 
to-towns within a 60-mile radius of 
ithe city along two main routes. 

Camille Archambault, director of 
the Quebec Automotive Transport 
Assn., said the move may have been 
prompted by the 25.3 percent in- 
crease in cost of mail delivery by 
|rail over the past several years. 
The U. S. started truck delivery of 
|mail within a 200-mile radius of 
all cities in 1951, he said. 

Postoffice officials said the switch 
|to trucks is part of a nationwid« 
|program seeking improved maii 
service. 

The Postoffice, they said, is pri- 
marily concerned with delivery of 
first-class mail by truck. Railroads 
will continue to carry bulk mail. 





Pontiac ‘Welcome Wagon’ 


Hackett & Whiting Motor Co 
(Pontiac), Tucson, Ariz., has pre- 
sented a new Catalina to the city’s 
“Welcome Wagon” organization. 
The car will be used to make calls 
on new parents and newcomers to 
the city, among others. Gifts are 
donated to the families by sponsor- 
ing merchants. 
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New Orders Match Sales. . . 





Business Expansion 
Holds in 2nd Quarter |; 


WASHINGTON.--The upward 
business trend of the first quarter 
has been extended into the second 
quarter, according to the De- 
partment of Commerce. New 
orders placed for civilian goods, it 
is stated, have matched the high 
rate of sales, and producers con- 
tinue to hold large order backlogs. 

Sales and production in general 
have been approximately equal, 
so that additions to inventories 
have been comparatively small, 
the department said. 

Noting the rise in car production 
from 1.3 million units in the fourth 
quarter of 1952 to 1.5 million during 
the first quarter of this year, the 
department stated that the in- 
creasing rate of production has| 
been accompanied by a high! 
volume of deliveries to consumers | 
and also permitted some increase | 
in dealers’ stocks. 

On Apr. 1, it is said, these stocks 
represented less than one month’s 
sales. 

Continued expansion of manu- 
facturing lifted the output 10 
percent above a year ago, and it 
is noted that the rise was par- 


Ordnance Awards 
To Mich. Firms 
Top $190 Million 


DETROIT. —Army Ordnance 
awards to Michigan industry to- 
taled $190,997,290.57 in April, it was 
announced last week by Brig.-Gen. 
Paul M. Seleen, commanding gen- 
eral of the Detroit Ordnance Dis- 
trict. 

Heading the list was a supple- 


mentary contract with GMC Truck} 


& Coach in the amount of $76,375,- 
678.29 for trucks, while Reo Motors 
received a new contract of $53,776,- 
400 for 2%4-ton trucks. Ford Motor 
Co. received an additional $11,238,- 
240 for tank engines. 

Continental Motors Corp. re- 
ceived a total of $9,960,186 on five 
new contracts for tank engines 
and parts, and Reo also received 
another new contract of $6,062,092 
for automotive spare parts. Am- 
gears, Inc., was awarded $4,941,712 
for rifle cartridges. 

Kelsey Hayes Wheel Co. received | 
a total of $1,444,425 on classified | 
contracts plus another $1,070,735.70 | 
in the production of shells. Buick} 
received $3,440,000 for tank trans-| 
missions, and Reo received $1,992,- 
590 on a third new contract for 
engines. 

Masco Screw Products received 
an additional $1,442,727 for artillery | 
fuzes, while Revere Copper & Brass, 
Inc., was awarded $1,413,000 for 
brass cartridge case discs. A $1,246,- 
540 award went to GMC for auto-| 
motive parts, and Oldsmobile re-| 
ceived an additional $1,145,179 on a 
classified contract. 

Other new contracts were: | 

United Steel & Wire, $807,542, 
grenades; GMC Truck & Coach, 
$640,381.40, automotive parts; 
Chrysler Corp., $500,000, classified; 
Amgears, $432,161, ammunition 
facilities; United Motors Service 
division of General Motors, $388,- 
030, automotive parts; Saginaw In- 
dustries, $357,396.09, fin assemblies; 
GM’s AC Spark Plug division, $221,- 
657, automotive parts, and Motor 
Wheel Corp., $217,375, tank parts. 

Budd Co. was awarded an addi-| 
tional $357,332 for facilities in the 
manufacture of shells. 





Southwest Show | 
Lays °55 Plans | 


DALLAS.—The board of directors 
of Southwest Automotive Show,)| 
Inc., have selected San Antonio as 
the 1955 show site, and March 31- 
Apr. 3 as the tentative dates. 

Wayne Bull, of Wayne Bull Auto| 
Parts, San Antonio, has been elect- | 
ed president of the show, while| 
Harry Spear, of Moog Industries, | 
Inc., San Antonio, was named first 
vice-president, and J. B. Wilson, of 
Gulf Distributing Corp., Houston, 
second vice-president. Walter} 
Frazier, of Hirsig-Frazier Co.,| 
Dallas, is treasurer. 
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ticularly pronounced in the de- 
fense and producers’ durables 
group as well as for major con- 
sumer durable goods. 


Output of defense and producers’ 
equipment in the first quarter was | 
5 percent above the fourth quarter | 
of 1952 and 12 percent higher than | 
a year ago. Substantial increases 
oecurred in the production of elec- 
tronics, truck trailers, and many 
types of industrial and electrical 
machinery, while more moderate 
gains were shown for machine 
tools, office and store equipment, | 
and engines and turbines. 





Output of diesel-electric loco- Dodge Salesmen Spin Wheel of Fortune— 


motives and motor trucks declined. | 
Activity in the machinery in- 





Silver dollars were the awards for Dodge salesmen in St. Louis who qualified by 
dustry—an important supplier of | their sales. To become eligible for spins on the wheel, a rule was established whereby 
equipment for both the facilities | the delivery of 1¥%-ton truck or up, or a convertible and a Diplomat, entitled the 
expansion and the defense program | salesman to two spins; all other cars, with the exception of those with rear vent 


BUFFALO.—Three suburban po- 
lice chiefs have called for coopera- 
tion from both new and used-car 
dealers who permit prospective buy- 
ers to take automobiles out on trial 
runs. 

The police chiefs are Elmer C. 
Mang, Town of Tonawanda; Clar- 
ence E. Yochum, Kenmore, and 
Clarence O. Luther, City of Tona- 
wanda. 

The chiefs cited a case in which 
a “prospect” failed to return with 
a car he was trying out, and 
another case in which a six-year-old 
girl was killed on a trial run. 

The officials agreed that auto 
dealers should not let persons un- 
known to them take cars out on 
trial without first inspecting their 
credentials, They also suggested 
that a salesman go along on all 
demonstration rides. 

Dealers also were urged not to 


was 6 percent higher than in the | windows, to one spin. Cash awards ranged from $2 to $50. At the extreme left is |leave keys in cars parked on their 


October-December, 1952, period. 


“Little compressor exchange cost 
in many years use on our 


vehicles equipped 
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Regardless of how many miles your fleet 
travels, you'll be money ahead if you take 
the advice of men like “Pop” Apperley. 
Install Wagner Air Brakes and prove to 
yourself that they will reduce costly down 
time for shop repairs, are easy to install, 
and guarantee you and your drivers reliable, 
safe-sure road stopping. 

The heart of all Wagner Air Brake Sys- 
tems is the Wagner Rotary Air Compressor 
...the compressor that maintains uniform 
torque load because thousands of small 
overlapping air compression impulses occur 
each minute providing smooth, dependable 
operation and quiet performance. There’s 
no carbon and sludge formation in air lines 
either, because the oil is separated and 
cooled before the air is discharged from the 
Wagner Rotary Air Compressor. This re- 
sults in the reduction of air temperature 
retarding the formation of carbon. 


Convert your present vehicles to Wagner 
Air Brake Systems... it will mean your as- 
surance of more profitable over-the-road 
hauling. And, when you order new vehicles 
be sure to specify Wagner Air... you can 
get full information by sending for your 
free copy of Wagner Bulletin KU-201A. 





| Larry Tarleton, city manager, and at the right, S. J. O'Connor, regional manager. lots. 
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says: E. “Pop” Apperley, Superintendent of Maintenance 





INTERSTATE DISPATCH, INC., Chicago, Illinois 





Scan ast Be BOLT, Papmmany 


Wagner Air Brake Users 
are our Biggest Boosters. 


WagnerElectric Grporation 
6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U.S. and in Canada) 

LOCKHEED HYDRAULIC BRAKE PARTS and FLUID... NoRol ...CoMaX BRAKE LINING... AIR 
K53-5 BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS ... TRANSFORMERS ... INDUSTRIAL BRAKES 





Wagner Electric Co 


6393 Plymouth Avenae 7 etion 


St. Louis 14, Missouri 
Gentlemen: 


October 9, 1959 
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2 a yours, 
E. APPERLEY 
uperintendent of Maintenance 
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FOB FACTORY 


Steel Pressure Shows 
Signs of Easing Up 


7. the possibility of a steel strike and possible loss 
of production due to wildcat strikes is occupying a lot 
of attention in Detroit at the moment, there were signs last 
week that the heavy pressure behind steel demand for auto-| f 
mobiles may subside in the not-too-distant future. Indica- ; , re 
tions last week were that at@ aa ae a oR, ‘ a : = 7 s : 

least one auto producer iS/be answered by auto steel buyers is Michigan Auto Club Buys Patrol’ Car— 

moving out of conversion | their — an erie a SS ae G. R. Jones (left), general sales manager of Oldsmobile, hands the keys toa 1953 
steel during the third quarter, al-| ventories in balance if a steel s t | Oldsmobile Super 88 sedan to Ralph Thomas, of Detroit, president of the American 
though, of course, production occurs. Most auto firms waaea an | Automobile Assn. The car will be used by the Lansing office of the Automobile Club 
schedules will have to be cut to/|been able to . a ge sua “‘e rs | of Michigan to check on AAA facilities in central Michigan. It was purchased through 
make available mill steel go steel inventory they wou — © | Trevellyn Oldsmobile, Inc., Lansing. 


have. cree — s si a a 
around. s & & mae 


Whether this example will be . a . a ie = ~~ 

y think they| is as good as money i e 

.4 by other producers was |‘Penalty’ Sources sources evel ! . 

ein anybeay’s guess. Meanwhile, GTEEL bought from foreign coun- | °#" See @ little daylight yoy ai ee ea ae eo 

gy Sy Ay te Rae te Eeuak Gia oe ee weighed is a: ae ‘probability in the fen of virtually certain 
two of the Big Three were plan- | have become so much a part of the “dis § n bility | a tual; 

ning to maintain their schedules | jgily scramble to keep production| °f further price increases for | cuts in auto production schedules. 

during the third quarter. lines rolling that many companies| steel in the near future, If steel Even assuming it is possible to 

One of the questions that has to! will be reluctant to give up these| prices are boosted, steel on hand meet steel requirements out of mill 











Your ShOfp With 
JOBS that are MILES AWAY 


ew Holmes Wrecker Equipment provides the ONE LINK you need to 
make your shop facilities available for the Big Profit jobs that cannot drive in 
for services or repairs. The USE of a road unit, such as shown above, will 
put your shop in direct contact with these all-important customers. It will enable 
your shop to reach out miles in every direction, and bring in jobs you 
wouldn’t otherwise be able to obtain. In addition to these advantages, 
you'll find that the operation of a streamlined Holmes Wrecker 
pays big dividends in shop advertising. Why not let us show 
you how a Holmes Wrecker will broaden your chain of service 
operations by bringing new and profitable business 
into your shop. See your jobber for model specifications 
and prices, or write to factory direct. 








orders, it may be some time before 
steel buying by the auto industry 
will permit cancellation of all con- 
version steel commitments. 

While auto plants have learned 
to operate on fewer days’ supply 
of steel than were formerly con- 
sidered necessary, the practice is 
often costly in the long run. 

+ + * 


Running a Risk 


oe must be ready at a mo- 
ment’s notice to rush _ into 
agreements to purchase steel at a 
j3ubstantial price penalty. Between 
‘he high cost of the base steel and 
‘he excessive cost of freight and 
jandling, the cost of such steel 
somes very high—starting at $100 
over the market price. The alterna- 
‘ive to paying such prices, however, 
‘s risking a plant shutdown that 
would be much more expensive. 

During a period of steel short- 
age, it often happens that a car 
producer may have more tons of 
steel than normal and still be 
short of a few critical items that 
are necessary to produce cars. 
One Detroit steel buyer, for ex- 
ample, explained last week that 
although total steel on hand was 
5,000 to 6,000 tons larger than a 
normal inventory, his firm was 
still short of a few critical items 
that could make the difference 
between continuous production 
and sporadic shutdowns. 


The prospect at the moment is 
that the Big Three will concentrate 
.n regaining a satisfactory work- 
ing volume of steel during the 
summer months even if nroduction 
schedules are reduced. This would 
mean an end to penalty steel by 
the end of the third quarter—and 
a cutback of $25 or more in pro- 
duction costs. 

. * + 


Holub Wire Connector 


Claimed To Be Failproof 


SYCAMORE, I1l.—Failproof con- 
nections are claimed for a small 
| Bakelite wire connector developed 
hv Holub Industries, Inc., 413 De- 
Kalb Ave. 
| Identified by the trade name 
|“Lok-on,” this is a screw-on type 
|connector, consisting of a Bakelite 
| shell and cone-shaped metal spring 
| insert. 
| As the connector is screwed on, 
|the wires are drawn through the 
|small end of the cone into the 
\lock, where they are wedged in. 
This action is said to hold the con- 
;nector on the wires so that it can- 
;not become loose due to vibration. 
* + * 


Conveyors Featured 


| GRAND RAPIDS, Mich.—A bul- 
|letin covering specifications and 
prices of the Rapistan aluminum 
| frame-steel wheel gravity conveyor 
|has been published by Rapids- 
|Standard Co., Inc., 342 Rapistan 
Bldg., Grand Rapids 2. 


' Diamond T Plans 
High Output on 
‘Two New Models 


(CaacAco. —Heavy production 
schedules for two new low- 
|priced truck models covering the 
Gross Vehicle Weight range from 
| 14,000 to 21,000 pounds have been 
}announced by Diamond T. 


| According to Sales Director T. 
| C. Huxley jr., the 1%-ton Model 
| 323 is a general-purpose unit for 
| both city delivery and high-speed 
highway operations, designed for 
maximum performance with loads 
normally carried on 8.25-20 tires. 


GVW rating is 16,000 pounds in 
preferred service, reduced to 14,000 
pounds for severe service. 

* * * 


Te companion Model 422 is sim- 
ilar in appearance and specifi- 
|cations, but is larger, heavier and 
of greater capacity to handle loads 
lin the GVW range from 16,100 to 
21,000 pounds. 


| 
| A special feature of Model 422 

is the provision for both single- 

speed and two-speed oversize rear 

axles to carry 9.00-20 dual tires 

for maximum loads or severe 

operating conditions. 

With the two low-priced models, 
Diamond T offers a range of eight 
overhead - valve, gasoline - powered 
engines from 112 to 200 horsepower 
and eight diesels from 150 to 300 
horsepower. 
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This unique housing—a one-piece, heat- 
treated forging—is one of the most 
widely used commercial axle housings. 

It is the result of seasoned, resource- 

ful Clark engineering—which for 

you can mean substantial, prod- 





uct-improving benefits. It’s good 
business to work with Clark. 
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CLARK EQUIPMENT Prot att 2 Buchanan, Michigan 


aS Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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CLARK transmissions are now 
available featuring THE “‘SPLIT-PIN”’ 
SYNCHRONIZER. In keeping with its 
traditional enthusiasm for 
engineering development, Clark 

not only ‘ioecmanea a. 
builds a full 

range of 

conventional 

models, but 

specializes 

in designing 

and producing 

transmissions 

for unusual 

requirements 

for trucks, 

busses, farm 

tractors, 

industrial 

trucks and 

road building 

machinery. 
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Write for Products 
Booklet. 


THE FASTEST WAY \\ You owe it to yourself to know 

for any machine | )/ What's New (and better!) in industrial 
to become obsolete ‘ 4 trucks. Why not let your Clark dealer 
is for someone to develop ) give you proof?—proof that a 

a@ new machine to do the ‘ carefully-planned modernization 
same job faster, better, a . program will improve production and 
and more economically. cut service costs so drastically that 
That applies to fork trucks— it will soon pay for itself. 

and when it comes to constant efforts 

to improve our product, CLARK Write for 

pleads guilty. Material Handling News. 


ye 4 Say Products — TRANSMISSIONS + AXLE HOUSINGS 


¢ GEARS and FORGINGS «+ TRACTOR 


CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN UNITS « FORK TRUCKS and TOWING TRACTORS « 


Other Plants: Battle Creek ond FRONT and REAR AXLES for TRUCKS and BUSSES 


Jackson, Michigan 
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Students Visit White Plant— 


AUTOMOTIVE NEWS, JUNE 1, 1953 


A behind-the-scenes look at truck production was afforded this group of Ohio State 
University engineering students on a tour of the White Motor Co. plant in Cleveland. 
The group was briefed on output and given a look of new models. 





Lincoln-Mercury Names 


Lorenz as Controller 

The appointment of Paul F. 
Lorenz as controller of Lincoln- 
Mercury has been announced by 


in March as assistant controller 
and manager of the financial an- 
alysis department. He _ succeeds 
Victor Z. Brink, who has been 
named assistant general manager 
for finance and contract adminis- 


Auto Pe 


Kenneth C, Oestreicher, has been 
appointed a development engineer 
in the laboratory of Flexible Tub- 
ing Corp., Guilford, Conn, He pre- 
viously was a project engineer with 
Raybestos-Manhattan Co. in Strat- | 
ford, Conn, 

* * 


Graham to Manage Service 


In Ford’s Detroit District 


Lyle C. Graham has been ap- 
pointed service manager for the} 
Ford division’s Detroit district, R. 
R. Anfin, district sales manager, 
has announced. 

Graham succeeds Robert H. 
Funke, who becomes parts and 
service sales manager. Graham 
formerly was product quality repre- 
sentative in the central region. 

* + * 


GM’s Doerfner Is Named 


Honor Alumnus in Saginaw 


* 


rsonnel 


the salaried personnel department. 
* + * 


|\Goodrich Promotes Pair 
In Retail Credit Sales 


C. Herman Behrle has been 
named manager of retail credit 
sales for B. F. Goodrich Co., and 
J. M. Lark has become retail 
credit sales coordinator. 

Behrle succeeds William B. 
Flora, who has been appointed 
acting regional store manager in 
Dallas. 

Behrle formerly was _ retail 
credit sales coordinator, while 
Lake was Atlanta district retail 
credit sales supervisor. 

* 


* * 


1 


|facturer of refinish paints and 
j allied products. 

Warren R,. Roach will cover 
automotive jobbers in the Chicago 
area. LaVerne Nygren will service 


ser’s former position as supervisor | jobbers in Iowa and Nebraska. 
of the salaried personnel placement | 
section. Doll was in charge of pro- 
fessional and college recruiting for 


* * * 


|Minnesota Mining Elects 


Stephens Vice-President 


Election of Dr. H. N. Stephens as 
| vice-president in charge of central 
|research has been announced by 
|Minnesota Mining & Mfg. Co. 
| Dr. Stephens has been in charge 
|of the central research laboratory 
since 193%. 

+ 
Ross Gets Export Job 

Appointment of M. J. Ross as ex- 
port manager of Quaker Rubber 
|Corp., division of H. K, Porter Co., 
|Ine., Philadelphia, has been an- 
nounced by G. A. Dauphinais, 
general manager. 

+. 


C.1L.T. Promotes Ryan 
Universal C.LT. Credit Corp. has 


* * 


* * 





announced the appointment of 


. ° John P. Ryan as assistant vice- 
Arco’s Midwest Staff president and head of the com- 


Two automotive refinish special-|pany’s Denver division. Ryan 
ists have joined the midwest sales | joined Universal C.1.T. as a credit 
staff of Arco Co., Cleveland, manu-' field representative in 1941. 


William H. Doerfner, general 
manager of Saginaw steering 
gear division of General Motors, 
has been named 1953 honor 
alumnus of Arthur Hill High 
School in Saginaw, Mich. 

The third annual service award 
was bestowed by the Quill & 
Scroll Society of the school in 
recognition of a lifetime of in- 
dustrial and civic achievement 
and present status as Saginaw’s 
“Man of the Year.” Doerfner un- 
knowingly prophesied his own 
future when he wrote in a class 
theme paper, “My greatest aim 
is to be the manager of some 
big firm or company.” He joined 
GM as a timekeeper for malle- 


able iron foundry in 1919. 
* * * 


Benson Ford, general manager. Roach and Nygren Join 


Lorenz came to Lincoln-Mercury 


tration of Ford’s aircraft engine 
division in Chicago. 





Chrysler Engineering Show | 
To Be Headed by Wylie 

Frank W. Wylie has been ap-| 
nointed manager of Chrysler 
Corp.'s “New Worlds in Motion” 
traveling engineering show, accord- 
ing to A. vanderZee, sales vice- 
president. 

Wylie joined the central engi- 
neering division of Chrysler Corp. 
in 1948 and worked on engineering | 
exhibits. He transferred to the 
central sales staff this year. 

The show has already been seen 
by more than 10 million persons in 
25 cities. 


EASY INSTALLATION 


The Cobey Hydra-Power End Gate is | 
designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 
costs, employee accidents and cargo 
damage. Ramp-type platform- gate 
available in three sizes to meet all re- 
quirements. 





* * 


Allen Industries Realigns 


Top-Level Management 


Allen Industries, Inc., of De- 
troit, has announced that Sidney 
J. Allen, president, has been ele- 
vated to the office of chairman 
of the board. Jerry J. Tobias, 
vice-president and general man- 
ager was named president. He 
will continue as general manager. 

Harold C. Allen, a vice-presi- 
dent, was elected executive vice- 
president and assistant to the 
president. Two new vice-presi- 
dents also were elected—David T. 
Lipton, in charge of rug cushion 
sales, and Donald Suhr, in charge 
of manufacturing operations. 

* * * 


MANUFACTURING PLANTS iz 
ee , a eer, ’ 
2, TENNESSEE STOPS automatically at truck 

: let 8s % floor level. Gate may 
: stopped at any int between 
ground and truck floor. Gate 
rides level —even under un- 


balanced loads. Superior Features of the 


Cobey Hydra-Power End Gate 


@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 


losi aie 
If you are — closing the platform-gate 


BUILDING . . . ENLARGING 


Replacing Inadequate Tower Control Equipment 


You should definitely consider the Fiash-A-Call Service Control System, a Program 
of service management to combat the coming competition. 

We thoroughly understand the problems of your service department and will person- 
ally discuss these with you, the corrective measures that can be taken, sell or lease 
a complete program including all necessary equipment, train your entire service 
personnel so that they understand benefits and obligations, guarantee results or 
you owe us nothing. 

We guarantee to increase customer paid labor 25% or more, increase absorption 
figures, and improve customer relations. 

Write, stating name and title, dealership, and amount of paid labor and our nearest 
representative will contact you at once. 


FLASH-A-CALL SERVICE CONTROL SYSTEM 
1112 S. Wabash Ave. Dept. NA-11 


Belury Advances 


N. George Belury has been 
elected a vice-president of Ameri- 
can Brake Shoe Co., it is an- 
nounced by William B. Given jr., 
chairman of the board. Belury, 
who continues as president of the 
engineered castings division, has 


been with the company since 1937. 
* * oe 


LOF Picks Jones to Head 


Sales in Corrulux Region 


Robert D. Jones, for 17 years a 
field representative in the Los 
Angeles area for Libbey-Owens- 
Ford Glass Co., has been named 
Pacific regional sales manager of 
the Corrulux division, according to 
George D. Jefferson, sales manager 


of Corrulux. 
* 


@ Operating controls are conveniently 
located at the rear of truck platform; — 
also can be operated from the gate | 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” — 
stroke permits ample hydraulic power — 
to lift maximum loads easily. 


LIFTS and holds a real load 
of 3,000 Ibs. max. Sturdy lift 
frame conned to prevent dis- 
tortion and sway of platform. 
Platform is well braced to give 
maximum rigidity. 


@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 
eliminate by-passing of oil and “‘creep- 
ing” of platform. 


Chicago 5, Ill. : ° 
@Safety devices prevent accidental 


dropping of gate, and assure a safe, 
uniform lowering speed — always 
under control. 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 
or chains. 


* * 


THE EXTRA-COMFORT SEAT CUSHIONING 


IN THE NATION'S LEADING CARS For literature—write Dept. A-63. 


Ford Names Leutheuser 


Hourly-Personnel Aide 


Richard A, Leutheuser has been 
appointed hourly personnel de- 
partment manager of Ford Motor 
Co.’s industrial relations staff, ac- 
cording to Mel B. Lindquist, gener- 
al industrial relations manager. 

Leutheuser succeeds W. J. O’Sul- 
livan, who has been named in- PERFECTION 
dustrial relations manager at the TRUCK BODIES Pere aed ae 
Ford division Chicago assembly ha TP Nas ae aa 
plant. —— NY 17D 

Stanley L. Doll has taken Leutheu- SS y 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY CO. 


GALION, OHIO 
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Dealer Business Counsel 


Suggestions on New-Car Inventories Given 
For Those Seeking a Start 
By J. B. Van Tassel 


Dealer Business Counsel 


f gros question is very often put to, 
cars | 


me: “How many new 
should I carry in stock’? 


Also, when I project the new-car | sortment 
requirements in determining the| your opening to convince the pub-| 


total investment | 


a dealership, I am 
continually ques- 
tioned on the fact 
that I base my 
new-car invest- 
ment on a 30 or 
45-day stock. 
There are two 

bases to use in 
determining the 
inventory re- 
quirements. One 
is the financial and the other is 
the operating basis. The financial 
basis is a much larger investment 
and stock basis requirement than 
the operating basis for three 
reasons: 

1, You have no _experience for 





J. B. Van Tassel 


the double lip design.........-- 


This Bower straight roller bearing is miles ahead of the 
ordinary bearing with retaining ring. Besides keeping rolls 
aligned, Bower’s double lip construction absorbs the occa- 
sional thrust loads that would cause ordinary bearings to 


guidance 
ness. 
2. You 


|lic that you have a good selection 


needed to set up| of new cars and that you are in 


business to stay. 

3. It is a wonderful protection and 
asset to have some extra dollars 
invested in your business 


transferred quickly to help finance 
used-car stocks, accounts receiv- 
able and parts and accessories in- 
ventories which mushroom in size 
overnight sometimes. 

* * a 


Pitfalls of the Business 


7, this happens and you do 
not have these extra dollars in 
the till, then you have to start 
borrowing money from banks and 
finance companies to finance these 
abnormal used- -car _ Stocks, receiv- 





when you start in busi- 


should have a good as-| 
of new cars in stock for) 


with | 
which to start and which can be} 
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the 


| 


| 
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was built of 3,000 small orchids. Shown 





ventories, and when you do this| 
you are on your way out of this 
business fast. 

So when I make up a required 
financial projection for a dealer- 
ship, I use a 30-day minimum 
required 1 new-car ' stock and a 45- 





another 


— 





fail. Remember when you buy bearings—it’s BOWER for 


dependability! 










Ask your Federal-Mogul Jobber! 
FEDERAL-MOGUL SERVICE 


ne 


Other favorites in 


Be the Bower line: At right, — 


- famous 


(Division of Federal-Mogul Corporation) 
DETROIT 13, MICHIGAN 


ood 





FED 


bearings 


|ables and parts and accessories in- | 


YOU C 


Mogul Jobber... 
Federal-Mogul Service! 





K-F Dealers Televise Los Angeles Ball— 


The 1953 La Floristas Floral Headdress Ball in Los Angeles was presented on tele- 
| vision by the Southern California Kaiser-Frazer Dealers Assn. The Kaiser headdress | 


(from left) are Mark Lansburgh, of West- 


| Marquis, Inc.; June Parker; Vicki Cole, and Fred Brandt, president of the association. 





day maximum new-car stock. 
However, after you acquire some 
| operating experience, your new- 
| car stocks should level off some- 
| where between a 10 and 15-day 
| supply basis. 

But your stocks of other mer- 
|chandise and receivables that are 


reason 


why Mechanics 
Everywhere prefer 


WER 


bearings 





AN’T BEAT 
DERAL-MOGUL 


AVAILABILITY 


Get Bower replacement roller 


through your Federal- 
another 





not sometimes so valuable from a 
liquidation standpoint are inclined 
to pick up very fast. These extra 
dollars which make up the differ- 
ence between the original required 
|new-car stock and the operating 
| level of 10 to 15 days could be a 
very important safeguard in help- 
ing you to stay in business while 
you are trying to climb over the 
financial hump. 
* * * 


How to Impress Public 


CAN well remember some of th« 
most successful dealers who op- 
|erated on a basis of carrying as 
|many new cars in stock as space 
|and money would permit in orde1 
|to impress the public with the idea 
that they were the largest dealers 
|in their community. 

These dealers operated on a 
basis of investing their money in 
cash on hand and in the bank, a 
30-day supply of receivables, a 
10-day supply of used cars and a 
fourfold annual turnover of parts 
and accessories inventories based 
on the cost of sales of this mer- 
chandise. 

When you maintain your finan- 
cial structure on this basis, you are 
|pretty sure to be able to weather 
|any storm, and in this business we 
usually get the entire bad weather 
thrown at us over a period of a 
| short time. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AUTOMOTIVE News.) 








Engine Rebuilders 
Elect Phelps as 


New President 


CINCINNATI.—Robert E. 
Phelps, of Phelps - Roberts Corp., 
Washington, is the new president 
of the Automotive Engine Rebuild- 
ers Assn. 
| Elected with Roberts at the 
|group’s annual convention here 
| were James H. Templin, Motor Car 
Supply Co., Chicago, first vice- 
president; L. J. Messer, L. J. Mes- 
ser Co., Lincoln, Neb., second vice- 
president, and C. W. Yount, Eagle 


Machine Co., Indianapolis, treas- 
urer. 
New directors elected included 


John D. Lee, Anniston Auto Parts 
Co., Anniston, Ala.; Walter Mad- 
den, Motive Parts & Equipment, 
Dayton; J. Ray Riley, National 
Bushing & Parts Co., Minneapolis, 
and E. R. Sluggett, Detroit Cyl- 
inder Grinding Co., Detroit. 

Highlight of the convention pro- 
gram was a skit demonstrating 
operation of the Certified Automo- 
tive Service finance plan, which 
was followed by a question-and- 
answer period. 

Other convention subjects and 
speakers were: “Saving Shop Ex- 
pense by Modernization of Ar- 
rangement and Equipment,” by 
Russ Riley of Thompson Products, 
Cleveland; “Chrome Piston Rings,” 
by Franklin C. Bradley jr., Con- 
necticut Bearings Co., New Haven; 
“Building Your Organization,” by 
Jack Wiggins, executive vice-presi- 
dent of NSPA, Chicago; “Pin Fit- 
ting and Preparation of Piston for 
Re-ring Jobs,” by Leonard Connett, 
of Piston Ring Service Co., New 
Orleans, and “Qualifications of a 





Good Shop Foreman,” by Fred 
Lambert, of Lambert Co. Los 
Angeles. 


Approximately 100 manufacturers 
of parts and shop equipment re- 
served booths for the three-day 
session, 


Sunnen Dedicates 


Plant Addition 


ST. LOUIS.— More than 2,000 
business and civic leaders attended 
an open house dedicating an addi- 
tion to Sunnen Products Co., maker 
of automotive service equipment. 

The new 22,000-square-foot, air 
conditioned building houses execu 
tive offices, honing laboratory, de 
sign and development, and cus- 
tomer service departments. 

The company also held an in- 
formal “family night,” attended by 
more than 1,000 employes, families 
and friends. 





Top Post for Traveller 
Harvey Traveller has been ap 
pointed president of Marshall & 
Clampett (DeSoto-Plymouth), Lo: 
Angeles. 
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Commercial Car News 
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A Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 





Small Tracks Aveousit tur 68 Pet. ol Sales. ¥ 





Swing to Light GVW 


ITH Government 


restrictions {trucks registered, with 78,848 of 


off, truck production and sales | these coming in March. This was 
this year have swung back into|16,116 ahead of the same month 


what may become an historic per- last year. 


C 


10,000-pounds” weight classification. | 
Last year, under partial Govern-|three months. 


centage—68.77 percent of all trucks 
sold are i n the light or “under- 


ment restriction, light-truck sales 
accounted for 60.82 percent of total 
registration. 

By weight or GVW classifi- 
cation, trucks sold during the 
first quarter of the year were in 
the following percentages: The 
real light jobs of under 5,000- 
pounds GVW represented 49.32 
percent of total registration; 
those in the 5,001-10,000 GVW 
class accounted for 19.45 percent 
of total, the 10,001-14,000 GVWs 
dragged along at 4.99 percent, the 
14,001-16,000 classification repre- 
sented 16.29 percent, 3.62 percent 
were 16,001-19,500 GV Ws, 4.07 per- 
cent were in the _ 19,500-26,000 
category and 2.26 percent repre- 
sented the heavy-heavies above 
26,000 GVW. 

The low percentage of trucks in 
what used to be the 1%%-ton model 
shows the trend to the more 
powerful 14,001-16,000-pound weight 
class. 

The first quarter 


Top Trucks 


New-truck registrations for 
three months, plus 20 states for 


April: 

1953 Pos. Make 1952 Pos. 
1— 91,602 Chev. 68,140— 1 
2— 58,161 Ford 48,000— 2 
3— 28,644 Int'l 24,005— 4 
4— 26,965 Dodge 25,507— 3 
5— 24,1438 GMC 20,491— 5 
6— 7,508 Stude. 7,315— 6 
7— 5,657 Willys 4,941— 7 
8— 3,274 White 3,107— 8 
9— 1,858 Mack 1,900— 9 
10— 1,024 Reo 843—12 
1l— 901 Dia. T 1,088—10 
12— 624 Brockway 504—13 
13— 603 Divco 902—11 
14— 458 Autocar 472—14 
15— 302 Federal 222—15 
16— 176 Kenworth 190—16 
1j— 108 FWD 177—18 
138— 120 Pontiac 188—17 
19— 35 Peterbilt 61—20 
20— 11 Crosley 91—19 

Total All Makes 
252,445 208,873 


For further details, see page 
44, today’s issue. 





saw 220,894 | 


* * * 


HEVROLET took first place 
with 80,481 sales for the first 

Ford was second 
| with 49,992, International Harvester 
‘third with 25,184, Dodge fourth 
with 23,737, GMC fifth with 21,277, 
Studebaker sixth with 6,728, White 
seventh with 2,830, Willys eighth 
(trucks only) with 2,705, Mack 
ninth with 1,541 and Reo 10th with 
892. 


Nine companies among those 
listed, together with all miscel- 
laneous makers, failed to register 
as many commercial vehicles 
during the first quarter of this 
year as they did during the same 
period of 1952. Included among 
these were Autocar, Diamond T, 
Diveo, F.W.D., Kenworth, Mack, 
Peterbilt, Pontiac, and Willys. 


Despite the fact that 38,584 more 
trucks were registered in the first 
quarter this year, compared to the 
same 1952 period, seven states 
failed to register as many trucks 
in March as they registered last 
year. 


These states were New Hamp- 
shire, New Mexico, Oklahoma, Vir- 
ginia, Maine, Missouri and Ver- 
mont. 

Texas took top sales honors for 
the first-quarter period, with Cali- 
fornia coming in second. Illinois 
was third, Ohio moved up from 
fifth to fourth and Pennsylvania 
slipped back to fifth from fourth. 
New York remained in sixth place, 
with Michigan seventh. New Jersey 
jumped from 12th place last year 
to eighth this year, Florida jumped 








from 11th to ninth and Iowa leaped 
from 17th last year to 10th. 
+ + + 

ee showing the largest per- 

centage of increase in regis- 
trations were Nevada with a 78 
percent increase, Idaho with 68 
percent and Wisconsin with 61 per- 
cent. 

Chevrolet was the only maker 
to hold its industry position in 
registration in all 49 states and 
the District of Columbia. Ford 
took second place in all states 
except Maryland, New Mexico, 
Virginia, Indiana and Vermont. 
Dodge took second honors in 
Maryland, Ohio and Virginia 
while Harvester stepped into 
second place in Indiana and Ver- 
mont. 

Ford was third in Indiana, Vir- 
ginia, Ohio and Maryland. Dodge 
was third in New Hampshire, 
Florida, Michigan, Nevada, West 
Virginia, Massachusetts, Rhode 
Island, South Dakota, Tennessee, 


California, New York, Alabama 
and Georgia. 
International Harvester took 


third place in 21 states and GMC 
took third in ten states. 

According to a check of Govern- 
ment figures on factory sales to 
dealers and branches, the retailers 
are keeping up with production in 
the light and medium-weight classi- 
fications but are registering fewer 
heavies than are being ground off 
the assembly lines. 

* * * 
~~ figures indicate that while 
68.16 percent of all trucks, the 
industry turned out were in the 
under-10,000-pound class, they reg- 
istered 68.77 percent of all sales. In 
the medium weight classification 
(See LIGHTS, Page 27, Col. 1) 








it is stated. 








Auto Transports Buys 295 GMC Trucks— 


These are the first of a fleet of 295 GMC Model F451-30 trucks ordered by Auto 
Transports, Inc., Oklahoma City, to haul cars from a Kansas assembly plant to Kansas 
City, Kans. The cab-over-engine model is powered by GMC's 302-cubic inch engine of 
145 horsepower. Improved gas mileage was one of the main reasons for the purchase, 





Truckin’ 


. «+ by Jack Weed 





. often said that more engi- 

neers, who design trucks and 
truck components, should make it 
a practice to get out in the field 
and ride some of their creations 
when they are put to work in 
places where no “office sitter” could 
possibly imagine a truck would be 
used. 


I had an elegant example of 
what I mean the week before 
last up in northern Ontario, 
where I spent a week trying to 
catch a five-pound brook trout. 
(For the information of you fish- 
ermen who read my drivel, I 
didn’t get it, but I did get some 
214-pounders.) 

The lake we fished for lake 
trout (where you can catch them 
on a fly rod) is 12 miles from the 
main lodge of the camp where we 
stayed—by statute miles—but I'll 
swear it was 50 miles the way I 
rode. It took an hour and three- 
quarters of hard driving to get 
there. 


The front wheels of the one-ton 
truck that took us there may have 
gone only 12 miles, but I went at 
least 40 miles up and down and an- 
other 10 miles sideways. In fact, 
the cab side wall over the door 
came at my head so fast several 
times I couldn’t duck in time, and 
as a result I got four healthy wal- 
lops on the side of the head on the 
way in to the lake. 

+ * 7 


Wildlands Trail 


HE road—if one could call it 

that, by some stretch of the 
imagination—was just a trail that 
rode the ridges as much as possi- 
ble through virgin wildlands. In 
the low muskeg swamp stretches, 
some rough corduroy had been 
laid, bridges had been thrown over 
the little streams by laying two 
log stringers and piling smaller 
logs crosswise on them, and two 
or three holes had gotten so deep 
the guides had been forced to fill 
them with rock to keep the truck 
from miring. 

Otherwise, the truck just 
lurched from one pothole to an- 
other, banged into one room-sized 
rock after another where the 
road had been laid out over these 
tremendous rocks that showed 
above the surface, and jumped 
from one imbedded rock to an- 


- Makers Lower Second Half Truck Sights 


By Bernie Thomas 
Associate Editor 

LAMING lackadaisical sales ef- 

forts by a majority of their 
dealers, truck manufacturers gen- 
erally are paring down production 
plans for the last half of 1953. 

No matter where the blame 
rests—and, dealers say factories 
can thank their own postwar 
distribution rules for what is a 
“giveaway” truck market today— 
domestic truck sales aren’t living 
up to anticipated levels. 

A 1953 production goal of about 
1,400,000 trucks had been pre- 
dicted on first-half domestic 
market sales of approximately 
600,000 units. 

* * oe 
GALES at that level were deemed 
necessary for liquidation of 
nore than 100,000 units in dealers’ 
tocks around the country at the 
end of 1952, and to support the 
duilding of at least 700,000 trucks 


| 


|in the first six months of this year. 

By the end of June, it seems 

unlikely that this year’s pro- 
duction plans will be too far off 
schedule. Barring serious labor 
tieups, about 675,000 trucks will 
have rolled off assembly lines by 
midyear, 

However, even the most optimis- 
tic prophets can’t see domestic 
truck sales totaling more than 
500,000 units by the end of June. 
That means a 17 percent deficit in 
that side of the over-all picture. 

* + 7 


BOUT 75,000 of the estimated 

675,000 trucks that will be built 
in the first half of 1953 will go to 
the Government for military use 
and for consignment to foreign-aid 
countries. 

Truck manufacturers’ might 





not be so disappointed about this 
year’s sales figures, which show 
sales running well ahead of last 
year, if they weren’t so disal- 


lusioned by the props which seem | $25 bonus to get a new truck into 


to be holding the 1953 figures up. 


Factory spokesmen and dealers 
are generally agreed that 


a buyer’s hands at invoice cost. 
Such remuneration programs are 


this |said to have already had the ob- 


year’s truck sales are running more | vious effect of ruining the morale 
than 10 percent ahead of 1952)of those salesmen working for 
largely because of giveaway sales|dealers who consider some profit 


practices. 


It is estimated that at least half 
of all the truck dealers in the 
country have become afflicted with 
such sales weaknesses, with the 
majority of such dealers handling 
a car or truck of the same make. 

” + ” 
A SPOT survey by AUTOMOTIVE 
News last week found that it 
is not unusual for combination 


car-truck dealers in multiple-dealer 
points to offer their salesmen a 





mandatory in every truck deal. 

Another gimmick is to _ in- 
crease a salesman’s new -car 
quota for every truck he sells. 
But in many cases, the salesman 
is still expected to get no more 
out of a truck buyer than the 
dealer’s cost. 

A Detroit dealer relates how he 
attempted to retain the good will 
of one of his 1953 truck buyers, a 
man who was dissatisfied because 
he was installing the second re- 
placement engine in less than 40,- 
000 miles of use. 

” a 7” 
“IDECAUSE I knew the man’s 
temperament,” said the dealer, 
(Continued on Page 24, Col. 1) 








other going up practically every 
hill. 

The truck rarely carries over a 
thousand pounds of load, and the 
driver has to lay on the wheel from 
the time he leaves camp until he 
reaches the outpost. 


That truck sure gets a racking 
every day. I’ve ridden trucks on 
excavation jobs, on strip mining 
and on road work, but never have 
I had as rough a ride as I took 
going into and out from that Bur- 


wash outpost. 
* * a 


Great Compliment 


a to complicate matters, there 
is no road of any kind into the 
main camp from the outside world. 
All supplies—and the camp’s two 
trucks—have to be sent in over the 
railroad. The nearest good repair 
shop is 56 miles away. The nearest 
service station is 36 miles away by 
rail. 

The camp owner bought a half- 
ton job this spring so that he would 
have something to go in after a 
party if the ton job broke down, 
but the half-tonner hasn’t enough 
clearance to negotiate the trail. So 
the big job just has to stand up 
and keep going. 

You can easily imagine what 
(Continued on Page 26, Col. 1) 


Trucks, Trailers 


Go on Display 
In L. A. June 18 


OS ANGELES.—Highway trans- 

portation equipment of every 
type, size, and use—more than $2 
million worth— will be exhibited 
June 18-21 at the fourth annual 
National Truck, Trailer & Equip- 
ment Show in the Pan Pacific Audi- 
torium. 

Sponsored by the Automotive 
Council of Los Angeles, it is 
described as the largest event of 
its kind in the world. 

Trucks on display will have en- 
gines that run on gasoline, diesel 
fuel and liquid petroleum gas (bu- 
tane an propane). 

~ cd 7” 
RAILERS will include vans, 
panels, low-beds, tankers, live- 


stock, refrigeration units, plat- 
forms, dry-freight combinations 
and dumps. 


There also will be dozens of 
displays of special equipment, 
safety devices, tools, replacement 
parts and accessories. 

Names on the booths will include 
Chevrolet, Diamond T Truck Co., 
Buda Co., Ford Motor Co., Frue- 
hauf Trailer Co., GMC, Pike Trailer 
Co., Reo, Studebaker, Utility Trailer 
Co., White Motor Co. and Win 
Ward Co. 

* x * 

MPORTANCE of the exhibits as 

a showcase for national, regional, 
and local manufacturers of equip- 

ment was emphasized by W. K. 
Stevenson, general chairman of the 
show. 

“This event,” he said, “is aimed 
at the trade. The show always 
has been a sales stimulator, and 
the 1953 event again offers ex- 

hibitors an outstanding oppor- 
tunity to display their products 
before a mass audience of po- 
tential buyers” 

Special features will include a 
kick-off luncheon June 17, a demon- 
stration by the National Safety 
Council and an exhibit of cars from 


‘atomic bomb tests at Yucca Flats. 
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Blame ‘Giveaway’ Practices... 





Truck Makers Lower 
Sights for 2nd Half 


(Continued from Page 23) 


“I refrained from pressing the 
point that abusive operating habits 
were to blame for the engines 
cracking up. I tried to be diplo- 
matic by offering to step him up 
to a bigger capacity truck at my 
cost.” 

The disgruntled customer’s re- 
sponse was: “You wouldn’t be 
doing me any favor. I can get 
any truck at cost. In fact, I was 
crazy to pay you the prize I paid 
for my present truck.” 


Factory sales officials admit 
frankly that giveaway deals have 
demoralized the truck market. The 
customer is being surrendered to 
so easily at most truck dealerships 
today, it is said, that in many in- 
stances he is demanding better 





serious for one manufacturer in 
particular that in recent weeks his 
truck output at various times has 
been confined to military units 
only. 

* * * 

T ONE multiple-dealer point in 
+% the eastern half of the country, 
it is learned, one manufacturer’s 
dealers had a total of more than 
1,500 new trucks in stock at the 
start of last month. Such stocks 


were described as “unusually high.” | 


That report borrowed some con- 
firmation when the manufacturer 
involved cut his truck output by 
nearly 20 percent last month from 
earlier 1953 levels. 

Factory sales officials deny ve- 
hemently that giveaway truck 








Boe. 


A New Fleet Is Built Up— 


| between Buffalo and Utica, N. Y. 


spokesman, “despite our concen- 
trated efforts to make dealers more 
truck-sales minded. But the job has 
been an almost impossible one, as 
the new-car business continued to 
be an easy nut to crack.” 

+ + * 


N& so, say dealers who up until 
recently were successfully 
| merchandising trucks at a profit. 
Such dealers charge that factory 
field representatives founded the 
| truck sales subsidizing policies that 
are playing havoc with the market 





The first 20 of 500 R-205 Roadliners are delivered to Associated Transport's Syracuse 
(N. Y.) terminal by International Harvester Co. The fleet will operate out of Syracuse 


gest truck dealers, “as far back 
as 1949 started the undercover 

practice of allocating cars as 

tieins based on the number of 
trucks a dealer was willing to 
handle, 

“With cars easy to sell, a dealer 
would have been out of his mind 
who refused to give away a truck 
in order to get two additional cars 
on which he could realize a $600 
gross each.” 

As a result of such distribution 


than a giveaway transaction, and 
in rare instances is even getting it. 
The situation has become _ so 


sales practices developed while 
they were looking the other way. 
“They have grown,” says one 


A TRUE SUCCESS STORY 


“WE TRADE FOR 
ANYTHING” 


Billy, son of a railroad engineer-cattleman-auto dealer, learned 
early the art of barter. This, and a capable woman, kept his 
dealership growing even while he served in Europe and Korea 





Reading time: 1 minute, 42 seconds 


a first automobile sale resulted in dispossession 
proceedings for four friends. They were a hound, two police 
dogs, and a fox terrier. This happened in 1930. 


“I sold the car reluctantly,” Billy admitted. “Not only 
because of my four friends, but the car was one of my 
favorite hangouts.” 


Billy, at the time of the sale, was 11. Behind his Dad’s 
farm sat an indigent automobile which had been retired from 
the highways. Billy’s father, who had an automobile dealer- 
ship, had deeded the decrepit junker to his son. During the 
day it served as a prop for an imaginative youngster at play 
and at night as de luxe headquarters for four dogs. 

A passerby saw the car and offered its youthful owner 
$10. Billy took the money, bought himself a red horse, which 
he later traded for livestock. The venture was profitable to 
everyone but four of man’s best friends who lost a home in 
the bargain. 





“Trading came natural to me,” Billy reported. “Dad was 
a railroad engineer by profession, but a trader by choice. 
His motto always was, ‘We Trade for Anything.’ ” 


Billy, a handsome, soft-spoken young man of 34, still 
utilizes his father’s barter instinct in his growing, successful 
De Soto-Plymouth business. 


When Billy was graduated from college, his father op- 
erated a 4000-acre livestock farm out in the country, an 
automobile dealership in town, and railroad locomotives 
occasionally. Billy’s interest centered on the farm, operated 
almost solely on the barter-and-trade basis. His father con- 
centrated on the automobile business. 


But World War II interrupted this father-son partner- 
ship. Billy served in Europe as a Captain in an airborne 





today. policies, it 
“The factory representatives,” 


charges one of the nation’s big- 
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infantry unit. A year after he returned, his father died. Billy 
moved into town to run the automobile business which in 
1932 had become a De Soto-Plymouth Dealership. 


“We were lucky to have a very capable woman as general 
manager,” Billy said. “She was the knitting factor between 
Dad and me. Starting as a stenographer for Dad in 1927, 
she became general manager in 1942, when Dad and I were 
away most of the time. She ran the shop, sold parts and cars, 
then and again in 1951 when I went to Korea. 


“She has proved to my 
satisfaction that women— 
the right kind of women— 
can successfully run an 
automobile business.” 


Barter continues to 
play an important role in 
the business — particularly 
the used car end. Payment 
often is represented in ne- 
gotiable goats, cattle, corn, 
and building lots. 





Qe > 

“There’s a difference in philosophy,” Billy added, “be- 
tween the old-time and modern trader. The successful trader 
used to be one who could unload a bad horse on a customer. 
Today, the successful trader is the one who gives his cus- 
tomer a good deal—which means more prospects—more sales. 


“That new philosophy makes the buyer happy and the 
seller prosperous.” 


Write for our free booklet of true stories 
about enterprising men. Chrysler Corporation, 
Highland Park 3, Michigan. 











DEALERS in Chrysler Corporation 
products are selected for their in- 
tegrity and merchandising skill... 
to serve expertly the ever-growing 
preference for the superior cars 
and trucks that are products of 
Chrysler Engineering > 
Leadership. 











CHRYSLER CORPORATION opirmoutn- once - dé soto + CHRYSLER & IMPERIAL CARS DODGE “JOB-RATED” TRUCKS 


FINE CARS OF GREAT VALUE 





is charged, 


have created a network of dealers 
who have seldom, if ever, bothered 





to go over a prospect list with the 


idea of selling a truck at a profit. 
* aa * 


. don’t have to go out and 
hunt for giveaway deals,” says 
one dealer. “They are the kina 
that walk in the door after getting 
bids at three other places, and 
making delivery at cost to such 
buyers can’t be classed as any feat 
of salesmanship.” 

At least one factory sales officia 
stated the factory view that most 
dealers exhibit a listless attituds 
toward truck selling. 

While in Indianapolis recently, 
he said, he contacted the owners 
of 10 trucks at a market place. 
All of them owned trucks of his 
factory’s make, but none of them 
had been asked by a dealer with- 
in the last year whether they 
might be in the market for a new 
or later-model vehicle. 

But factories and dealers remain 
far apart on where the blame rests 
for today’s laggard truck market. 

The only united view that seems 
to prevail is that truck selling will 
again become a generally profitable 
activity, when the car business gets 
tougher. 

Then, and then only, it is felt in 
some quarters, will trucks get the 
sales attention they need at both 
the wholesale and retail level. 





Evaluate Trucking 
By Importance, 


White Aide Urges 


CLEVELAND. ~— A plea that the 
public evaluate the trucking indus- 
try in light of its role in the trans- 
portation problems of daily needs 
and not on “emotional, dramatic, 
and political pressures” was made 
by J. N. Bauman, vice-president of 
White Motor Co., to members of the 
Cleveland Advertising Club at an 
advertising clinic at Hotel Statler. 

“Because motor trucks are such 
an integral part of our daily lives 
and render such an indispensable 
service to the public,” declared Bau- 
man, “it is important at this time 
to recognize the motor truck indus- 
try as a mature, vital transporta- 
tion service that has grown to amaz- 
ing size in a few years, and give 
consideration to the problems that 
endanger its continued development. 

“The real problem,” he main- 
tained, “is our nation’s antiquated 
highways, completely inadequate for 
the 53-million vehicles on the road 
today. Since the public highways 
represent the roadbed of motor 
transport, every time state legisla- 
tures meet, motor truck operators 
are subject to changes in their ca- 
pacity and usage costs, and these 
too often are based entirely on po- 
litical expedience rather than eco- 
nomic facts. 

“Until problems of truck size, 
weight and taxes are based on facts 
instead of emotion. and politics, 
there can be no sound solution. 
Truck size and weight, along with 
adequate highway construction, are 
basically engineering problems. 
They can, therefore, be factually 
determined.” 

Bauman recommended that “an 
unbiased commission, made up of 
competent people acceptable to all 
forms of transportation, determine 
the effect size and weight of trucks 
have on highways, and determine 
the best design for highways to 
withstand weather and handle the 
constantly growing traffic needs of 
our country.” 


Reo Introduces 


Engine Series 


TULSA, Okla. — The industria! 
and marine engine division of Reo 
Motors, Lansing, has completed de- 
sign work on a series of spark 
ignition industrial engine models 
for use with gasoline, natural ga: 
fuel, liquefied petroleum gas o 
dual-fuel carburetion, the company 
has announced. 

The new line includes six-cylin 
der, four-stroke-cycle engines © 
292 or 331-cubic-inch displacements 
or twin six-cylinder 331-cubic-inc! 
units. Maximum basic engine out 
put for these units at 2,500 revo 
lutions per minute is 105, 120 anc 
240 horsepower respectively, the 
company said. 
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out of every 10 commercial trucks you see on the streets 
are operated by the readers of Nation’s Business. 


pages, one a month, in Nation’s Business wallops the tar out 
of the truck market. Second only to the SatEvePost for 


selling trucks. 


trucks owned and operated by Nation’s Business readers are 
4 years old or older. Ready for replacement. 


businessmen subscribe to and dote on Nation’s Business. 
That’s 200,000 more than the next management book. 


trucks of all sizes, shapes and makes are owned and operated 


by the readers of Nation’s Business. 


trucks in the U. S. are operated by businessmen. NB’s 


readers own two-fifths of these trucks. 





mass sales impressions flood your biggest truck market 
when you run that 12-page schedule in Nation’s Business. If 
you sell trucks, tires or accessories you might sell more at 


less cost if you ask headquarters to consider a schedule in 
. Detroit, Cleveland, Chicago, New 





Nation’s Business. . 
York, Washington, D. C. 


as | 
Nation’s Business 


A GEN 
ERAL MAGAZINE FoR BUSINESSMEN 
Washington 6, D.C. 
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26 7 ty a a a elinsinacihiien 
| of college, and went into the sates | 57,973 units with a value of $22 
| department. My old mentor in the 278,000. 
| trade-paper end of the truck During the first three months 
business, George Duck, was a good of this year, the industry has 
'friend of Art’s. and so what I already produced 18,309 units, 
(Continued from Page 23) ; which is considerably ahead of 


would happen if a party of soft 
city guys was stranded in the 
outpost camp because the truck 
broke down. I doubt if half of the 
guys that go in could make it 
out on shanks’ mares, I know I'd 
hesitate like the devil to try it. 

To me, it’s a great compliment to 
the designers and makers of such 
vehicles to see how they will stand 
up under such terrific abuse day 
after day and year after year when 
they are not designed for that type 
of service. 


| 
| 


* * * 


Diamond T Saga 
I JUST got around the other day 
to looking through Diamond T’s 
Apr. 30 sales bulletin. In a story 
telling of the company’s unique 
worldwide dealer meeting, there 
was a statement to the effect that 
Diamond T is the only truck manu- 
facturer in the industry under the 
same management since its found- 
ing—in this case, 48 years ago. 
Another “brag” says that Dia- 
mond T is the only truck manu- 





facturer never involved in a| 
management or financial reorgani- 
zation, and with no ambitions for | 
|}a merger or consolidation. 


After giving my old think-tank 
a severe prodding, I am ready to 
stand behind both these state- 
ments. At least, I am sure the 
first is absolutely correct, and the 
second I will readily believe as I 
have never heard of them being 
in any financial trouble during 
the 40 years I have known them, 
more or less intimately. 


When I was with the Timken 
companies years ago, Art Tilt, the 
founder of Diamond T, was quite 
a figure. His father was a promi- 
nent shoe manufacturer in Chicago, 
as I remember, and Art could have 
stepped into a high place in a run- 
ning, solid, successful business. In- 
stead, he became imbued with the 
possibility of “on rubber” trans- 
portation and elected to fight the 
battle of the truck maker, 


I remember when Earl Bush first 
came with Diamond T, green out 


Here, in the heart of the hoist, is where the years- 
ahead design of Gar Wood's famous “Rolling Wedge” 


cam and roller hoist 


action pays off in superior perform- 


ance and unmatched dependability for your dump truck 
customers. Exclusive ‘Rolling Wedge” cam and roller 
action provides built-in control of oil pressure during 
the entire lifting cycle. Oil pressure remains uniform at 


all times—there are 


or from high to low. 


and sudden shocks 
Scientific cam 


no sudden changes from low to high 
Pump life is substantially increased 
to hydraulic system are eliminated. 


design with exclusive, lift-propor- 


tioned cam contour provides maximum lifting effort at 


the start of the lift, 


without increased: hydraulic pressure. 


Reduced cam entering angle gives greater lifting effort 


with slower, 





GAR WOOD 


TRUCK EQUIPMENT: Dump Truck Bodies and Hoists, Winches and Cranes, Refuse Collection Units, Elevating End-Gates 
CONSTRUCTION EQUIPMENT: Excavators, Scrapers, Dozers, Ditchers, Spreaders, Finegraders, Truck-Mounted Road Graders. 


smoother action at the start. Stresses to 


INDUSTRIES, 





| didn’t get from first-hand contact 
about the company, and the work- 
ling of its “brass,” I filled in from 
“Quack Quack.” 


* * * 


| Vital Statistics 


VER since 
Government 


1948, when 
stepped 


have been getting data on the 
|number of truck-trailers produced 
| each year by types and sizes and 
by dollar volume. Prior to the 
Government’s demanding these 
figures, it was impossible to deter- 
mine how many trailers were built 
in any period, who built them and 
what they were worth. 


Now that we do get the figures, 
I can’t for the life of me see why 
the major makers of the earlier 
days were so reluctant to let 
these figures out. They certainly 
didn’t make the trailer industry 
look any less important. 

For the past six years, these 
makers have produced and shipped 
322,858 units of all types over five- 
ton capacity at a whoesale value 


WHEN YOU SELL ~GorM¥0od CAM AND ROLLER HOISTS 


the | © 
into | 
| business in a dictatorial way, we| 





Seifert Buys Denver Deal— 
Paul Seifert (left), who purchased Kelton 

Motor Co., Denver, is welcomed by Tom| 

Braden, executive secretary of the Denver 


Automobile Dealers Assn. The firm's new 
name is Chieftain Pontiac, Inc., with Sei- 
fert as president and Arch T. Warder as 
sales manager. 


of $1,089,757,000, That’s not peanuts, 
even in the automotive industry. 


In 1947 the makers turned out 
52,995 units. In 1948 they dropped 
to 46,960 and in 1949 to 34,273, but 
in 1950 they really hit their stride 
and put out 65,966 units for the 
biggest year in the postwar period. 
In 1951 they hit 64,691, and last 


year they produced and delivered | 





hoist and chassis are minimized. As the rollers are forced 
deeper, cam contour changes to provide accelerated 
lifting as the center of the mass is moved towards the 
discharge end of the body. Oil pressure remains uniform 
during this entire lifting and dumping cycle. 


Sell your hoist customers smooth, dependable 
operation . . . longer, more profitable service life. Sell 
them famous Gar Wood “Load Engineered’ Dump 
Bodies and Hoists—there’s a size and type to fit every 
operating requirement. For complete specifications and 
prices see your nearby Gar Wood Distributor—or 
write direct to Customer Service Department, Gar Wood 


Industries, Inc., Wayne, Michigan. 


INC. 


WAYNE, MICHIGAN 









GAR WOOD 








last year for the same period 
And as aluminum frees up, the 
industry is producing more 
aluminum vans than steel. Ac- 
cording to the Government 
figures, in February the industry 
produced 1,004 aluminum closed- 
top vans to 844 steel, and in 
| March it was 998 aluminum to 

926 steel, 

Broken down into types, th 
| March output was 2,767 vans of a 
types, 470 tanks, 202 pole, 1,55 
platform, 367 low-bed, 107 dumps 
and 691 of all other types. 

* ” * 
Back in °09 
CUBICCIOTI sent me a copy 
© of a booklet put out by L 
Sonneborn Sons Inc., back in 1909 
The booklet, entitled “Hints,” goes 
into quite a dissertation on oils 
and what oil and grease to use in 
| the cars of that period. In addition 
it carries proper tire pressures for 
the tires of those days. 

It brings back memories to see 
the tire size listing—from 3” up to 

” and recommended pressures 
from 6 pounds to 75 pounds in the 
5” size tire when carrying a car 
weighing 5,000 pounds. 

The booklet is being reprinted as 
a part of Amalie’s fiftieth birthday 
celebration program, and I pre- 
sume would be available to dealers 
who would like to have a copy; 
write L. Sonneborn Sons, Inc., 262 
Pearl St., New York City. 


Truckers Hang Up 
Record Year for 


Livestock Hauling 


CHICAGO.—A haul of more than 
11 million tons of livestock reached 
the markets by truck in 1952. A 
new record was established, with 
76.2 percent of the total tonnage 
consisting of cattle, hogs and sheep 
trucked to market terminals, ac- 
cording to the Corn Belt Farm 
Dailies, publications of the live- 
stock industry. 

It is estimated that three million 

truckloads were needed to trans- 
port the 56,806,428 live animals 
|from farms to market destination. 
It is estimated that nearly 100 
}percent of all meat animals ride 
| part, if not all, the way to ultimate 
market destination. Invariably, 
stock leaves the farm by truck for 
the nearest rail siding, if not di- 
|rectly to final destination. 
Eight out of every ten hogs and 
jthree out of four cattle marketed 
reach their destination by truck 
A distance of 100 miles is estimated 
for the average truck haul to 
market. Some trips upward of 1,000 
|miles are made with stock. 


Chicago leads among the nation’s 
|markets with receipts of 1,217,950 
tons of meat animals by truck, and 
Omaha is next with 1,139,827 tons. 








| 


| 3. D Sales 


Fruehauf Prospects Now Get 


Stereoscope Views 


DETROIT.—Fruehauf’s advertis- 
ing agency, Allman Co., Inc., has 
developed a series of three-dimen- 
sional color films to be used in con- 
nection with the Tru-Vue Stereo- 
scope to illustrate technical and 
structural features of Fruehauf 
truck-trailers. 

The pictures were produced by 
Pictures-Detroit, Inc., and compris« 
a roll of 20 different views. 

The device, known as the “Frue- 
| hauf SalesScope, ” is used by sales- 
men in the field to give prospects 
a view of structural pieces tha 
otherwise would be difficult to 
describe. 





Quebec Trucking Rules 


Issued for First Time 


MONTREAL.—For the first tim 
in the history of the province, th 
Quebec Transport Board has is 
sued a general order governing a 
trucking. 

All requests for trucking permit 
must be made on special forms, th: 
board announced, and will be valic 
only if the holder registers all hi 
vehicles. The permits will be issue: 
annually. 
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‘Management Survey’ Brings Varied Proposals .. . 


U.S. Bureau of Roads Examined|# 


WASHINGTON. “manage- 
ment survey” of the “mamas of 
Public Roads by people outside of 
government is now under way, ac- 
cording to Robert B. Murray jr., 
undersecretary of commerce for 
transportation, who declared that 
“many proposals have been ad- 
vanced for new Federal policies in 
the highway field.” 

The diversity of suggested 
changes in policy is indicated in 
proposals to increase Federal 
participation in projects on the 
interstate systems, Murray said, 
as well as in Federal aid for toll 
road construction, and repeal of 
Federal excise taxes on motor 
fuels. 

Sinclair Weeks, undersecretary of 
commerce, was quick to dispel the 
feeling by some officials that there 
would be operational changes in 
the bureau. “There is nothing in- 
tended or implied, so far as I know, 
that in any way, shape or manner 
tend to water down the Bureau of 
Public Roads,” Weeks said. 

The statement was made in 
answer to a question by Rep. J. 
Harry McGregor, Ohio Republican 
and chairman of the House Roads 
subcommittee, as to whether any 
move was contemplated “to close 
or hinder the activities of the 
BPR.” 

In other testimony before the 
subcommittee, Weeks said that at 
present he has no position on the 
question of Federal withdrawal 
from the field of motor fuel taxa- 
tion, that such a decision must rest 
with Congress, and the Commerce 
Department’s advice will be avail- 
able at the appropriate time. 

Rep. James C. Auchincloss, New 
Jersey Republican, asked if Weeks 
would recommend the advancing 
of Federal funds for toll road 
construction. Weeks replied: “Cer- 
tainly, that is one of the items that 
should be looked into. Without 
knowing too much about toll roads, 
my conception has been that if 
they are put in the right place, 
they normally are self-liquidating, 
so to speak, and that the financing 
is readily available.” 

The subcommittee also heard 


Okla. Firm Settles 
U.S. Price Suit | 


OKLAHOMA CITY.—A treble, 
damage suit filed by the Federal | 
Government against Lee Jenkins | 
Motor Co., before price ceilings on| 
cars were discontinued, has been | 
settled out of court. 

The firm was accused of over- | 
charging a customer $184, and $552 
in damages was asked. 

Jenkins’ offer to refund the $184 | 
to the buyer was accepted by the| 
Department of Justice, and the suit | 
was dismissed. 


Lights 


(Continued from Page 23) 







j 
| 


production accounted for 20.84 per- 
cent of total, while first - quarter 
registrations amounted to 24.90 per- 
cent of total sales—indicating that 
dealers were able to dispose of a 
number of carry-overs in this class 
from last fall. In the heavy classi- 
fication, however, figures indicate 
that sales are falling behind out- 
put. Production in the heavies 
amounted to 10.99 percent of out- 
put while registrations were but 
6.33 percent of all sales for the 
period. 


If any deduction can be drawn 
from these figures it is that there 
is a seeming lack of selling still 
in evidence in the truck end of 
the business. It takes selling to 
move heavy-duty jobs. There has 
been a demand for the heavy 1% 
ton sizes, so they seem to be 
moving out in even better ratio 
to production than would usually 
be considered normal. 

It is known that dealers have 
been moving their light trucks 
about as fast as they get them, but 
in far too many cases without 
profit. 

According to the Government re- | 
port, the first quarter ended with 
light sizes on 59-day supply, medi- 
ums on 78-day supply, and heavies 
on a 58-day supply, with total do- 
mestic truck sales on an average 
63-day supply. 





fore 
Chelsie 
Miami, 


Detroit superintendent of public | 
works; W. R. Kellogg, city 
}ager of Cincinnati; 
| Virgil E, Gunlock, Chicago; George 


Matt Triggs, assistant legislative 
director of the American Farm 
Bureau Federation, and Angus 
MacDonald, of the National 
Farmers Union, Triggs said that 
the Farm Bureau’ Federation 
favors Federal withdrawal from 
the field of motor fuel taxation, 


ment of Public Works, and Ralph 
|Gamble, of Milwaukee Division of 
| Expressways. 


but not until the Federal budget In his recommendations to the 
has been balanced. MacDonald | subcommittee, Mayor Senerchia 
said his organization does not | stated: “The legislation should in- 


seek such Federal withdrawal. 
Municipal officials appearing be- 
the subcommittee included 
J. Senerchia, mayor of 
Fla.; Glenn C. Richards, 


|clude some provision which would 
make it mandatory upon the state 
governments to assign and ear- 
mark for the municipalities an 
equitable amount of Federal-aid 
funds, based either upon gasoline 
taxes collected by the state, or 
upon population, In this manner, 
the municipalities will be assured 
of improvements in their highway 
systems. 

Richards told the subcommittee 
“it is high time we, or all levels 
of government, agree upon a 
sound financing plan, based on 
physical studies rather than po- 





200,000 Trucks in Fla. 


VENICE, Fla.—Florida’s truck 
industry provided employment for 
nearly 165,000 persons in 1952 who 
earned a total of $513,364,460, ac-| 
cording to Charles A. Gertner, gen- 
eral manager of the Florida Truck- 
ing Assn. Gertner stated that 
Florida now has nearly 200,000 
trucks in operation. 





man- | 
Commissioner | 


|G. Hyland, of the Boston Depart-| 





1953 
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Individual Truck Styling— 


This Chevrolet door-to-door delivery truck has an Olson Kurb-Side aluminum body 


especially designed for the buyer, Lord 
believes that _Customers get to know their 


litical expedience. We can no 
longer consider city streets, 
county, state and Federal roads, 
as individual problems. Only 
through the building of a 
balanced, adequate, integrated 
national network of highways 
can we meet the demands of to- 
day’s transportation needs.” 
Gunlock urged a 75-25 matching 
formula for Federal-aid urban pro- 
jects, with the Federal Government 
bearing the larger share. Hyland 









& Taylor, West Hartford, Conn. The firm 
supplier best by his delivery vehicle. 


, recommended a supplemental 
Federal allocation for urban road 
development paid directly to mu- 
nicipalities. 

Most city officials said they 
thought the Federal Government 
should continue to collect motor 
fuel taxes, that they believed they 
were faring better with Federal 
assistance than they would if the 
collection and disbursement of mo- 
tor fuel tax revenue were left to 
the states. 
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but... only Signal-Stat Lamps are signaleered! 


SAE requirements. The Signal-Stat parabolic reflector and scien- 
tifically fluted molded lens combine to create a beamed pattern 


Tin cans are great for anything from soup to nuts. But tin-can 
directional signals are a compromise with safety. 


Signal-Stat signaleering combines the best of materials, engineer- 
ing, design, and construction to produce signa! lamps that are 
shockproof, rustproof, tested, and approved. 


Signal-Stat Class A—Type 1 Signal Lamps are approved and 
legal in all 48 states and the District of Columbia. They exceed 








of light, both direct and at angles, 


that assures maximum visi- 


bility night and day under all conditions. 


This all adds up to maximum protection for vehicles and drivers 


—explains why Signal-Stat Lamps 


outsell and outlast all other 


types of commercial vehicle directional signals. 


SCHEER CL 


CORPORATION 


SIGNAL STAT BUILDING 
523-539 Kent Ave., Brooklyn 11, N.Y. 














SELL Onaga 


for SAFETY and PROFIT! 





NO SAFER WAY TO CARRY STUDENTS! 





Educators throughout the nation keep a sharp eye 
on school bus transportation. It is the life line between school and 
home for children of rural America. Rigid NEA rules and regula- 
tions govern all school bus construction. 


That’s why famous Oneida Safety School Bus Bodies are easier 
to sell—they meet or exceed every safety standard! 


The Oneida Safety School Bus Body is designed and engineered 
exclusively for student trans- 
portation. It is unparalleled for 
safety. For greater strength 
and student protection the en- 
tire body is double-riveted, as 
well as having the famous 
“cradle of steel.’’? Balanced 
Safety-view provides the driver 
with full visibility under all 
driving conditions. The two- 
piece windshield with narrow 








center post helps reduce road glare and eliminate the blind spots. 


But that’s not all! Oneida construction gives greater operating 
economy and longer life. The transportation cost per student i 
lower. Yes, there’re more passenger miles at less cost than an 
other make. That’s because of extra-large passenger capacity 
and extra-rugged ‘“‘endurance-engineered”’ construction for that 
mile after mile grind in the years ahead. Oneida Bus Bodies are 
built to outlast all others! 4 


Get your share of the Schoo 
Bus business in 1953. Send fo 
complete facts about Oneidz 
Safety School Bus Bodies to- 
day. There are additional profits 
waiting for you! 


Oneida Bus Bodies are manufactu‘e¢ 
in this modern four-line assembly 
plant in Canastota, N.Y. 








WHY YOU SHOULD SELL ONEIDA 


SAFETY SCHOOL BUS BODIES! 


Here are just a few answers that point 
the way to a new source of income and 
repeat business 


The new Oneida Safety School Bus Body has many Oneida production facilities with four parallel 

Il more features of both design and construction than 5 modern assembly lines assure delivery of your 

any other make. orders to meet the buying habits of School Boards. 

A complete range in capacities from 16 to 72 Oneida Bodies, backed by years of national ad- 

® passengers permits School Boards or Chartered @) vertising and promotion to the School Boards of 

Bus owners to tailor equipment to meet individual rural America, have the acknowledged acceptance 

) daily transportation requirements. so desirable when offered on your chassis. 

Oneida prices are definitely competitive and permit Records of thousands of Oneida Bus Bodies in | 

3 “hard sell” bargaining combined with plus values 7 service across the country prove that they deliver 

that clinch sales. more passenger miles at less cost than other makes. 

Oneida Safety School Bus Bodies are engineered The beautiful design and color combinations, plus 

Qa. to fit every School Bus chassis with streamlined exclusive engineering features that provide greater 

safety and longer life, offer School Boards definite, 


j beauty and balanced weight. 
visible plus-qualities as a basic reason for purchase. 


The school bus transportation system carries more passengers per day than any 
other system in America. The nationwide establishment of consolidated school 
districts is manufacturing more and more school bus miles per year. The school 
bus business is BIG business! It offers you as a dealer a double profit by selling 
both chassis and body as an integrated unit. It will be worth your while to sell 
ig Oneida for greater safety and profit! 


Send for all the facts. Then you'll specify 
Oneida—on your chassis—for additional profits. 






FOR YOUR CONVENIENCE... 


ONEIDA PRODUCTS CORPORATION, School Bus Sales Division 
CANASTOTA, NEW YORK 


Gentlemen: We want to know more about Oneida Safety School Bus 
Bodies. We are interested in 





Descriptive Literature 
Distributor's Franchise [] (If Open Territory) 


Name 2 : oo 





*Oneida—Setting Quality Standards 
For The Industry” 


Address__ scl gipcestiinia 


seit il State. 
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Used-car problems were dis- 
cussed at a meeting of the De- 
Soto Dealer Assn., of Northern 
California. 

Panel 
Thomas 


speakers included 
M. Lucas, Stockton 
dealer; Jack Ireston, used-car 
manager for Crocket’ Bros., 
Fresno, and John C. Clarke, used- 
car manager for James F. 
Waters, Inc., San Francisco. 
J. W. Allen, of San Francisco, 


was moderator. 
* +. 





New Zealander Restores 1902 Nash— 


This restored 1902 Rambler is a familiar sight in local parades around Christchurch, Foils Burglary Attempt 


New Zealand. Its owner, R. T. Tidswell, was honored recently by Nash with a scroll | 
for his “contribution to the preservation of automotive history.” The veteran car,| pair man, decided to do some 
which carries the serial number 788, was exported to New Zealand more than | night work at Coate Sales & 
a century ago and is believed to be the first American car shipped to that country.| Service Auto Agency, El Dorado, 
Tidswell is director of Auto Parts, Ltd., Christchurch. Kans., he foiled an attempted 
——— s aes Se | burglary. 

| When he entered the building 
at 10:30 p. m. two men ran from 


When Herb Mercer, a body re- 





Smith in New Home 


Frank B. Smith Motor Co., Inc.| offices at 212 Washington St. have 
(Lincoln-Mercury), Jamestown, N.|been closed. Robert E. Raines is 
Y., has opened its new sales office|sales manager; Charles E. Mce- 
and service department at W. Third | Donald, service manager, and Mar- 
St. and Fairview Ave. The firm’s|tin Haines, used-car manager. 


the office into the shop. Mercer 
called police. Two men _ were 
found hiding under automobiles. 
In the office, drawers and cab- 
inets had been ransacked and 





| 
| 


Dealer Doings 





hinge pins of the safe had been 
removed, 
* * * 


Marietta Association Host 


At Legislative Discussion 

The Marietta (O.) Automobile 
Dealers Assn. was host at a 
business and social meeting to 35 
dealers from Coshocton, Cam- 
bridge, Athens, Caldwell, Woods- 
field and Marietta. 

John T. Glackin, of Mt. Vernon, 
president of the state association, 


Night-W orking Coate Employe and Walt R. Hamer, executive 


secretary, were among. speakers 
who discussed legislative matters. 
* + * 


Garcia Motors Settles 


In Historical Spot 
A touch of historical flavor ac- 
companied the opening of Joe 
Garcia Motors (Nash), at its new 
location, 590 Fremont St., Mon- 
terey, Calif. 
The new location is on the spot 
where Juan Bautista De Anza led 
the first overland trek of settlers 
























another on the Galion Allsteel hoist and body. 


clock” parts and repair service. 


Galion Allsteel way! 





ee ae ie 
Model 880 heavy duty hydraulic hoist easily handles 10/2 to 152 
ton loads. 


@ Mighty-Mite twin cylinder hoist 

@ Standard hydraulic hoists and bodies 

@ Heavy duty hydraulic hoists and bodies 
@ Telescopic hoists and trailer bodies 

@ Gravity Roll-Over bodies 

@ Load-evator hydraulic end-loader 


OTHER TYPICAL 
GALION PRODUCTS 


HAT HAPPENS when one of your customers installs a dump body and 
Whyaraulic hoist on the new truck you've just sold him? 


Do you earn an extra profit on the hoist and body sale? Or, do you just 
pass up this easy money —lose half of your legitimate income? 


Ask yourself these questions, Mr. Truck Dealer. Then, if you're interested in 
increased volume and bigger profits, see your Galion Allsteel distributor today. 


He’ll show you how to make two profits on these sales—one on the truck, 


Also, he'll gladly explain how you and your customer can select exacily 
the right hoist and body for the job . . . how he will install the Galion units 
quickly and economically ... how he will back you up with “round the 


Just phone your Galion Allsteel distributor today. Tell him you're through 
losing hoist and dump body sales and want to make bigger profits — the 


A-7655 





Newly designed Model 600 hoist with Model 12-3 
contractors heavy duty body has double lift arms and 
steel subframe — 62 ton capacity. 


Galion Load-evator installed on Paint Corporation of 
America trucks speeds up each delivery 35 minutes. 











to northern California from Mez- 
ico in the 16th century. 

Since purchasing the landmark 
Garcia has remodeled the interior 
of the early California Spanish 
style building. The showroom can 
display five cars. 

* * * 


2 New Nash Deals 


Appointment of two new Nas, 
dealerships has been announced i 
Cleveland. William R. Hill has been 
named to head West End Nash. 
The building had previously house: 
Knickerbocker Kaiser - Frazer 


Parma Motors, Inc., a Kaiser- 

Frazer outlet, becomes a Nash 

dealership under Ernest Gerzeny. 
* * * 


Thomas Put in Charge 


Bud Thomas heads the newly es- 
tablished truck division of the Don 
Gilmore Chevrolet dealership in 
San Francisco, according to H. J. 
McCullough, general manager. 

* * * 


Twin City Picks Cohen 


Harry Cohen has been named 
|; used-car manager of Twin City 
Motors, Inc. (DeSoto - Plymouth), 


Minneapolis. 
* * ~ 


2 Open GMC Deal 
Owners of Bruck GMC, new 
dealership in Oakland, Calif., are 
B. Frank Bruck, president, and 
William F. Jaeger, vice - president 


and treasurer. 
* + a 


Haas Brothers Elected 


Melville Haas and William Haas 
have been elected vice-presidents 
at Downtown Chevrolet Motors, 
Inc., Cleveland, following purchase 
of stock by their father Arthur 
Haas, president, from Paul Rosen- 
wasser, who is retiring. 

of * * 


Bob Stout’s Celebrates 


30th Year with Show 


Bob Stout’s Garage, Inc. (Dodge- 
Plymouth), Beaver, Pa., celebrated 
its 30th anniversary with a four- 
day auto show. 


The dealership displayed new 
models in a tent next to the 
garage. 


* * * 


Leader Chevrolet 


Builds New Home 


Leader Chevrolet Co., Inc., of 
West Springfield, Mass., is con- 
structing two new buildings and 
a parking lot. 
| David Glass, owner and presi- 
dent, said target date for com- 
pletion is Aug. 15, when he has 
| scheduled an open house. Building 
permits indicate the total cost will 
| be $100,000. 


* * 


* 
K-F Dealer Buys Mart 
McDonald Motor Mart (Dodge- 
Plymouth), McDonald, Pa., has 
been sold to the Kaiser-Frazer 
dealer at Cannonsburg, Pa. 
ca * * 





| Cardinal Expanding 

Vincent Bowman, president of 
|Cardinal Motors, San Francisco, 
|has announced plans for con- 
struction of sales and_ service 
headquarters in San Jose to handle 
Rolls-Royce, Jaguar, MG and Aus- 
tin. 

a * * 

Uptown Chevrolet Honors 


Soap Box Derby Hopefuls 


Uptown Chevrolet, Pasadena, 
gave a party recently for 225 boys 
who are building Soap Box Derby 
racers. 

Star of the occasion was Carl 
Berry, last year’s champion from 
Los Angeles. Through Uptown 
Chevrolet, 26 firms are sponsoring 


more than 50 boys. 
* * *~ 


Moore Buys Deal 


Ace Motor Co. (Buick), Glade- 
water, Tex., has been purchased by 
W. E. Moore and renamed Moore 
Buick Co. 


* * * 


Riches, Grieser Team Up 

Lester and Clarence Rich and 
Lloyd Grieser have purchased a 
controlling interest in Fayette Mo- 
tor Sales (Ford), Archbold, O. Paul 


Glover, former owner, has retired. 
* * * 


Stubey Gets Top Post 

Charles E. Stubey has been namex 
general manager of Zweifel Motors 
Inc. (Ford), 1131 Chicago Ave. 
Evanston, Ill. Stubey formerly hac 
a dealership in Winnetka, IIll., and 
was at one time a Chicago branch 
manager for Packard. 
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On the Financial Front... 





Professional Investor | 


Deemed Key Figure | 


NVESTMENT opinion in_ this] 





AUTOMOTIVE NEWS, JUNE 1, 


St., New York 36, N. Y., ata price | 


country is controlled by the small| of $2 to nonmembers and $1.50 to} 


group of _ professional 
and they should receive the major 
share of attention in any stock- 
holder relations program, accord- 
ing to a booklet released last week 
by the American Management 
Assn. 

This does not mean, Emery N. 
Cleaves, vice-president of Cela- 
nese Corp. of America, declares 
in the book, that “any conspiracy 
or unanimity of opinion exists 
within this group.” But the indi- 
vidual stockholder he says, lacks 
the time and training to evaluate 
financial statements and _ tends 
to rely on his financial advisers. 
“Therefore,” Cleaves says, “bank- 
ers, trust-investment officers, in- 
vestment counsel, financial anal- 
ysts and brokers should be the 
chief target of an information 
program designed to insure a fa- 
vorable long-term market for a | 
company’s securities.” 


The 60-page manual, “A Com- 
pany Guide to Effective Stock- 
holder Relations,” was written by a 
group of security analysts. It covers | 
objective and methods for ensuring | 
a flow of accurate, complete com- | 
pany information to the financial | 
community and the investing pub- | 
lic. 

It covers the subject of stock- 
holder relations from the view- 
point of the investor-owned corpor-| 
ation, with attention to the role of 
the security analyst and the impli- 
cations of Federal law. 

* ok ck 


| 
| 
| 


| 
| 
| 
| 


HE company chief executive} 
should assume personal direc-| 
tion of relations with investing 


public, Cleaves says in the section 
on a balanced stockholder relations | 
program. He weighs the pros and 
cons of such methods as the annual 
report, quarterly reports, bulletins, 
personal letters, miscellaneous pub- 
lications, advertising, publicity and 


press relations, meetings, plant 
tours, exhibits and Christmas pack- 
ages. 


The key role of the professional 
investor in the financial market 
is emphasized in the section on 
the role of the security analyst. 
A. F. Tegen, president of General 
Public Utilities Corp., tells how 
his company fits the analyst into 
its stockholder relations program. 
The Securities Act of 1935, the 

Securities Exchange Act of 1934 
and their impact on the stockholder 
relations program are outlined by 
Maurice C. Kaplan, executive as- 
sistant to the president, Welch 
Grape Juice Co. and William N. 
Mason, member of Beekman 
Bogue, New York legal firm. 


Copies of the booklet are avail- 
able from the American Manage- 
ment Assn., 330 W. Forty-second 


Truck Fee Boost | 
Sought in Colo. | 


DENVER. — Colorado’s State) 
Highway Commission, in the} 
strongest policy statement since it} 
was organized more than a year} 
ago, has called for higher truck} 
and license fees to finance a better 
State road system. 

The statement, read at a com-| 
mission meeting by Ira K. Young, 
of Pueblo, chairman, pledged the} 
Highway Department to vigorous | 
study of possible new toll road} 
construction. It also pledged study 
of a toll tunnel under the conti- 
nental divide and issuance of anti- 
cipation warrants to finance road 


improvements. 
The commission and Mark U. 
Watrous, highway engineer, said 


that tremendous progress had been | 
made by the Legislature in pass- | 
age of the long-range highway | 
program, which defines responsi- | 
bilities of the State, counties and 
cities and establishes a new method 
of distributing funds. 

The policy statement is expected 
to be a persuasive factor in the 
possible calling of a special Assem- 
bly session by Gov. Dan Thornton 
this fall to take up the problem | 





of financing the highway program. 


investors, | members. | 


* + * 
Fram Reports Decline 


In Sales and Earnings 


The annual report of Fram Corp. | 
showed a decline in both sales and 
profits. 


During 1952 Fram had total sales | 


of $21,044,094, a decrease of $700,-| 


000 from the previous year. Earn- Car Sold from Florida Bank— 


after taxes were 85 cents, compared in Estess (right), general manager of Knippenberg Motors, Inc., Hollywood, 


ings per share of common stock 


with 86 cents for 1951. 


+ * * 


Seiberling Rubber 


quarter. A 25-cent dividend on com-| payable July 1 to stockholders of|team in the 
mon shares is payable June 15 to! record June 15. 





| stockholders of record June 1, Div- | 

Seiberling Rubber Co. has de-| idends of $1.12 on 414 percent prior | 
clared dividends on common and | preferred stock, and $1.25 on 5 per-| Chevrolet, Buffalo, has been ap- 
preferred stocks for the second) cent Class A preferred, both are| pointed head of the auto dealers’ 


McCarthy Splits 
Mercury and 
Lincoln Outlets 


CHICAGO.—M. J. McCarthy Mo- 
|tor Sales, Inc. (Lincoln-Mercury), 
began last week to sell and service 
its two lines at two different loca- 
tions. 

McCarthy purchased a building 
and lot at 2300 W. Sixty-third St., 
formerly occupied by Safety Motors 
| (Ford), to be used exclusively for 
|the sales and service of Lincolns. 
|The old McCarthy location at 6515 
|S. Western Ave. is being used only 
for sales and service of Mercuries. 

The expansion, including planned 
|improvements, will cost approxi- 
|mately $250,000, McCarthy said. 
Also occupying the newly ac- 
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, hands the keys of a Dodge Diplomat to a customer who bought it while the quired property is the Lincoln In- 
| car was on display in the lobby of the Bank of Hollywood. 


| vestment Corp., a McCarthy owned 
auto finance company. Beverly Lin- 
coln-Mercury, another McCarthy 
p dealership, will not be affected by 
of Community| the new operation. 





Campbell in Civic Drive 
Gerry Campbell, 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


Buffalo Children’s 
'Hospital building fund drive. 











One of the many leading engine manufacturers to 
select and distribute Perfect Circle’s 2-in-1 chrome 
piston ring set for authorized replacement service 


2-in-1 is the truly modern piston ring equipment, 
controls oil—seals compression for over twice as long as 
ordinary sets. Solid chrome protects both oil rails and 
top compression rings against wear. And only 2-in-1 
offers a choice of spring pressures with each oil ring to 
meet any cylinder wear condition. 


For sustained power and positive oil control for 
thousands of extra miles, always install Perfect Circle 
2-in-1 piston ring sets. Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle Co., Ltd., 
Toronto, Ontario, 


Periect Circle 


PISTON RINGS the Standard of Comparison 
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Lawsuits Affecting Dealers .. . 


Court Decisions | 


By Leo T. Parker 
Attorney at Law 

HOMAS Burchett, 

Ky., a lawyer, writes: 

client, Paul C. Burris, 


“My 
is selling 


used automobiles under the name | 


of Ashland Auto & Trailer Sales. A 
competitor has instituted suit to 
enjoin him from conducting such 
business on account of a restrictive 
clause in a deed which was sold to 
him by his said competitor. Can 
you give me a citation wherein 
such restrictive clauses have been 
held to be invalid?” 


Generally speaking, reasonable 
restrictive clauses of this nature 
are valid. Assume, for example, 
that an auto dealer sells his 
business under a written contract 





All Three Types of Final Drives Are Interchangeable 
in the Same Axle Housing Using the Same Axle Shaft 


The trucking industry today needs a 
variety of trucks, each equipped to do 
a specific job! And that means trucks 
engineered right down to the axle— 
with exactly the right type of final 
drive to do the job required. 


Most TDA axles allow the trucker to 
choose the final drive he needs to meet 





| 
with a clause as follows: “I, the | 


| seller, agree that I will not en- 
of Ashland, | 


gage in the automobile business 
in this country for a period of 
five years from the date of this 
contract.” This clause is valid. 


seller, agree that I will not engage | 


in the automobile business in the |during the balance of his lifetime | 


United States for five years from | 
the date of this contract.” This con- 
tract is void because it is unreason- 
able. 


* * * 
Unreasonable Clauses Void | 


CLAUSE in which the seller | 
agrees to not enter into the | 


automobile business in the county ! 


OFORT AXLES 


geat each truck to its specific fob / 


Snr pe a nar 
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| Lot Held Manske's ‘Best Investment’ — 


O. A. Manske, owner of Manske Motors (Lincoln-Mercury), Brownsville, Tex., con- | 
| siders his $60,000 used-car lot ‘the best investment | have ever made.” He says it | 
| On the other hand, assume that | incorporates all modern facilities for the efficient operation of a used-car department. | 
|}an auto dealer sells his business | Manske, who has been an auto dealer in Brownsville since 1928, has held the L-M| 
|with a clause as follows: “I, the| franchise since 1948. 


On the other hand, where the 
seller agrees to not enter into a 
competing business in the same 
county for a period of five years, 
a majority of higher courts hold 
that such a contract is valid and 
enforceable because it is reason- 


a split 


each axle capacity. All are interchange- 
able in the same axle housing, using 
the same axle shaft. What’s more, there 
is a wide range of gear ratios in each 
final drive. There is no need to com- 
promise when choosing axles. 


Only TDA offers all three types of 


FINAL DRIVES are especially ada 
for tough jobs. They combine 
pearing in the first reduction with 
elical-spur gearing in the second. 
Performance and durability under rug- 
ged conditions are prime advantages. 





TWO-SPEED DOUBLE-REDUCTION FINAL 
DRIVES an ie advantage of | 
speed and pulling power for on- an 

off-highway operation. Any speed, 
load or road condition can be met in 










ae alae 
are 
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able and primarily is intended to 


also is unreasonable and therefore| protect the buyer of the business. 
void. 


Citing relevant cases: Clare, 203 

|Pac. (2d) 426; Hulen, 73 Pac. 927: 

| Wall, 202 Pac. 303; and 297 S. W. 

|1027; 141 Atl. 440; 223 N.Y.S. 484. 
* * + 


| Authorization in Doubt 


| G. DAVIS, of Athens Buick 
* Co., Athens, O., writes: 








SINGLE-REDUCTION HYPOID FINAL 
DRIVES are designed for use with 
modern, high-output truck engines. 
Hypoid offers the slower gear ratios 
necessary for high-speed 
increases durability and service life. 


engines— 





ble 
ypoid 





second with the TDA Spring- 


Flex Power Shift. 


WORLD'S LARGEST 
MANUFACTURER OF AXLES FOR TRUCKS, 
BUSES AND TRAILERS 





“Our wrecker was called to 
pick up a new truck and deliver 
it to Parkersburg (W. Va.) Mack 
Garage. The driver made an error 
and left it next door at the In- 
ternational Garage. It had a bad 
block and Mack was to repair it 
at no charge. The International 
people knew the owner and with- 
out additional authority repaired 
the motor. The owner is now 
| threatening to sue our company 
for the amount of the bill, charg- 
ing misdelivery. The amount is 
$389. Shall we fight the case or 
settle out of court?” 

Unless International had 
authority from either your em- 
ploye, or the owner of the truck, I 
|}cannot believe that the court will 
hold International entitled to a 
full recovery of $389, although the 
court may hold it entitled to re- 
cover some compensation. 

This is a case of misidentitv and 
your driver was at fault. Hence, 
although both International and 





his specific requirements. For instance, 
in the TDA “3 for 1” family, he can 
specify a single-speed final drive, a 
double-reduction final drive or a two- 
speed double-reduction final drive for 


final drives with rugged Hypoid gear- 
ing—proved by billions of ton-miles 
of actual operation. Take advantage of 
these exclusive features the next time 
you buy trucks. Specify TDA Axles 
and Brakes. 


Detroit 32, Michigan 
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THE TIMKEN-DETROIT AXLE COMPANY 


yourself are at fault, the one whose 
greater negligence resulted in the 


controversy must bear the loss. 
* * . 


Whose Fault Greatest? 


1. question to be presented the 
court is: Was International or 
your driver at greater fault? 
Detailed testimony in this case 
may enable the court to answer 
this question. It is certain that if 
vour driver delivered the truck to 
International, although in error, 
and authorized the revairs, vou 
are liable for this authorization. 
You should compromise with 
International and pav its compro- 
mised bill. If International refuses 
to reduce the $389 bill, probably 
vou can afford to go into court 
with your evidence. The jurv mav 
decide in your favor, although such 


decision is doubtful. 
* 7 . 


Ariz. Rules Out Insurance 


For Out-of-State Employes 


PHOENIX, Ariz.— Arizona’s Su- 
preme Court has ruled that an out- 
of-state trucking firm cannot be 
required to carry Arizona industri- 
al insurance on employes engaged 
in interstate commerce, particular- 
ly if they are covered under the 
laws of another state. 

The opinion was handed down in 
|the case of Watson Bros. Trans- 
portation Co., a Nebraska cor- 
poration, which sued for recovery 
of $11,954 in premiums demanded 
by the Arizona State Industrial 
Commission. 

The premiums provided coverage 
for employes working outside Ari- 
zona who travel within the state 
via terminal points; and employes 
outside Arizona whose _ terminal 
point is outside the state but whose 
travel requires employment in 
| passing through Arizona. 

The high court held, for example, 
that truck drivers who live in 
Denver or Los Angeles, and make 
trips from these points to and from 
Arizona, are not regularly em- 
ployed in Arizona. 

The court said evidence showed 
that employes of the company from 
outside the state are covered in the 
states in which they reside and 
that those living in Arizona are 
included in the Arizona program. 

7 7 * 





Jersey City Business Tax 


Voided by State Court 


TRENTON, N. J.—The New Jer- 
sey Supreme Court, in a unanimous 
decision, invalidated a Jersey City 
ordinance levying taxes on the gross 
receipts of most businesses and in- 
dustries. 

In its opinion, the court declared: 

“If it were permitted to stand, 
other municipalities might readily 
proceed in like fashion without any 
predescribed tax limits and with 
resulting dangers of oppression and 
the disruption of important and well 
recognized current policies of our 
otate ... 


Chicago Association Reports 


Record Enrollment Gain 

April set a new high in member- 
ship enrollment for the Chicago 
Automobile Trade Assn., according 
to Edward L. Cleary, executive 
secretary. 

The enrollment includes Down- 
town Motor Sales Co.; Bill Haeger 
Chevrolet, Inc.; Henner Ford Sales, 
Inc.; Mars Motors, Inc.; Palumbo 
Motor Sales; Paps Motors; Rey- 


nolds Motors, Ridgeway Motor 
Sales; Rogers Park Motor Sales, 
Inc.; Van Male Buick Co. and 


Willys-Overland Distributors. 
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His Own Formula 

A Detroit-area dealer handling 
an independent line has an indi- 
vidualist’s view toward sales eco- 
nomics: 

“You have to discount when 
business is good,” he says, “but 
stick to your price when it’s 
bad.” 

Conditions right now? 

“Tough, mighty tough.” 

. + * 


Merollis Expansion 


More than doubling last year’s/coupes out in traffic are pulling| vance,” he remarks. 
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With the Staff... | 
ALONG DETROIT'S AUTO ROW __| 


| Detroit claims a 50 percent increase 
jin new-car sales since the new 
Packard regime took over. 

| According to Howard Hunt, gen- 
}eral manager, the firm is working 
}on about a week’s supply of new 
|cars. The used-car market is pos- 
jing a problem, but Hunt feels it 
| will improve “as soon as the rainy 
|season ends and the vacation sea- 
| son gets closer.” 

* am +. 


Ads on Wheels 


The “low-down” Studebaker 


wi tia a 


four-doors, says Bill Mangan, sales | 
manager for Carkner Motor Sales, | 
Inc., Birmingham, Mich. | 
“We're selling all we can get,” he 

| Says, “and we're always short.” | 
Dealer On the Verge 
Irked at one of the independent} 
maker’s system of doling out cars, | 
|one Detroit dealer says he is on | 





British Firm Cites Spark Plug Distributor— 


the verge of throwing in the} _ Frank Hurn (second from right), director of Smiths of England, manufacturer of auto 
sponge. | snstromente, including K.L.G. spark plugs, has arrived for a series of conferences in 

“They just won’t give us cars|the United States. At a press gathering in New York, Hurn presented his American 
unless we pay for them in ad-| distributor, Earl Nisonger (third from left), with the K.L.G. achievement award. Shown 


“Many is the | (from left) are Jack White, Canadian sales director for Smiths; Sir Henry Hobson, 


new-car sales, Merollis Chevrolet| customers into the showroom and|time I’ve received my floor plan-| British vice-consul; Nisonger; Sir William Welch, North American representative for the 
ning before I see the car.” 


Sales & Service in East Detroit is 
planning an expansion program for 
both its new-car and used-car sales. 

A new used-car lot is being 
prepared on Gratiot Ave., just 
north of Eight Mile Rd., giving 
the dealership two lots, The other 
lot is adjacent to the dealership, 
21800 Gratiot. 

Retail used-car sales are running 
about 1 to 1 at the present time, 
according to Norman Merollis, gen- 
eral manager, and “we're hopeful 
that warmer weather will increase 
the used-car market even more.” 
Although details have not been an- 
nounced, the dealership plans addi- 
tional space for its new-car sales 


and service. 


= * * 


Stop Production? 

Disheartened by the downward 
trend in used-car sales, one De- 
troit dealer claims the only way 
to overcome it is to stop new-car 
production for two years. 

“It used to be that we could get 
rid of a few cars each week by 
wholesaling to dealers from the 
south,” he says, “but that’s not 
even possible anymore. The only 
way I can see of getting rid of 
them is to stop production of new 


cars.” 
7 x - 


Sales Hold Strong 


Deliveries are running four weeks 
behind sales at Suburban Motors 
Co. (Oldsmobile), Birmingham, ac- 
cording to Dick Fischer, sales 
manager and coowner. 

Suburban, he says, counts 40 to 
42 percent of its sales in the “98” 
series, compared to the national 
average of 35 percent. He reports 
that 50 percent of Suburban’s new- 


car sales are without a tradein. 
” OK es 


Service Problem Hit 

Although encouraged by a “tre- 
mendous” increase in sales for 
the independent make he is han- 
dling, an eastside dealer is wor- 
ried about the low absorption 
rate in his service department. 

Free service on new cars, plus 
the $50 to $60 it costs him to pre- 
pare automobiles for delivery, has 
kept his absorption rate down to 
around 50 percent, he says. This, 
plus a sizable overallowance on 
tradeins, has cut the firm’s profits 
despite the upturn in sales. 

* * * 


Hunt Increases Sales 


Despite the fact the firm has 
made no changes in its sales per- 
sonnel, Hunt Motor Sales in East 


ODM Shortens 
Symbol List 


WASHINGTON. — The Office of 
Defense Mobilization announced 
last week a revised list of program 
identification symbols for use under 
the defense materials system. 

These symbols, placed on con- 
trolled material or rated orders, 
identify the defense program for 
which the materials will be used. 

The revised listing contains only 
those symbols concerned with de- 
fense programs. Thus, the list has 
been considerably shortened and 
except for five special - purpose 
symbols, includes only symbols in 
the A through E series. 


Brase in New Post 
Jack L. Brase has been appointed 
to the newly created position of 
merchandising manager at Ed 


James Buick Co., of Los Angeles. 
Claude Grant 
parts supervisor. 


has been named 


selling the “regular” two-doors and 











ential is optional. 
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New lighter weight unit 
| is available with or without 
| inter-axle differential 


The new TDA “SLD and SLDD 
Series” Tandem-Drive Axle Unit 
has a positive through-drive. 
Because the final drives are top- 
mounted, the unit provides an 
ideal hook-up for short-wheel- 
base tractors. Inter-axle differ- 





| Society of Motor Manufacturers & Traders; Hurn, and Gen. Thomas. 





M-DRIVE UNITS 


... Catty MORE payload { 


Distribution of load allows 
more payload within legal 
weight limitations! 


Many truckers are carrying more payload 
—yet keeping within weight restrictions 
—by using six-wheel tractor-trailer combi- 
nations or six-wheel trucks equipped with 
tandem-drive rear axle units. That’s be- 
cause weight is distributed between two 
rear axles instead of one. Tandem-drive 
units offer truckers many other important 
advantages, too. For instance, the two 
driving axles make it possible to use engines 
of maximum horsepower, thereby decreas- 
ing run time from terminal to terminal. 


TDA has long recognized the advantages 
of tandem-drive axle units for use in high- 
way hauling. In fact, the new TDA “SLD 
and SLDD Series” Tandem-Drive Units are 
specifically designed for highway service. 
Used with 10.00 x 20 tires, they are lighter 
in weight than other tandem-drive units 
of comparable capacity. What’s more, the 
optional inter-axle differential can be en- 
gaged or disengaged from a cab control, 
assuring maximum traction regardless of 
road conditions. 


The next time you buy trucks, investigate 
six-wheelers. And make sure they have 
TDA Tandem-Drive Rear Axle Units! 





THE TIMKEN-DETROIT AXLE COMPANY 
Detroit 32, Michigan 


Forged steel housing is lighter—yet stronger—than ever 


Much of the weight reduction in the new TDA “SLD and 
SLDD Series” unit is obtained in the housing. It is hot- 
forged of dense, compacted steel with rectangular corners 
for maximum rigidity. Heavy steel cover is welded in place. 


WORLD'S LARGEST 
MANUFACTURER OF AXLES FOR TRUCKS, 
BUSES AND TRAILERS 
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DENT PULLERS—Dents in doors and roof 
are easily removed, it is claimed, without | 
having to touch the upholstery and glass. | 
Device is said to save up to 40 percent of 
labor cost on cars and 75 percent on| 
heavy-duty jobs. Use of the tool does not} 
require experience, according to P. & W.| 
Tool Co., P.O. Box 348, West Haverstraw, 
N. Y. 








SPARK PLUG WIRE DISPLAY—Designed | 
for dealers who carry the new moulded- | 
terminal Neo-Sheath spark plug wire set | 


and distributed by Electric Auto-Lite Co.,| 


Toledo 1, O. | 
. | 


| 





EXHAUST HEADER — Equa-Flow is now | 
available for Ford F7 and F8 trucks. The| 
unit is claimed to eliminate manifold | 
breakage and back pressure and to in-| 
crease performance by 10 percent. The| 
horsepower boost, it is stated, produces | 
faster acceleration, better sustained speeds 
and cooler operation. Southern California 
Muffler Co., 11039 Washington Bivd., Cul- 
ver City, Calif. 





a 
2s 


LIGHTER SOCKET PLUGS—Available ~ 
assembled or assembled to wire according | 
to specifications. Standard colors are red | 
and black, but plastic parts can be| 
furnished in solid colors or two-color com- | 
binations. A. G. Busch & Co., Inc., 2632 N. | 
Central Ave., Chicago 39, Ill. | 


z ” * 
Goodrich Booklet Outlines 


Savings on Truck Recaps 


How to get the greatest possible | 
number of recaps out of truck tires 
is the subject of a booklet 
published by B. F., Goodrich Co., of 
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NEW PRODUCTS 


Akron, O. 
request. 

The firm reports that many oper- 
ators obtain several recaps per tire 
by following recommended 
practices. Savings up to 50 percent, 
with maximum number of recaps, 
are said to be possible. 

* * * 


as 


, . 
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“SED Car COLOR, 


Prewax cleang 


Copies are available on 






AUTO WAX—Collinite protects new-car 
finishes, with lustre holding up a year or 


more, according to Collinite Chemical Co., | 


Utica, N. Y. 


Reynolds & Reynolds Issues 


Catalog on Sales Forms 


A catalog listing prospect record 
forms, salesmen’s daily guide forms 


em priced at $3. Auto Radio Manual, 

% Volume 3, covering late 1950, 1951 

a eens and 1952 receivers, also sells for 
“a hey, t 


$3. Each book has 288 pages. 
. * . 


Permatex Claims Solvent 
Speeds Repair Jobs 


Tests in New York-area garages 
show “Solvo-Rust,” a product of 
Permatex Co., Brooklyn, speeds 
some auto repair jobs 10 to 20 per- 
cent, the company claims. 

“Solvo Rust,” it says, aids in 
loosening seized and corroded bolts, 
particularly on under-chassis 
sections and assemblies. 

a“ * 
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FLOOR TRUCKS—Can be assembled by 
the user and altered to meet needs. All 
parts are replaceable and interchangeable 
without fastenings, it is claimed. Available | 
in four models. Leebaw Mfg. Co., 65) 
Wayne Ave., Youngstown 2, O. 





| OIL GUARD—A spring steel unit which 
|is said to eliminate the oil mess during 
| V-8 overhead valve adjustment jobs by 
| keeping the oil in the head. Initially made 
| for Studebaker cylinder heads, but several 


|and monthly report forms has been | 
|jigsued by Reynolds & Reynolds Co. | 
Dealers interested in creating | 
|their own prospect followup system 
cun obtain a copy of the catalog | 
|by writing Reynolds & Reynolds | 


Co., Celina, O., and asking for 
Form RR-352. 


SAFETY MIRROR —This new anti-glare 


rear-vision mirror is made of polished 


| plate filter-glass, according to the maker, | 
and is provided with vibration dampers. 
Skylark Automotive Corp., 3834 Willat 
Ave., Culver City, Calif. . 

* 










TRUCK MIRROR—The West Coast mirror 
is said to offer a larger field of rear 
vision than round or rectangular mirrors. 
It has a rubber channel in which the 
mirror glass floats. This, in combination 
with heavy-duty mounting brackets, re- 
duces vibration to a minimum, according 
to the maker. The top picture shows the 
bracket assembly. The bottom picture 
offers closeup views. Model 410-42 (left) 
is steel with black, baked enamel finish; 
Model 410C-44 (right) is chrome-plated 
brass. Delbar Products, Inc., Perkasie, Pa. 

* * * 


Porter Issues Manuals 


On Body-Repair Tools 


H. K. Porter, Inc., has published 
two new catalogs—one on Porter- 
Ferguson hydro-method body re- 
pair equipment and one on hand 
tools. 

Free copies of the catalogs are 
available from H. K. Porter, Inc., 
Somerville, Mass. 


,| CORROSION ANTIDOTE 
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Addition of 
|an alkaline reserve to Lubaid Regular is 
said to combat acid wear in auto engines. 
The lid of Lubaid Regular has been re- 
designed to identify 
Zecol, Inc., 3270 S. Third St., Milwaukee, 
| Wis. 


| Aaa 





* * 


‘ed especially for Buick, Mercury, Olds- 
|mobile and Packard engines, it features 
|a straight-through tube which is said to 
| keep back pressure at a minimum. It also 
is stated that a conical cushion chamber 
| keeps gas slugs from resounding against 
the shell. Maremont Automotive Products, 
1600 S. Ashland Ave., Chicago 8, Ill. 


Sams Publishes Manuals 


For Auto-Radio Service 


| Howard W. Sams & Co., Inc., 
2201 E. Forty-sixth St., Indian- 
|apolis, Ind., has issued two new 
|service manuals for auto radios. 

Auto Radio Manual, Volume 2, 
|covering receivers used in 1948, 
/1949 and early 1950 models, is 


ment when the Kansas jack is used, the 





the new formula.| | 


STRAIGHT-THROUGH MUFFLER—Design- | 





KANSAS JACK—Panels can be straightened with less labor and cost than replace- 


hooked to the frame, the other end to the tail end of the jack which, in turn, is placed 


| models to fit all type V-8 engines are 

scheduled for production, says Pierce Spe- 

cialized Equipment Co., 350 Peninsular 

Ave., San Mateo, Calif. ‘ 
a 


Arco Distributing 


'3 More Products 


A glazing putty, a lacquer-type 
nonsanding primer-surfacer-sealer 
and a lacquer’ thinner-enricher 
have been announced by Arco Co., 
Cleveland, maker of automotive re- | 
finish paints and allied products. 

The three products are being dis- 
tributed to body shops through job- 
bers. Inquires should be addressed | 
to Arco Co., 7301 Bessemer Ave., 
Cleveland 27, O. 

* * 





AUTO BAGS—Tripette bags are said to | 
carry clothes wrinkle-free, because they | 
hang over center bar and are held in 
place by adjustable strap. They are water- | 
| proof and dustproof, according to Con- 
tempo Luggage Co., 170 Fifth Ave., New 
York 10, N. Y. | 





manufacturer says. The anchor chains are 





inside the body for stabilization. Bee Line Co., Davenport, la. 





ANTI-SWAY DEVICE — Sway-Bilizer con 
nects chassis and axle so that up anc 
down motion is unaffected while side sway 
skidding and body roll are resisted, the 
maker says. Installation, it is claimed, can 
be done in less than one hour and with 
out special tools. Sway-Bilizer, Inc., 5434 
Higgins Rd., Chicago 30, Ill. 

. Ss 


| Raybestos-Manhattan Adds 


|Line of Radiator Hose 


A new line of radiator hose, 
|Raybestos Raycord, has been an- 
nounced by the Raybestos division 
of Raybestos- Manhattan, Inc., 


Postoffice Box 1021, Bridgeport 2, 
Conn. 
The hose, says Raybestos, is 


| scientifically compounded to resist 
the action of hot water, commercial 
|grades of antifreeze, rust inhibi- 
|tors, oil and grease. It is available 
|in three-foot lengths and comes in 
a range of one to two inches inside 
diameter. 





COOLING SYSTEM MANUAL—Gives all 
information on the cooling system, how 
to prepare it for winter and summer driv- 
ing, and how to find trouble spots, says 
E. |. duPont de Nemours & Co., Inc., 2494 
Nemours Bidg., Wilmington 98, Del. 

* * * 





OIL FILTER REFILL—Designed for British 
cars. MF-21 (above) is a replacement ele 
ment for 1949-51 Morris Oxford models 
and for 1952-53 MGs. Refills for other 


| makes also are available. Purolator Prod 


ucts, Inc., Rahway, N. J. 


* cS * 


‘Guide to Turntables’ 
Offered by N. Y. Firm 
Gale Dorothea Mechanisms, 81-(1 


Broadway, Elmhurst, N. Y., maker 
of turntables and animated device«, 


has released a 19-page articl: 
“Guide to Turntables.” 
The free article tells how t» 


choose turntables for special pu 
poses, explaining the ranges, var 
eties, drive mechanisms, capacitie: 
and operations available for bot! 
display and industrial uses, 





















‘or new power in your promotion 
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WHEN YOUR MODELS are no longer news and selling becomes more com- 


When dealers and the public 
want to sell cars, they prefer the 
Tribune. They place more 
automotive want ads in the 
Tribune than in all other 
Chicago newspapers combined. 


Chicago Tribune 








petitive, you can inject new power into your promotion with 
full pages in Chicago Tribune newsprint color. They can add 
distinction to your story and give your selling organization 
something new and different. 

Chicago Tribune newsprint color pages have an ‘impact 
which no other medium in this market can provide. Thru 
no other medium can you make such a dramatic, arresting 
presentation of your car. 

Pages in Tribune newsprint color permit you to put all 
your drive behind a single model or the complete line. You 


can pack in as much product detail as you want or employ 
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the art techniques that give your cars the setting and atmos- 
phere that enhance prestige. 

Chicago is big enough to merit and reward intensive pro- 
motion. It is too big to handle in a routine way. 

Your dealers know the power of Tribune newsprint color. 
It is the plus that will add to their drive for business, that will 
give them the competitive edge that will mean more sales. 

To sell more cars now and to build solidly for the days 
ahead, add to your program and to that of your dealers the 
power of pages in Chicago Tribune newsprint color. 

For full details, get in touch with W. E. Bates, Penobscot 

© 
Building, Detroit, WOodward 2-8422. 
D ? 

















grees is a brief story about a girl 
named Clara Bryant and that 
honest young mechanic she 
married, Henry Ford. 

Henry was a one-woman man 
if there ever was one and she 
helped him realize the one great 
idea which dominated his life. 


They met at a New Year’s Eve 
party, and before the whistles wel- 
comed in the New Year, Henry 
Ford was in love. On Washington’s 
Birthday Henry was writing, hop- 
ing they would have more snow 
for “cutter riding,” but adding, 
“Clara, dear, you cannot imagine 
what pleasure it gives me to think 
that, at last, I have found one so 
loving, kind and true as you are, 
and I hope that we will always 


WW 
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have good success.” They were 
married three years later and 
about 50 years later his estate was 
worth a couple of billion dollars. 


That one idea which obsessed 
him was to “build a car for a few 
million other fellows” while most 
of the other early manufacturers 
were building “cars in which they 


would like to ride in themselves.” 
* o * 


Not One Cent in Tribute 


T ISN’T hard for me to re- 

member back only 50 years. One 
day, the late Thomas B. Jeffery, 
who was building the Rambler car, 
called me in to show me a letter 
he had written to Ford offering his 
help in the independent builders’ 
fight against the Selden patent. 
Ford and Jeffery had refused to 
pay tribute to the licensed asso- 
ciation. I was fresh from the 
National Cash Register Co., which 
controlled all of the most valuable 
patents in that industry. 

I read the letter and said, 
“Fine, keep it up. This is a new 
industry and no one lawyer can 
control its progress. Hugh Chal- 
mers, who gave up his job with 
the “Cash,” to join Chalmers De- 
troit, will find this battle right 
down his alley. They might as 
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Cadillac Opens New Showroom in California— 


A new showroom of the San Francisco branch of Cadillac has been opened at 20th 
Ave., and Buckingham Way, Stonestown, Calif. Glass-enclosed on three sides, the show- 
room has about 3,600 square feet of space. It serves Stonestown, St. Francis Wood, 
Forest Hills, Lakeside, Stonecrest and Park Merced. 





well try to collect a patent fee 
from every woman who gives 
birth to a new baby.” 


“T. B.” grinned and slipped in 
a check, made out to Henry Ford. 
It wasn’t long before Judge Hough, 
of New York, decided that the Sel- 
den patent was not applicable to 
all manufacturers and the next 
year we were permitted to display 
the Rambler in the sacred pre- 
cincts of the New York Show at 


FORE-AFT AND CROSS STEER 
Steering Gear Ahead of Axle 





FORE-AFT AND CROSS STEER 
with Intermediate Bellcrank 


Grand Central Palace. I can’t re- 
member, but I don’t think Ford 
ever joined the old organization in 
the exhibit. 


You see, Henry Ford had another 
old-fashioned obsession. He actual- 
ly believed that any man who pre- 
tended to be honest ought to prac- 
tice what he preached. So, when- 
ever some parts maker got caught 
“trying to put something over on 
Ford,” you’d hear rumblings in the 


yn 
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raene LINKAGE must be developed to meet the requirements of 
many different truck designs. Thompson’s “Steering Engineers” have 
worked closely with truck builders for over 35 years to improve steering. 


With the accent on easy steering, design advances, road speed and 
increased loads on the suspension and linkage; steering linkage units are 
required to provide more strength and accuracy and greater freedom of 
movement at the sockets. 


Improvements in modern trucks—with many additional requirements 


set up by the manufacturer for military and other “‘off-the-road” 


vehicles 


such as four-wheel steer, etc., as well as standard commercial models— 
necessitated better and far more complicated steering units. 


Illustrated are 2 of the types of steering linkage found on current-model 
trucks. The Detroit Division of Thompson Products has many other varia- 


tions of steerin 


i 


of submitting t 


units designed for truck use. We welcome the opportunity 
em for your examination. Please contact us. 


YOU CAN COUNT ON... 
Thompson A Products , Inc. 


DETROIT DIVISION 


7881 CONANT AVENUE ° 


DETROIT 11. MICHIGAN 


Ponchartrain Bar, which natural y 

were added to the critical comme) t 

about a man who “didn’t have : > 

right to make so much money.” 
* * a 


Treasures at Fair Lane 


HE other day, researchers n 

charge of planning the 50t'- 
Year celebration of the Ford cir 
unearthed a wealth of memorabil a 
at Fair Lane, where Henry ard 
Clara made their last home. More 
than 10,000 items, valuable ard 
trivial, were found crammed in 
desk drawers, shoe boxes and cab- 
inets. Many were stored in the 
cellar. Clara couldn’t think of 
throwing anything away that 
Henry might want at some time. 

A letter from Col, Robert R. 
McCormick, owner of the Chi- 
cago Tribune, apologizing, many 
years late (1941) for the libel 
against Ford which brought on 
the damage suit (1919), in which 
Henry collected six cents in dam- 
ages ... a letter from Bartole- 
meo Vanzetti, written two days 
before he was executed for mur- 
der in Massachusetts .. . a note 
from John Dillinger, endorsing 
the Ford while he was escaping 
from the FBI... the first week’s 
payroll which showed the com- 
pany had only a couple of 
hundred left in the bank ...a 
letter from Calvin Coolidge, ex- 
pressing his delight that Henry 
had decided not to run for the 
presidency. 


Then, the accumulating records 
of Ford’s success: A $5,000 invest- 
ment by a Detroit carpenter in the 
little company . . . a check from a 
Chicago bank for the first Ford 
car sold to Dr. E. Pfenning. Orders 
poured in. A 20 percent dividend 
was paid Jan, 2, 1904, and a 68 
percent dividend on June 15, 1904. 


To this writer the success of the 
Ford Motor Co., in the beginning 
was due to the recognition by 
Henry Ford of the fact that the 
“saturation point in the industry 
will be reached when everyone has 
a@ car and none ever wears out.” 
Edsel’s great contribution to the 
work of his father was the intro- 
duction of the style element, so 
important to women. To _ the 
women in the family I give credit 
for the humanization of the whole 
organization, the understanding of 
the needs of all the people and the 
spirit behind the Ford Foundation 
and its wholesome philanthropies. 


The Ford boys and the Rocke- 
feller boys are setting an example 
for capital in its age-old efforts 
to properly compensate honest 
labor. 


P. S. Since everyone reads a post- 
script, I might add here that the 
greatest economic step forward in 
American history was made when 
Henry Ford fixed the daily wage 
rate at $5. 


Chicago Traffic 
Sending Cash 
Up in Smoke 


CHICAGO.—“The annual price of 
traffic congestion to Chicago 
business is increasing so rapidly 
that it may soon overtake the cost 
in dollars of the Chicago fire,” ac- 
cording to Arthur C. _ Butler, 
national secretary of Project— 
Adequate Roads. 

“On the other hand,” Butler said, 
“when congestion is relieved by the 
construction of modern express- 
ways, the savings are so great they 
pay for the expressways.” 

The PAR movement, however, 
is not advocating the construction 
of roads without regard to how 
these roads are to be programmed 
or financed,” Butler emphasized. 
“PAR by no means suggests that 
we empty our pockets and go on 
a road-building binge,” he declared. 

The movement’s program calls 
for “safeguards,” such as the use 
by highway departments of sufii- 
ciency ratings, a method for ap- 
praising numerically the relative 
adequacy of each section of high- 
way. Sufficiency ratings are already 
in use in Illinois and 28 other states 
as a means of providing an irm- 
partial, nonpolitical basis for a 
“first-things-first” annual road i11- 
provement program. 

Other PAR principles include 
proper classification of roads into 
systems; dedication of highway 
use taxes to highway purposes; fai 
distribution of highway costs, an: 
improved highway administratio: . 
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' Highways & Safety... 


Psychologist Dissects 
Driver Personality 


|fully understood 
into account the 


PSYCHOLOGICALLY speaking, a| Volved. 
man behind the wheel under-| Driving, he says, even 
certain personality changes,| traffic rules are respected, has an 
and the automo-| isolationistic rather than a social | 
bile makes people! influence. Motorists, who in their 
less social, in the! personal life may be highly socia- | 
opinion of Dr. D.| ble persons, seek to avoid con- | 


By Gerhardt Neumann 
Staff Writer 


without taking 
human factors in- 


if the | 


goes 





J. van Lennep, of| tact with each other — quite 
the Institute for| naturally, since distance in- 
Industrial Re-| creases safety. 

search at the) “Moreover,” says Dr. Lennep, 





University of 
Utrecht, Holland. 
In a talk before a highway safety 
conference, which was reprinted in 
the May issue of Public Safety, 
the psychologist pointed out that 
the highway situation cannot be 


“for a number of people, not yet 
adjusted to modern technology, the | 
great speed which is achieved by 
an effort as small as pressing a! 
pedal conceals the danger of a cer- 
tain kind of unreality.” 


Everything that goes too easily, 
he believes, makes us see our world | 
as in a dream, “Scenery I pass} 
through at a speed of 50 miles per 
hour, is changed, less real, or at| 
least has an unusual reality,” he 
Jeclares. “On the other hand, this | 
driving gives an exaltation in our} 
sense of freedom, which also has 
an unreal aspect.” 

* x 7 


Motorists in Isolation 
| 


AFE driving, he explains, puts | 

us in the difficult position of 
driving with other people and vet} 
4eing isolated on the road. The 
driver is expected to behave social- | 
'v, but in such a way that it em- | 
nhasizes his isolation. 


Egotistic, self-sufficient charac- 
ters are the first to fall victims 
to this isolation process. But, 
theorizes Lennep, it also may be | 
that it is the unreality which 
attracts a great number of 
drivers who prefer to live in a 
dream world of their own, and it 
is probable that highway traffic 
without accidents will never be 
possible. 

Dr. Lennep suggests that further | 
research should go into the 
problem of intolerance and ambi-| 
guity, and the dangers of ambi- 
cuity in a reality-unreality situ- | 
ation. 









SHORTSTOP = 
IGNITION SPRAY 


lakes but a few sprays 

fo start moisture soaked 
motors. And durable plastic 
wating gives months of protection against 
sialling due to condensation. Greatly reduces 
torrosion, seals out dampness. 

Comes in handy spray can with eusy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 




















| ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 





e Ober s write 
LABS (Division of Zip Abrasive) 
* Cleveland 13, Ohio 













ZACO 
1360 West 9th St 





* * * 


And Now: Back to Earth 


A MORE materialistic approach 
to the problem, however, was 
taken recently by Motor Haulage 
Co., of New York, in cooperation | 
with the Teamsters Union. 

They have adopted a program) 
which provides cash bonuses for 





. : 
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| speed of 25 miles, they discover to 


their amazement that they are 
really traveling 40 miles per hour. 

The best way to avoid “velocitiza- 
| tion,” in the opinion of the experts, 
lis to check the speedometer while 
| approaching a town or city. 


* 


‘As Darkness Falls... 


Danger Hours for Pedestrians 


Are 5-8 P. M. 


The most dangerous time of day 


| for pedestrians is from 5 to 8 p.m., 


according to. statistics of the 


| American Automobile Assn. 
Records show that 63 percent of | 
pedestrian fatalities occur during | 


the night hours. On the other hand, 
more than two out of five injury 
accidents happen between 5 and 8 


p. m., and three out of five take 
place during other hours. 
Among children of school age, 


|the number of deaths and injuries}. 


rises sharply during all hours when 

they are not protected by police 

or safety patrols. 
* 


H & S Shorts 


Auto deaths were up 4 percent 
for the first quarter, according to 
the National Safety Council. High- 
way fatalities amounted to 8,310, 
the council said, and a total of} 
39,000 may be reached at the end) 
of the year if the present accident 
rate continues. 


ok * 


Entries for the Carol Lane 
awards, which recognize women’s 
achievements in safety programs, 
must be submitted not later than 
June 30. For information write 
Alice Catherine Mills, director of 
women’s activities, National 
Safety Council, 425 N. Michigan 
Ave., Chicago. 


The Northwestern University 
| Traffic Institute to be held July 





Aero Willys in Taxicab Version— 
Production of the Aero Willys for taxicab purposes has been announced by Gerry 


E. Lyons, sales vice-president. 


13-17 in Evanston, IIl., will study 
“Accident Records and their Uses” 
Five driver -training movies 
starring Wilbur Shaw, president of 
the Indianapolis Speedway, have 
|been released by the National 
| Safety Council. 


“Mickey’s Big Chance,” a 
driver attitude film for high 
school students, is being made 
available by AAA and its affili- 
| ated groups, according to Ralph 
Thomas, president .. . The Auto- 
| motive Safety Foundation has 
moved to 1200 Eighteenth St., 
Washington 6, D. C. 


Frank T. Magennis, vice-presi- 
dent of Goodyear Tire & Rubber 
Co., was reelected chairman of the 
International Road Federation ... 
Auto dealers in Springfield, Mass., 
are cooperating with public officials 
and the Junior Chamber of Com- 
merce in promoting the second 
teen- ~age roadeo. 





Among standard equipment offered are vinyl door 
panels, sponge rubber seats, heavy-duty springs, floor mats and sun visor. Two-tone 
paint and fresh-air "and heater ducts are optional. 


Month’s Shipments 
Of Truck Trailers 
Climb 13 Percent 


WASHINGTON. March sta- 
tistics issued last week by the De- 
partment of Commerce show that 
factory shipments of truck trailers 
for the month were 6,714 units 


valued at $26.3 million. These 
figures, it was pointed out, repre- 
sent a 13 percent increase in 


number and an 11 percent jump in 
value over the preceding month. 


Shipments of all the more im- 
portant types of truck trailers 
showed increases during March, ac- 
cording to the report. Vans ac- 
counted for 46 percent of the 6,283 
complete trailers shipped, while 
platform jobs ran 28 percent. 

There were 154 companies report- 
ing production or shipments of 
I truck trailers during March. 





Want More Truck Sales? 








-with EXTRA PROFIT? 


You Can Increase Your Sales Volume and Profits by Offer- 
ing Your Prospects Exactly What They Need and Want. 


Montpelier 


URBAN and SIDE-AISLE 


DELIVERY VEHICLES 











Hevicrome Name Plates 


Zine die-cast with heavy chrome 
plate—— NO DIE CHARGE 


@ Quality chrome — EXTRA HEAVY 
@ Small orders filled 
@ Available in original designs 





@ Prompt delivery assured 


| 
For complete details send for free J | 
illustrated brochure and quotations. 





FACTORY 
SECONDS 


Truck and 
Passenger Tires 





White Sidewalls 


15” High Tread 
Used Tires 


MORRIE BLOOM 


335 E. Dickson Ave. 
Mansfield, Ohio 





~in STEMA 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 














|safe drivers on a quarterly rather 


than the customary yearly basis. | 


| At the same time, bonus payments | 


ver driver have been increased | 
from $10 to $60 a year. 
Drivers with consistent ac- 


cident records, on the other hand, 
will be penalized, with penalties 
ranging from a warning to dis- 
missal. 

It was pointed out that under the 
annual system drivers who had an 
accident during the early part of 
the year and were thus precluded 
from getting a bonus lost interest 
in the award incentives and could 
be reached only through discipline. 
The shorter terms are believed to} 
stimulate competition for accident- 
free driving bonuses. 

The program also seeks to end 
resentment of drivers against criti- 
cism from a non-operating employe 
by making the job supervisor re- 
sponsible for the classification of 


each accident. 
* + * 





‘V elocitization’ 
Means Loss of 


Speed Judgment 


The automobile dictionary has} 


|been enriched by another word: | 


“velocitized.” | 

The word describes the condition | 
of a motorist who, after driving 
many miles on the open road at 
j Bigs speed, tends to misjudge his 


| epeed on passing through towns | 
| 
| 
| say, become 
|time or another. Slowing down and 


and cities. 


Most motorists, traffic 
“velocitized” 


experts 
at one 


believing they are driving at a 


are 
ENGINEERED and BUILT 
TO MEET THE SPECIFIC NEEDS 
of YOUR CUSTOMERS 


YOU, the Truck Dealer, handle the complete deal—with the 
full cooperation of MONTPELIER Sales, Engineering and 
Manufacturing Specialists—whether it be for one vehicle or 
a large fleet. You quote your customer on the complete 
“package”. 


Here’s How MONTPELIER Helps You 


1. You tell us the nature of your customer’s business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 




























3. MONTPELIER will submit proposal and quotation to 
YOU—our recommendations based upon more than twenty 
years of experience in building delivery vehicles specially 
designed for maximum delivery efficiency, minimum cost. 


4. Simple, isn’t it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


MONTPELIER Advertising Helps YOU, Too 


MONTPELIER Advertising appears in leading trade pub- 
lications going to those industries using the largest numbers 
of delivery vehicles. Your prospects read them. This 
advertising gets results—inquiries. Cash in on this 
result-getting advertising. 


WRITE, PHONE OR WIRE 
FOR COMPLETE DETAILS 


THE MONTPELIER MANUFACTURING CO., 
WO aaa a eee 


SPECIALIZED 
MOTOR VEHICLES 











South Bend Teachers Learn About Dealers— 


Twenty-five public school teachers in South Bend recently were taken on a tour of a 
local auto dealership by the South Bend-Mishawaka Automotive Trades Assn. L. O. 
Gates Chevrolet, Inc., was host to the group. The occasion was the fourth annual 
Business-Industry Education Day sponsored by the South Bend Assn. of Commerce and 
the school system. At the left of the testing machine is L. O. Gates, president; second | 


from right is Van Gates, general manager. 


J. B. Gets Body Shop 
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In the Hopper 


Proof of delivery of a new vehi-|sult in $1,032,588,100 in additional 
cle from a manufacturer to a dealer revenue in the next six years. 
in applications for titles in Penn-| ‘he pill calls for an increase of 
sylvania would be required under half a cent per gallon in the State 
State Senate Bill 570, introduced by | gasoline tax, as compared with the 
Senator Tilgham A. Freed, Allen-|114 cents suggested in most other 


town Republican |California highway bills. Sponsor 
* + * lof the measure is Assemblyman 

Added Taxes on Autos John W. Evans, Los Angeles Re- 

1 . ae ° publican 

Urged in California .* ¢ = 

A 5 percent sales tax on new Merit-Rate Auto Insurance 


cars is among levies that would be , a a 
| placed on gabemehiies if a bill in- Studied in Massachusetts 
troduced in the California Legis- More than 1,500,000 motorists in 
lature is passed. Massachusetts would go on a 
Besides the 5 percent tax on new | Merit-rating insurance system un- 
cars, the bill proposes a 1 percent|der terms of a bill reported by 
‘lad valorem tax on motor vehicles, | Legislature. 
|a 5 percent levy on auto insurance If the bill is passed, the merit 


A body and paint shop has been | J. B. Motor Co. (Mercury), 118 S.|and a 5 percent sales tax on tires.| rating would go into effect in the 


added to the service department of! A St., Arkansas City, Kans. 





It is estimated the bill would re-| near future, but there would be no 





DRILLING PLATFORM AND TENDERS OFF-SHORE IN THE GULF OF MEXICO 


oil under troubled waters 


Four days after Christmas, 1845, Texas gave 

up its independence and voluntarily became 

the twenty-eighth state. Under an annexation 
agreement, the new state was given title to all unsold lands 
within its public domain. 


One hundred years later, Texas was involved in a 
puzzling controversy: a federal government long respected 
for adherence to its treaties was denying Texas’ annexation 
rights —to the benefit and enrichment of a greedy few. 
The Big Grab was on. 


INTEGRITY WAS REAFFIRMED in the action of Congress 
and President Eisenhower returning the stolen tidelands 
rights to Texas and other coastal states. This move con- 
cluded a shameful episode — fostered by greed and 
nourished on chicanery — but ending on a note of hope. 


THE DALLAS NEWS stepped into the battle early. Front 
page editorials plus superb reporting by News State Editor 
Allen Duckworth stripped the tidelands issue of its phony 
legal garb and exposed it for the socialistic Big Grab it was. 
Texans confused and misled by federal double-talk read 
damning evidence presented by Duckworth in a series of 
nine News articles in the spring of 1951 —and got mad. 


TEXAS HAD A LOT to lose, for more than $7 million had 
already entered the state school fund from offshore leases 
to oil prospectors. But there was a much greater loss in the 
balance — possible use of the Big Grab lever to nationalize 
harbors, inland lakes and rivers, and ultimately basic indus- 
tries. Texans had to know how high the stakes were, and 
The News told them. Told them so well that Duckworth’s 
Big Grab series was reprinted in the Congressional Record 
as well as 30 other newspapers in 14 states. 


TEXANS ACT on what they read in The News, for The 
News is their trusted and respected North Texas neighbor. 
This conviction accounts for The News’ dominance in its 
$4 billion Double Dallas Market. It adds measurable 
impact to your sales message seen in the pages of The 
Dallas News, Texas’ most influential newspaper. 
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CRESMER & WOODWARD, INC., Representatives 
New York + Chicago + Detroit + Atlanta + San Francisco + Los Angeles 


ONE OF A SERIES: THE STORY BEHIND THE NEWS’ CLEAR-CUT LEADERSHIP IN TEXAS 


1 
revision of compulsory auto n- 
surance rates until Jan. 1, 1556 
The merit-rating plan, proposed by 
| Gov. Christian A. Herter, is ain ed 
}at rewarding careful drivers id 
|removing law violators from he 
| road. 


* + 


| Tax on New-Vehicle Sales 


Sought in Delaware 


A bill to impose a tax on each 
new motor vehicle sold in the 
state has been introduced in the 
| Delaware Legislature by Rep. 
David C. Speicher, Bridgeville 
Republican. Under the measure, 
tax stamps would be issued by 
the State Tax Department. 


Es x * 


Tucson Decides on Fees 


For Licensing Dealers 

The Tucson City Council, meet- 
ing as a committee of the whole, 
has decided on the following quar- 
terly fees for licensing of auto 
dealers: $40 for new-car dealers: 
$40 for used-car dealers who also 
sell “near-new” models; $30 for 
used-car dealers, and $10 additional 
for new-car dealers who wish to 
handle used cars independently of 
new cars. 


The committee junked a previous 
proposal for charging dealers a fee 
based on a sliding gross-sale basis. 
Dealers had protested that gross 
|sales volume is no reflection of 
profit. 





|R. I. Dealer Licensing Board 


Gets Revocation Powers 


Gov. Dennis J. Roberts has 
signed into Rhode Island law a 
bill making the Automobile 

| Dealers Licensing Commission 
| independent of the State Registry 
| of Motor Vehicles. 


The new law gives the com- 
mission, rather than the regis- 
trar, the power to revoke or sus- 
pend dealer licenses. 

* * * 


|\N. H. Kills Bill to Exempt 


|Used Cars from Stock Tax 


A bill which would have ex- 
empted used cars from New Hamp- 
shire’s stock-in-trade tax has been 
killed by the House. 


Its sponsor, Rep. James H. Hayes, 
of Concord, said he had _ intro- 
duced the measure at the request 
of the New Hampshire Automobile 
Dealers Assn. and argued that 
dealers were being subjected to 
“double taxation” in the assess- 
ment of the stock-in-trade levy on 
second-hand autos. 


Rep. James F. Malley, of Somers- 
worth, asserted that it would be 
impossible for tax assessors to 
break down specific transactions, 
such as used-car sales, in arriving 
at the stock-in-trade tax on a 
dealer. 





* * 


Alabaman Would Outlaw 


|Compulsory Unionism 


A bill to outlaw the closed shop 
and other forms of compulsory 
unionism in Alabama has been in- 
troduced in the Legislature by 
Senator Johnson, Chambers County. 

« © * 


Mich. Truck Bill Killed 


Michigan’s Senate has killed a 
bill which would have required 
trucks to have power-driven wind- 
shield wipers. 








| Wheel for Tubeless Tire— 


| Budd Co., Philadelphia, is testing 2 
| truck wheel for tubeless tires. Such tirs 
| have been successfully used on jet-p'>- 
| pelled aircraft, as well as on cars, i¢ 
| company notes, 
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Choosy Buyers Cut Profit Margin... 





New Orleans Inventories at Peak 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—The consensus 
among dealers here is that cus- 
tomers are getting very choosy and 
are shopping more than ever, Deal- 
ers believe that customers have 
sensed the competitive market and 
are taking advantage of the situa- 
tion. Practically all dealers are of 
the opinion that the buyer’s market 
is definitely here. 

Dealer inventories, with the ex- 
ception of the three low-priced 
cars, are the largest since the 
war, 

As far as sales are concerned, 
more new cars have been sold dur- 
ing the first four months than for 
any corresponding period. 

While new-car sales have been 


Oil Change ‘Pact’ 
Urged for Dealers, 


Service Stations 


WHITE SULPHUR SPRINGS, 
W. Va.—Auto dealers and service 
station operators should get to- 
gether on the question of oil 
changes, according to C. M. Heinen, 
of Chrysler Corp.’s engineering di- 
vision. | 

Heinen suggested before the 
American Petroleum Institute lu- 
brication committee that represen- 
tatives from the two industries 
settle any differences of opinion re- | 
garding frequency and conditions 
of oil changes. 

If this were done, he said, manu- | 
facturers’ instruction manuals 
would agree with oil change recom- 
mendations posted in service sta- 
tions everywhere. 


Reo Gets Contract | 


For Rescue Units 


LANSING.—Reo has announced 
receipt of an additional contract 
for Calamity Jane rescue service | 
trucks for the Federal Civil _ 
fense Administration. | 

The new contract calls for 61 of | 
the vehicles, making a total of av8 
for which FCDA has contracted on | 
behalf of state and local civil de-| 
fense agencies in many parts of the | 
country. 

The trucks are purchased by the | 
local agencies through FCDA on a 
matching-fund basis with the| 
Federal Government. 

Special bodies for the 61 new 
Calamity Janes will be made a 
Swift All-Steel Body Co., Ince., 
Saginaw, Mich. 





Europe-Bound? 

AAA Releases 1953 Edition | 

Of Motoring Guide 

WASHINGTON.— The American | 
Automobile Assn. last week an-| 
nounced publication of its 1953 edi-| 
tion of “Motoring Abroad.” | 

The publication includes  sug-| 
gested motor itineraries through | 
the principal countries of Europe, 
details on automobile shipping and 
rates, a table of currency exchange, 
tips and packing, and other in- 
formation needed by motorists pre- | 
paring to travel in foreign lands. 


Court Order Silences 


Protester of ‘Lemon’ 

HUNTINGTON, W. Va. — Signs | 
reading “This Car Is a Lemon” and | 
“The Price of Lemons Has Gone 
Up—I Paid $2,800 for This One’”’| 
have been barred from the auto of | 
an owner who in this fashion pro- | 
claimed that he had received an| 
unsatisfactory deal from a used-car 
dealer. 

The restraining order was issued | 
in Circuit Court after Colonial 
Motors, Inc., of Huntington, said 
the signs were injuring its business 
in selling the same make of auto- 
mobile. 





Fire Razes Crout Garage 


Garage and storage facilities of 
E. A, Crout Motor Co. (Ford), of 
Holly Hill, S. C., was destroyed by 
fire recently, along with four new 
cars, a used truck and a used car. 
The blaze started when a light cord 
exploded and set off a flash gaso- 
line fire. 





1 


climbing, the profit per car is on| 
the decline. Many dealers have 
been giving overallowances, while 
others have been giving discounts | 
on clean deals. 

One dealer said, “The day for a} 
full gross profit per unit is over. 
Those de alers who are holding out 


Michigan Roadeo 





‘Set for Aug.5-8 


LANSING.—The Michigan Truck- 
ing Assn. announced here last week | 
that the 1953 state championship 
roadeo will be held here during | 


| the first week in August. 


The announcement followed a) 


|meeting of the state roadeo com-| 


mittee, under the chairmanship of | 
Walter Test, president of Truck | 
Transport Co., Detroit. The roadeo 
will start with a parade Aug. 5, 
and will close after the contest | 
| finals at Lansing airport Aug. ‘8. 


61/2 to 14 tons 





Capacities 


Cab-to- 
Axle 


for lush profits are not doing the 
business. You just have to give a 
portion of your profit to make a 
deal.” 

Used cars are still retarding new- 
car sales with some dealers. These 
dealers do not trade when they are 
overstocked with used merchandise. 

New-car dealers in particular 
are scraping the bottom of the 
barrel for gimmicks to sell used 
cars. They are advertising such 
offers as 100 gallons of gasoline 
with every used car purchased; 
$10,000 public liability insurance 
policy; one-year lubrication con- 
tract; 90-day written guarantee; 
two-day trial period or your 
money refunded, and $100 dis- 
count. 

The retail used-car picture has 
been exceedingly spotty. A few 
|} dealers have no complaint, but, as 
a whole, used cars are not moving 
as they should at this time of the 
year. 

Virtually no wholesale business is 


| being done as most of the inde- 


Body 
Length 


Over- 
Hang 
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pendent operators are overstocked. 
These operators are buying just 
what they need from new-car deal- 
ers when they shop a tradein. 
Every month more new-car dealers 
are being forced back into the re- 
tail used-car business in a big way, 
with some opening additional used- 
car outlets. 

The truck situation has become 
a cat-and-dog fight among dealers. 
Many are selling trucks at cost, 
with some dipping below cost. 

Dealers say this “cutthroat” 
market situation came about as 
the result of their being forced to 
take trucks in percentage ratio to 
the number of new cars given them. 


Galion Dump Units 


Now High-Tensile 


GALION, O.—Galion Allsteel 
Body Co., announced last week 
that it now is using high-tensile 
steel exclusively in all its dump 
truck bodies, ranging in capacities 
from three to 27 tons, 

This material, previously used 
only in extra-cost, heavy - duty 
bodies, will make possible over-all 
weight savings up to 25 percent, 
according to Oliver C. Henkel, 
president. 










Exclusive St.Paul Advantages 
@ New equi-lift strut arms, with self- 


@ Complete hoist line for all body lengths 
@ Most payload capacity per dollar 

@ 15 to 50% lower installation costs 

@ NEW friction-free hydraulic system 

@ Handy dash-mounted cable controls 

@ 1” to 1%” lower mounting height 


Write for new descriptive literature 


ST.PAUL HYDRAULIC HOIST, Customer Service Dept. 





Wayne. Michigan 


aligning torque tube 
@ improved uni-flex subframe 


6 to 271/2 tons 


Fanta; [| erin ne ot bey tag hee —_ 
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FLASH-A-CALL 
STAT) 


offers you 


UU OPA A kt asl ella 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-51, Chicago 5, Illinois 
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® Replaceable bushings at key load points 


@ Job-proved piston safety stop 


@ Better “engineered quality” throughout 


S-HFD-1 





























Used-Car Auction Prices 


Market Trend 


Wholesale used-car prices remained nearly steady last week, ac- 
cording to Automotive News’ used-car index, as the overall average 
price dropped only $1 to stand at $1,017. 

The biggest loss for the week was a drop of $14 for ’46s, according 
to the index. Others to lose were ’53s, $13; ’47s, $6; ’48s, $4, and ’49s, $2. 

A gain of $24 was shown for ’52s—the largest increase for the week. 
Other gainers included ’51s, $8, and ’50s, $3. 

Activity at the auctions was apparently better during the week, as 
the sales ratio climbed to 67 percent for the period. At 12 representa- 
tive auctions last week, 1,730 cars were sold from 2,581 offerings. At 
the same auctions a week earlier, 1,723 cars were sold from 2,619 
offerings for an average of 66 percent, 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


LOS ANGELES $1,950; Bel Air sedan, 2 at $2,150; sta- 


tion wagon, $2,050. '52 SL Special seda 
(Los Angeles Auto Auction. Sale every $1,065; SL Deluxe sedan 31,400°. Bi 
Tuesday and Thursday. Prices are for sale SL Deluxe sedan, 2 at $1,200*, 2 at $1,- 





of May 14-19.) 170, $1,220*, $1,285*, $1,160; conv., $1.- 

(Demand very good this week with the 390*, $1,500. 50 SL ‘Special sedan, $950, 
market steady to upward on most units. $975; SL Deluxe sedan, $1,070, 2 at $1,- 
Sold 311 cars out of 475 offerings.) 000, 2 at $1,010, $1,050, $940: Bel Air, 


BUICK —'53 RM Riviera 2-dr., $3,285*,| $1,250*, $1,180.''49 SL Deluxe sec 
$3,260*, $3,180*; Super Riviera 2-dr., $875, $740, $600; SL Special sedan ‘$025; 
$2,975*. '52 RM Riviera 2-dr., $2,095*,| ‘48 FL sedan, $640. '46 SM sedan $440. 
$1,805"; Super Riviera 2-dr., $2,105*, | DeSOTO—'53 Powermaster sedan, $2,325* 
$2,090°. 51 Super Riviera 4-dr., $1,545*, | '52 Sportsman, $1,800*. '51 Deluxe se- 
$1,515*, $1,375*; Super conv., $1,470* ; dan, $1,050. ’46 Custom sedan, $385. 
Special 4-dr., $1,265*. '50 Super Riviera | pODGE—'53 Diplomat, $2,310*: Coronet 


2-dr., $1,340*, $1,015*; Super conv., $1,- sedan, $2,000*. ’ 
315*: Special sedanet, $985*; Special] +4, Sass maa eae 
4-dr., $950*, $915*, $895*. FORD—’53 Custom (8) sedan, $2,050*. °52 
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Main (6) sedan, $1,400; Custom (6) oe: | 
dan, $1,400; Custom (8) conv., $1,790*. 
‘51 Custom (6) sedan, $950, $1,015, $950; | 
Victoria, $1,410*; Deluxe (8) sedan, | 
$985, $1,000, $1,010. '50 Custom (8) se- | 
dan, 3 at $850; Victoria, $1,080. °49 | 
Custom (8) conv., $750; Deluxe (8) se- | 
dan, $710; Custom (8) sedan, $700, $635, | 





Average Used-Car Prices 


(Compiled by Automotive News) 












$680, $825; Custom (6) sedan, $690, °48 
SD (8) sedan, $390, $460, $500. | Model ite éate) 1953, “953 
Bvpuer _ PM —_ $1,030 $1,017 $1,054 $1,106 1953 $2,294 $2,305 $2,357 
f sedan, $370. wae Dae 32,505 0 
LINCOLN —'49 sedan. $450 1952 1,620 1,670 1,810 
MERC y—'§ sede : ma | 5 "185 "255 ; 
eo", eae a e a = $1: 1951 1,185 1,255 1,342 ; 
_sedan, $720. ‘47 station wagon, $620 | 1950 955 997 1,054 i 
an h. Rambler station wagon, $990. | 1949 747 791 816 | 
"50 Ambassador sedan, $850 | 5 5 5 i 
OLDSMOBILE—'53 Super (88) sedan, §2.- | eng aoe nae ae | 
740*, $2,620*, (98) conv., $3,300*, °51 one 434 461 482 | 
(98) Holiday, $1,740*; (88) sedan, $1,- | 1946... 360 368 395 
740*; conv., $1,730*. '50 (88) Holiday, | May Apr. March Overall —— } 





Average... $1,017 $1,054 = $1,106 | 
(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 


$1,230*; sedan, $1,300*. '47 (76) sedan, 
$140. 
PACKARD—'49 (200) sedan, $600. 
PLYMOUTH—’'53 conv., $2,350*. '52 Cran- | 
brook club coupe, $1,285. '51 Cranbrook 
sedan, $1,110. Vd Deluxe business coupe, 
"4h 














$700, $680, Special Deluxe sec , 
$700, $745, $810. 4 Special on a a. ate off, generally — real | FORD—’52 Custom (8) 4-dr., $1,550*. '50 
dan. $460, $350. | an we 125 ae " ng steady. Sold 87 cars Deluxe (8) 4-dr., $875; Custom (6) club 
PONTIAC—"53 Catalina, $2,960*, $2,950*, | °U*' 25 offerings.) | coupe, $770. ’49 conv., $905. '48 Deluxe 
os, $2,910*; Chieftain (6) sedan, ae oe = Riviera 2-dr., $2,785*,| (8) 4-dr., $402. 46 SD (6) 2-dr,, $315. 
2,300; Chieftain (8) sedan, $2,575". '5 51 Super Riviera 2-dr., $1,675; 4-dr., | KAISER—’5 ; B) 2- 545 
Chieftain (8) sedan, $1 708, $3,500"; $1,340, $1,565*. '50 Special 4-dr., $940. MERCURY ’52. Monterey. $1,770 71.008 
Catalina, $2,175*, $2,235*, '51 Catalina, 49 Super conv., $750. '46 Super sedanet, 2-dr., $1,865". °51 2-dr., $1,330*, '50 2 
$1,620*. '50 Chieftain (6) sedan, $1,095". | $340. dr., $1,130°. yaaa 2 : 
"48 Torpedo sedan, $680, $620. '47 SL (8) | CHEVROLET—'52 SL Deluxe 4-dr., $1,- | NASH—'’51 Rambler conv., $825. '49 (600) 
2-dr., $430, 475*. '51 SL Deluxe 2-dr., $1,080; 4-dr., | Sedanet. $525. 
STUDEBAKER—’53 Champion 2-dr., $1,-| $1,100*. °50 SL Deluxe 2-dr., $900, ’49 | OLDSMOBILE—’51 (88) 4-dr., $1,320, $1,- 
a SL Deluxe 4-dr., $710, $725, $740. 825*. '49 (88) sedanet, $875. pa | 
WILLYS—’51 station wagon, $980*. CHRYSLER—’52 Saratoga, 4-dr., $1,895*, | PLYMOUTH—'51 Cambridge 4-dr., $975; 
°51 NY 4-dr., $1,335*, '50 Windsor 4-dr.. Cranbrook 4-dr., $1,110. ’50 Deluxe club 
FORT WAYNE IND | _ $1 999, coupe, $730. '46 SD 4-dr., $290. 
; Rie P | DeSOTO—’51 Custom conv., $1,600*. PONTIAC—'52 Chieftain (6) 4-dr., $1,700* ‘ 
(Carl Marker’s Auction. Sale every Tues- | DODGE—'51 Wayfarer 2-dr., $895. °50| ‘51 SL (6) 2-dr., $1,170; Chieftain (8) 
day. Prices are for sale of May 19.) Wayfarer 2-dr., $790. (Continued on Page 41, Col. 1) 





CADILLAC—’53 (62) Coupe deVille, $5,- Z 
650*; club coupe, $4,950*, $4,640*; 4-dr., 
$4,800*, $4,750*. '52 (62) Coupe deVille, 
$4,135*; club coupe, $3,800*; 4-dr., $3,- 
450°. ’51 (62) coupe, $3,355*; conv., 
$3,145*; (61) coupe, $2,900*, °50 conv., 
$2,780*; (60) 4-dr., $2,495*; (62) 4-dr., 
$2,210*, $2,405*; (61) 4-dr., $2,225*, $2,- 
190*, $2,065*. '49 (61) 4-dr., $1,400". 
'48 (62) 4-dr., $1,200*. '47 (62) 4-dr., 
$800*. 

CHEVROLET — '53 (210) conv., $2,150*; 
club coupe, $1,850. '52 Bel Air, $1,830*; 
SL Deluxe 2-dr., $1,520*, $1,385, $1,360, 
$1,355, $1,345, $1,300; 4-dr., $1,575*. ’51 
station wagon, $1,500; SL Deluxe 2-dr., 
$1,260*. '50 conv., $1,285*; sedan, $915, 
$685. °50 Bel Air, $1,275*; SL Deluxe, 
2-dr., $950, $1,050, $925. °49 FL 4-dr., 
$855, $795; SL Deluxe 4-dr., $895; SL 
Special business coupe, $605. °48 FL 
2-dr., $700, $600. 

CHRYSLER—’53 N. Y. 4-dr., $2,850*. ’51 
Imperial 4-dr., $1,960*, $1,675*; Wind- 
sor 4-dr., $1,485*, $1,345*. °50 Royal 
4-dr., $860. '49 N. Y. 4-dr., $910*. 

DeSOTO — ’50 Carryall, $1,125*; Custom 
4-dr., $1,110*. °49 Custom 4-dr., $810*. 
°46 Custom club coupe, $545. 

DODGE—’51 Coronet 4-dr., $1,260*; Mea- 
dowbrook 4-dr., $1,240. °49 station 
wagon, $850. °48 Custom club coupe, 


$620. 

FORD —’53 (6) ranch wagon, $2,495*; 
(8) Victoria, $2,010*; Custom (8) 4-dr., 
$2,010. °52 Victoria, $2,200*, $2,100*, 
2 at $2,000*, $1,915*; (8) ranch wagon, 
$2,030*, $1,970; Custom (8) 2-dr., $1,- 
675, $1,620; Main (6) 4-dr., $1,320. ’51 
Victoria, $1,450*, $1,380*, $1,390*, $1,- 
375*, $1,360*; conv., $1,365". °50 conv., 
2 at $995; Deluxe (8) 2-dr., $975, $810; 
Custom (6) 4-dr., $815, $765. '49 Custom 
(8) club coupe, $800, $770, $710; 4-dr., 
$795, $685. "48 SD (8) 4-dr., $445. 47 
conv., $545. 

HUDSON—’50 Commodore (6) club coupe, 
$770. 

KAISER—’52 Virginian 2-dr., $1,300*. ’51 
4-dr., $1,155*, $1,000*, $710. 

LINCOLN—’'53 Capri club coupe, 2 at $4,- 
070*, °52 Cosmopolitan club coupe, $2,- 
845*, $2,260*. °49 4-dr., $590, $550. 

MERCURY—’53 club coupe, $2,810*, $2,- 
760*, $2,655*, $2,575*. °52 club coupe, 
$2,245*. '51 club coupe, $1,520*, $1,390", 
$1,340*, $1,330; 4-dr., $1,255*, $1,095*. 
"50 4-dr., $1,060; club coupe, $1,030. '49 
station wagon, $1,025*; 4-dr., $830, $820, 
$735. ’48 conv., $700. 

NASH—’52 Rambler conv., $1,400*. °51 
Rambler station wagon, $1,045*; Ram- 
bler conv., $975*. '50 Rambler conv., 
$740. °49 (600) 4-dr., $335. 

OLDSMOBILE—-'53 (98) Holiday, $3,540*; 
Super (88) Holiday, $3,415*, $3,350*; 
4-dr., $2,895". °52 (98) 4-dr., $2,165°*; 
Super (88) club coupe, $1,850*. °51 (98) 
Holiday, $1,975*, $1,500*, $1,395*; (88) 
Holiday, $1,880*, $1,820*. "50 (98) conv., 
$1,490. °49 (98) 4-dr., $895*; (88) club 
coupe, $885*. °48 (98) conv., $750*, 
$550*; (66) club coupe, $525. ‘47 (66) 
club sedan, $450*. 

PACKARD—’53 conv., $4,500*, ‘51 (300) 
4-dr., $1,490*. 

PLYMOUTH—'53 Cranbrook 4-dr., $1,770; 
Cambridge club sedan, $1,705. °52 Sub- 
urban, $1,495; Cranbrook club coupe, 
$1,365; 4-dr., $1,265, $1,190. ‘51 Sub- 
urban, $1,395, $1,285; Cambridge sedan, 
$1,045, $980. °'49 Deluxe 4-dr., $710, 
$580, $500. ‘47 business coupe, $570; 
SD coupe, $500; SD 4-dr., $275. °46 
conv., $400. 

PONTIAC—’53 Catalina, $2,750*, $2,730*; 
conv., $2,700*. °52 Catalina, $2,170*, 
$2,150*, $2,045*, $2,025*, $2,005*, $1,- 
940*; conv., $1,700*. '48 Chieftain (8) | 
club coupe, $795*. °47 Chieftain (6) | 
4-dr., $440. 

STUDEBAKER—’53 Commander (8) Star- | 
liner, $2,760*, $2,335*%; Champion club 
coupe, $2,235*, $1,830. ‘51 Champion | 
Starliner, $1,005*. ‘50 Champion Star- 
liner, $890*; 4-dr., $820*, $795*; Com- 
mander 4-dr., $730*. '47 Starliner, $505*. 

MISCELLANEOUS — ‘48 Prefect 4-dr., 
$245. 








ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale ev- | 
ery Monday. Prices are for sale of May 18.) 
(Despite heavy rains and poor retail | 
activity in the area, the market remained | 
strong. Bidding was spirited, car quality | 
exceptional and prices remained level. | 
Sold 153 cars out of 185 offerings.) 
BUICK—’51 RM station wagon, $1,711"; 
sedan, $1,585*; Special sedan, $1,100*, 
$1,200*; Super conv., $1,550. '50 RM se- 
dan, $1,110*, $740*; Super sedan, $975; 
Special sedan, $960, "49 RM sedan, $720, 
$800; Super sedan, $830, $850. '46 Su- 
per conv., $460. | 
CADILLAC—'53 (75) Limousine $5,100*. | 
’52 (62) sedan, $3,437*, $3,825*. '50 (61) 
sedan, $2,175*, $2,090*. °48 (75) 4-dr., 
$560*. °47 (75) limousine, $750*. 
CHEVROLET—'53 (210) sedan, $2,285°, | 





New York Sunday News Sections circulation 
& percentage of family coverage 


ee Ne ss Sais 4,128,713—total city, suburban, and country 

oS ee 1 ,668,753—outside New York City and fifty mile zone 

City & Suburbs . . . 2,459,960—62.0°.,, in New York City and fifty mile zone 

SplitRun ...... 1,229,980—31.0°.,, every other copy in New York City and suburbs 
Manhattan. ..... 1,165,450—64.0°.,, in Manhattan, Bronx, Staten Island: suburban 


soles New York, Connecticut and Northern New Jersey 
Manhattan-Bronx . . 688,338—62.4°,,, in Manhattan, Bronx, Staten Island 


Westchester... .. 158,195—64.8°,,, in Westchester, Fairfield and Putnam counties 

Breskiyn Breathe 959,722—63.2°,, in Brooklyn, Queens, Nassau and Suffolk counties 

Kings ........ 450,013—56.6°., in the borough of Brooklyn only 

Queens-Long Island. 509,709—70.6°,,, in Queens, Nassau and Suffolk counties 

Queens. eae 302,240—65.4°.,, in the borough of Queens only 

Nassau-Suffolk ... 207,469—79.7°,,, in Nassau and Suffolk counties 

an a ree 334,788—53.0°., in Newark and adjacent Southern New Jersey counties 
-pergen ... 191,012—65.5%, in Passaic, and in Bergen and Sussex counties 

Hadeon ....... 119,428—69.6°., in Hudson county, except Arlington, East Newark, 


Harrison and Kearny 
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e e ‘48 Land Cruiser, $430. $1,110; Deluxe (S) 2-dr., $925. '50 Cus- 
Used-Car Auction Prices Sito’ ag, nh, Ho, f 
- r > Custom (8) 4-dr., $705, $525, $450. °47 
r pong sani GA. Custom (8) 2-dr., $440. 
(Tom ewitt Auto Auction. Sale every Dsonw_’ , i 9 19K¢ 
: Thursday. Prices are for sale of May 14.) saan a yin . an aes — 
(Continued from Page 40) | _ (Market average—no apparent change | “4 Gr $1,200 oe 
t-dr., $1,435*. '50 Chieftain (8) sedanet, , DODGE —'52 Wayfarer 2-dr., $980. '51 alee Sold 275 cars out of 335 | mERCURY—'52 4-dr., 2 at $1,800. °51 
$1,020. "49 SL (6) 4-dr., $860. "48 Chief- Wayfarer 2-dr., $830. '50 Wayfarer 2- eae club coupe, $1,225, '49 2-dr., $740; 4-dr., 
tain (6) sedanet, $655. "47 Chieftain (8)| dr., $685. BUICK "niet , ae oe ei "51 whem ‘47 club coupe, $425. 
club coupe, $525 " 28 Wintas 6 Anne dai aoe Super iviera -dr., .625*, 1,640*, | NAS ‘52 Rambler station wagon, §$1,- 
STUDEBAKER "52 Commander 4-dr., $1,- | "aa aon "Danan tar Gain. ee ee $1,570; Special 2-dr., $1,450, $1,290, $1,-| 200. "49 (600) 4-dr., $410. 
295*. ‘51 Land Cruiser 4-dr., $1,000. '50 990*: Main (8) 2-dr.. $1,830. $1,700. ’52 | 250, $1,180, $1,150. '49 Super 4-dr., $800; | OLDSMOBILE—’53 (98) club coupe, §3,- 
Champion 4-dr., $600, $710; Starliner Custom (8) 4-dr., $1.660, '51 Victoria, RM 4-dr., $775. | 350*; Holiday, $3,300*, $3,200*; conv., 
coupe, $750. '47 Commander 4-dr., $340. | 1 455*- conv "'$1,395* "50 station | CADILLAC ~'52 (62) 4-dr., $3,800*. '51| $3,100; 4-dr., $3,050; Super (88) conv., 
wagon "$950 "49 Custom +8) S.dr.. $670 sedan, $2,675*. ‘50 (61) 4-dr., $2,000*. $3,050*. '52 (98) 4-dr., $2,300*; Super | 
“NVE : 3 “y. $545. '47 conv.. $570. °46 | '48 (62) 4-dr., $1,260*%. '47 y., $600. 88) 2-dr., $2,170*; Deluxe (88) 2- 
DENVER 48 conv., $545. '47 conv., $570. '46 club | ,..48 (62) 4-dr., $1,260%. °47 conv., $600 ion ; 2-dr., 
- - coupe, $525 | CHEV ROLET—'53 Bel Air conv., $2,410*, $1,580. ‘50 (88) conv., $1,380*, $1,300; 
(Denver Auto Auction Sale every : a 2,225*; club coupe, $2,175*; conv., $2,-| 4-dr., $1,145. 
Thursday. Prices are for sale of May 21.) | HUDSON—'51 Commodore (8) 4-dr., $1,-| 150*; 2-dr., $2,140*; (210) 4-dr., $2,000*; | PLYMOUTH —'53 Cranbrook club coupe, 
Prices steady to slightly up. Sold 162 | 205. ‘48 Commander (8) 4-dr., $175. | club coupe, $1,990; conv., $1,975*; %-ton $1,775; Cambridge club sedan, $1,710. 
cars out of 277 offerings.) | KAISER—'52 Traveler 4-dr., $1,100. ‘47 pickup, $1,300. '52 Bel Air, $1,600; FL ’52 Savoy, $1,490; Cambridge 4-dr., $1,- 
BUICK — '53 RM Riviera 2-dr., $3,110*; | 4-dr., $115. | Deluxe 2-dr., $1,525*; SL Deluxe 2-dr., 075. '51 Belvedere, $1,100. '50 SD 4-dr., 
RM 4-dr., $3,025*; Special 4-dr., $2,- | MERCURY ‘53 Monterey, $2,395*. °51/| $1,480*, $1,300*, $1,200, $1,100, $1,025. $885. 
145. ’°51 RM 4-dr., $1,470*, $1,400*. '50/| 2-dr., $1,420*, $1,380; 4-dr., $1,250*, $1,-| °51 SL Deluxe 2-dr., $1,190, $1,085, $1,- | PONTIAC ’53 conv., $2,750*, $2,700*; 
Super 4-dr., $1,105*, $1,015*. ‘49 RM} 175*. °50 2-dr., $1,000. °49 conv., $750; 000; conv., $1,175*, $1,137. °50 FL 2-dr., Chieftain (8) 4-dr., $2,450*. ’52 Cata- 
conv., $840. 48 Super 4-dr., $365. '47]| 4-dr., $740, $650. $1,050, $950; Bel Aire, $1,005; FL De- lina, $2,080*, $2,050*, $1,900; Chieftain 
Super conv., $645. | NASH—’51 Ambassador 4-dr., $1,070. '50| luxe 2-dr., $950; 4-dr., $975, $830, $820. (8) 4-dr., $1,560*, $1,415; 2-dr., $1,500. 
CADILLAC—'52 (62) club coupe, $3,770*. | Rambler conv., $735. '49 Ambassador 2- °49 conv., $1,225; SL Deluxe sedan, $900, "50 Catalina, $1,380*, $1,200*; Chieftain 
"51 (62) conv., $3,150*; Coupe deVille,| dr., $505. $735, $625, $600. '48 SM sedan, $430. (8) $1,105, $915. '49 2-dr., $780. 
$3,050*; 4-dr., $2,700*. °49 (62) club| OLDSMOBILE—’53 (98) Holiday, $3,570*; ‘47 FL aerosedan, $440. '46 FL aero- | STUDEBAKER—’51 Champion 4-dr., $925. 
coupe, $1,755. °47 (61) 4-dr., $715. (88) conv., $3,250*; Holiday, $2,905*. '51 | rad $540. 
CHEVROLET—’53 Bel Air club coupe, §2,- Super (88) 4-dr., $1,575. '50 (88) 4-dr., | CHRYSLER—'53 Windsor 4-dr., $2,500*, I 
295*; (210) conv., $2,245*; Bel Air 4- $955*. ‘49 (S88) 4-dr., $840*. | §$2,375*. '51 Imperial 4-dr., $1,560*; club N. PLAINFIELD, N. J. 
dr., $2,105*; sedan delivery, $1,580. "52 | PACKARD—’47 Clipper 4-dr., $405. | coupe, $1,490. °50 4-dr., $1,060*; club (Lebanon Auto Auction. Sale every Wed- 
SL Deluxe 2-dr., $1,425*, $1.270. °51 | PLYMOUTH — ’53 Cranbrook 4-dr., §$2,- coupe, $950. nesday. Prices are for sale of May 20.) 
Bel Air, $1,395*, $1,325*. '50 FL Deluxe 020*, $1,765; Belvedere, $2,005. °50 SD | DeSOTO—’51 Custom 4-dr., $1,100. (’52s definitely heading downward. Ac- 
4-dr., $985, $940. °49 conv., $900. club coupe, $930. '48 SD 4-dr., $425. '47| DODGE—’53 Coronet 4-dr., $2,250*%. °52)| tivity most brisk °46s to °50s. Sold 79 


CHRYSLER—’53 NY 4-dr., $2.475*. ‘51 Deluxe 4-dr., $200. 
Saratoga 4-dr., $1,490. °49 Windsor 4- | PONTIAC—’53 Catalina, 


coupe, $1,000*; Champion 4-dr., $870*. $1,190; Custom (8) 4-dr., $1,160; 2-dr., 











| Meadowbrook 4-dr., $1,160*; Wayfarer]! cars out of 114 offerings.) 
2,775*, $2,670*, 2-dr., $1,000. BUICK—'51 RM sedan, $1,540*; Special 


dr., $845; NY 4-dr., $775. °46 Windsor $2.645*; Chieftain (8) 2-dr., $2,485*; 4- | FORD—’53 Country Squire, $2,410*; Vic- sedan, $1,310*. '50 RM sedan, $1,080*; 





sedan, $385. dr., $2,355*. ’51 Chieftain (8) 2-dr., $1,- toria, $2,300*; conv., $2,100*; Custom Super sedan, $1,110*, $1,090*, $1,040; 
CROSLEY—’50 station wagon, $165. 225*, $1,205*. °50 Chieftain (8) 4-dr., (8) 4-dr., $1,900*; "52 Custom (8) 4-dr., Special sedan, $770. '49 RM sedan, $960*. 
DeSOTO — '51 Deluxe 4-dr., $1,180*. ‘50 $1,165; SL (8) 2-dr., $975. $1,750*, $1,675, $1,660, $1,620, $1,600; 48 RM conv., $720*; sedan, $460. 

Custom 4-dr., $1,060*. STUDEBAKER—'51 Commander (8) club 2-dr., 2 at $1,525, $1,500. °51 conv., 'CADMILLAC—’'51 (62) sedan, $2,450*, ‘’48 





Nal theta te aati 


GABCER 





Now you take 


And Brooklyn’s quite a lot to take! The 
Borough of churches, homes, and Bums tallied 
2,738,175 population in the 1950 Census, can 
give pernts to Philadelphia and Detroit. LA’s 
not even in the same league. Add Metropolitan 
Long Island, and you crowd Chicago. 

And many advertisers think you meet a 
better class of people—customers, that is. 


Now the national advertiser can do business 
in (and around) Brooklyn in a big way... with 
Sunday News Sections! 

You can take the beautiful Borough straight, 
in the King’s Section. Or with trimmings, such as 
the sister Borough, Queens, in the Queens Section. 
The Brooklyn Section covers Kings, Queens, and 
the adjacent counties of Nassau and Suffolk. 

The term “covers” is not used inadvisedly. 
The Sunday News reaches 56°, of the families in 
Brooklyn, and 65°, in Queens. 

For major metropolitan coverage, there is the 
City and Suburbs package; and Full Run, with 
more than 4,000,000 circulation, has a big portion 
of national distribution. 

Other Sections are packaged for New Jersey, 
Westchester, and Connecticut. 

Sunday News Sections permit the national 


Brooklyn... 


advertiser to sell the New York market piecemeal 
—to fit his budget, production and sales capacity. 
He can localize sales appeals, test copy response 
and promotions, give salesmen and dealers extra 
support, at the lowest cost. 

Each Section wraps up more sales potential 
and population than most metropolitan markets 
... reaches more customers, buyers, and prospects 
in the area than any other medium—including other 
New York newspapers and TV stations! 

Most Sections have more circulation than 
most Sunday newspapers in the US! 


Mietropotitan merchants sell volume in the 
local Sections, and have for years. The national 
advertiser can do the same, build prestige and 
popularity as well as sales. 

The Sections listed on the opposite page 
represent one of the best advertising opportunities 
available . . . Ask any News office. 





THE 4 NEWS, New York's Picture Newspaper 


with twice the circulation of any other newspaper in America... 
220 East 42nd Street, New York City... Tribune Tower, Chicago... 
155 Montgomery St., San Francisco ... 1127 Wilshire Blvd., Los Angeles 
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(62) sedan, $1,480*; conv., $1,300°, 

CHEVROLET—’'53 Bel Air, $2,100*. ‘52 
SL Deluxe sedan, $1,490*, $1,450*, $1,- 
380*, $1,375, $1,340. ’51 SL Deluxe se- 
dan, $900; Special sedan, $925, $920, 
$890, $875, $870. ’°50 Bel Air, $1,270; SL 
Special sedan, $795. ’49 SL Deluxe conv., 
$880, $865; sedan, $805. '48 SM sedan, 
$600. 

CHRYSLER—’53 Windsor sedan, $2,625*. 
‘50 Windsor sedan, $1,220*. 

DeSOTO—'52 Custom sedan, $1,760*. ‘51 
Custom sedan, $1,180, '46 Custom sedan, 
$440, 

DODGE—’52 Meadowbrook sedan, $1,385*. 
‘51 Coronet sedan, $1,280*. °50 Coronet 
sedan, $1,200*. 

FORD—'51 Custom (8) sedan, $1,310, $1,- 
270, $1,205, $1,030. '49 Deluxe (8) sedan, 
$700; Custom (8) sedan, $685, $640. °47 
Super Deluxe (8) sedan, $430, $400. 

KAISER—'51 Henry J (4) sedan, $660. 

MERCURY—'49 sedan, $700. '47 conv., 
$560. 

NASH-—’51 Rambler station wagon, $950. 
'48 (600) sedan, $360. 

OLDSMOBILE—’51 (98) sedan, $1,540*, 
$1,410*. '49 (98) sedan, $810*; (88) se- 
dan, $860*. '46 (76) sedan, $430, 

PACKARD—’49 sedan, $485, $390. '48 se- 
dan, $360, $270. 

PLYMOUTH—’53 suburban, $1,975; Cran- 
brook sedan, $1,510, ‘52 Cranbrook se- 
dan, $1,350, $1,170. ’51 Cranbrook sedan, 
$1,080; Cambridge sedan, $950. '50 De- 
luxe sedan, $910, $835. '48 SD sedan, 
$480. 

PONTIAC—’'53 Catalina, $2,895*. '51 sta- 
tion wagon, $1,460*. ‘50 Chieftain (8) 
sedan, $1,100*, '46 SL (6) sedan, $360, 
$210. 

STUDEBAKER—’51 Champion sedan, $820. 
’50 Champion sedan, $760. '47 Champion 
sedan, $310, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 20.) 
(Activities were excellent, Sold 60 cars 
out of 105 offerings.) 
BUICK—’52 Super 4-dr., $2,405*. °49 Spe- 
cial 4-dr., $910. '47 RM 2-dr., $545. 
CHEVROLET —'53 ‘%-ton pickup, $1,100. 
'52 SL Deluxe 2-dr., $1,250*, $1,100. ’50 
FL 4-dr., $775, $780; %-ton pickup, 
$500; SL Deluxe 2-dr., $915; SL Special 
2-dr., $765; 4-dr., $655, '49 FL 2-dr., 
$780. '47 FM 4-dr., $545. ’46 SM 2-dr., 
$360; FM 2-dr., $300. '41 2-dr., $115. 
DODGE—’53 Meadowbrook 4-dr., $1,410*. 
’52 Wayfarer 2-dr., $1,015. '50 Wayfarer 
2-dr., $855. ’47 Deluxe 4-dr., $430. 
FORD—’52 Custom (8) 2-dr., $1,455. ’51 
Custom (8) 2-dr., $1,325*, $1,105; 4-dr., 
$920. '50 Custom (8) 2-dr., $1,005, $750, 
$950, $1,010, $850; %-ton pickup, $760. 
‘49 Custom (8) 2-dr., $685, $705. °47 
SD (8) 2-dr., $295. ’46 SD (8) 2-dr., 
$405. '42 SD (8) 2-dr., $160. '41 Deluxe 
(8) 2-dr., $155. 
LINCOLN—’50 4-dr., $555. 
MERCURY—’53 2-dr., $2,405*, °’50 2-dr., 
$1,130. ’49 2-dr., $620. 
NASH—’'50 Statesman 4-dr., $730. ‘47 4- 
dr., $200. 
OLDSMOBILE—'52 (88) 4-dr., $1,900*. '50 
(88) 4-dr., $1,080. "46 (76) 2-dr., $300. 
PACKARD—'48 4-dr., $430. 
PLYMOUTH—’53 Cambridge 2-dr., $1,860. 
‘51 Belvedere, $1,215; Cranbrook 4-dr., 
$930. '49 Special Deluxe 2-dr., $600. 
PONTIAC—’51 Chieftian (8) 2-dr., §$1,- 
250.* '47 SL (8) 4-dr., $320, $430. 
WILLYS—’52 Jeepster, $1,040. °49 Jeep- 
ster, $575. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 20.) 

(Auction activity good, retail reported 
slow in farm areas, Sold 119 cars out 
of 157 offerings.) 

BUICK—’51 Special 2-dr., $1,190. ‘50 
Super Riviera sedan, $1,210*. '47 Super 
4-dr., $550. 

CADILLAC—’53 (62) 4-dr., $4,250*; (60) 
4-dr., $4,920*. '51 (62) 4-dr., $2,620*. 
CHEVROLET—’53 Bel Air 2-dr., $2,005*; 
(210) 4-dr., $1,800. "52 SL Deluxe 2-dr., 
$1,120; Bel Air, $1,750*. '51 SL Deluxe 
2-dr., $1,125*. '50 Bel Air, $1,130*, $1,- 
195*; SL Deluxe 2-dr., $850. '49 SL De- 
luxe 2-dr., $815; 4-dr., $860. °47 FL 

aerosedan, $605. 

DeSOTO—’'53 Powermaster 4-dr., $2,120*. 

DODGE—’53 Coronet (8) 4-dr., $2,165*, 
$2,115*. '49 Coronet 4-dr., $885*. 

FORD — '53 Victoria, $2,350*, $2,260*; 
conv., $2,210*; Country Squire, $2,250*. 
"52 Custom (8) 2-dr., $1,250; Victoria, 
$1,820*; Custom (8) 4-dr., $1,340*; 
Country Squire, $1,970*. ’51 Custom (8) 
2-dr., $1,135. ’50 Custom (8) 4-dr., 
$985*; station wagon, $990. ’49 Custom 
(8) 2-dr., $685; 4-dr., $690. "48 SD (8) 
2-dr., $480. ’47 conv., $455. 

HUDSON—’50 PM club coupe, $765. 

KAISER—’51 Henry J (6) 2-dr., $575. '49 
4-dr., $310*. 

MERCURY—’53 Monterey, $2,490*. ’51 2- 
dr., $1,360*. ’50 2-dr., $835*. '48 4-dr., 
$495. 

NASH—’50 Statesman 4-dr., $840*, $760, 
$705. 

OLDSMOBILE—’50 (88) 2-dr., $905*; 4- 
dr., $1,055*. °49 (88) 2-dr., $885*. °48 
(98) 4-dr., $600*. ‘47 (66) 4-dr., $355. 

PLYMOUTH—’53 conv., $2,000*. ’52 Cran- 
brook 4-dr., $1,395*. ’51 Cranbrook club 
coupe, $1,075, $1,015. 

PONTIAC—’'53 Chieftain (8) 4-dr., $2,- 
380*. '52 Catalina, $2,040*. '51 Catalina, 
$1,575. ‘50 SL (8) sedanet, $1,055*; 
Chieftain (8) 4-dr., $1,115*. °49 SL (8) 
2-dr., $705. °48 SL (8) 2-dr., $455". 

STUDEBAKER—’53 Commander (8) 4-dr., 
$2,045*; Champion Starliner, $2,090*. '52 
Commander (8) Starliner, $1,435*, 
Champion 2-dr., $1,110*. '51 Commander 
4-dr., $955. ’'50 Champion 2-dr., $775*. 
"49 Commander 4-dr., $730*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of May 21.) 
(Market holding steady—prices some- 
what lower on late-model cars, Sold 61 
cars out of 92 offerings.) 

BUICK—’53 RM sedan, $2,700*. '46 Super 
sedanet, $350. 

CHEVROLET—’52 SL Deluxe sedan, §$1,- 
320. '51 FL sedan, $1,040, $1,025; SL 
Deluxe sedan, $1,100, $1,080. ‘50 SL 
Special sedan, $800; SL Deluxe sedan, 
$880. ‘49 SL Deluxe sport coupe, $700; 
FL Deluxe sedan, $830, $730. '48 FL 
aerosedan, $630, $605; SM sedan, $540. 
"46 SM club coupe, $400; sedan, $420. 
"42 FL aerosedan, $230. '41 sedan, $110, 
$100. 

DODGE —'49 Coronet sedan, $575. ‘48 
Custom sedan, $425, $450. °47 Custom 
sedan, $400. °46 Deluxe sedan, $400. 

FORD — '53 Custom (8) sedan, §$2,175*. 

(Continued on Page 42, Col. 4) 
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NY) ae eT LITT KS 
Automotive Decision Men 


ON ANY MONDAY MORNING 


CAR DEALERS 
<m—_ 


Here’s a scene that takes place in the offices of 
over 29,000 car dealers every week. All the men 
who “count” in these dealerships look forward to 
and rely on AUTOMOTIVE NEWS because it 
keeps them posted on ALL the latest news in the 
automotive industry—especially the news devoted 
to car dealership operations. It’s news that these 
Decision Men need in making their buying 
decisions. 





MANUFACTURERS 
Ee - 


Top executives of the nation’s au- 
tomotive manufacturers start their 
week off with AUTOMOTIVE 
NEWS, too. Their jobs depend 
on keeping abreast of EVERY 
development in the broad auto- 
motive industry. AUTOMOTIVE 
NEWS maintains news bureaus 
and correspondents in all parts 
of the world to give these men 
the news they need. That’s why 
it’s generally regarded as the industry’s ‘Voice of 
Authority” . . . why all the mass media depend 
on it, too. For AUTOMOTIVE NEWS is the 
most quoted source for automotive news in the 
world. 


iy) 






AUTOMOTIVE NEWS is the ONE publication 
that “gets in” every week to these 2 big markets 
—manufacturers and car dealers. Send your ad- 
vertising message in with it. 


ALL 3 ARE HIGHEST 
IN THE INDUSTRY: 


@ Circulation amona car dealers and factory 
executives 

@ Subscription Price: $8 per year 

@ Renewal Rate: 88.3% 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





Gl) 


DETROIT 26, MICHIGAN 


PENOBSCOT BUILDING ° 


REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 





STUDEBAKER-—’'50 Champion sedan, $655. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of May 15.) 
BUICK—’52 Super Riviera 2-dr., $2,155*. 

"50 Super 2-dr., $1,135; Special sedan, 

$890. '48 RM sedan, $650*. °47 Super 

conv., $430. 
CADILLAC—’51 





(62) sedan, $2,750*. 

CHEVROLET—'52 SL Deluxe sedan, 
275* '51 SL Deluxe sedan, $1,240*; 
Air, $1,340. '50 SL Deluxe sedan, §$1,- 
065, $1,055*. °49 SL Special 2-dr., $850. 
"48 FL aerosedan, $660; FM sedan, $500. 
’47 FL aerosedan, $610, $550; FM sedan, 


$1,- 
Bel 


$450. 

DODGE—’47 Custom 4-dr., $460, $445. 
FORD—'51 Victoria, $1,200; Deluxe (8) 
2-dr., $1,065, $1,030. '50 Deluxe (6) 
sedan, $730. '49 Custom (8) sedan, $650; 
Custom (6), $640. '47 SD (8) sedan, 
$310. 


MERCURY—’51 Sedan, $1,610*. ’°49 sedan, 
$875, $770. 

NASH—’51 Statesman 4-dr., $940. 

OLDSMOBILE—’47 (78) sedan, $485. 

PLYMOUTH — '52 Cranbrook club coupe, 
$1,290, $1,275. ’51 Cranbrook sedan, $1,- 
090; club coupe, $1,095; conv., $1,085. 
*49 Deluxe sedan, $790. °47 SD (8) 
sedan, $470. 

STUDEBAKER—’47 Champion 2-dr., $395. 

WILLYS—’47 (4) station wagon, $455. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 15.) 

(Prices still going down, Sold 123 cars 
out of 191 offerings.) 


BUICK—’50 RM sedan, $1,050*; Special 
sedan, $950, $595. "49 RM conv., $745. 
CADILLAC—’53 Coupe deVille, $5,150*. 
CHEVROLET — ’53 (150) sedan, $1,660; 
(210) sedan, $1,950*. °’52 SL Deluxe 
sedan, $1,465; Bel Aire, $1,665*. '51 SL 
Deluxe sedan, $1,165, $1,070, $965, $1,- 
150. '50 SL Deluxe sedan, $845, $810; 
SL Special sedan, $745. °49 SL Deluxe 
sedan, $745. '48 FM sedan, $605. 
CHRYSLER—’50 Windsor sedan, 
’48 Windsor sedan, $405. 
DeSOTO—'53 Powermaster sedan, $2,405*. 
’52 Custom sedan, $1,710*. '50 Custom 
sedan, $965. 
DODGE—’47 Deluxe sedan, $340. 
FORD—'53 Main (8) sedan, $1,655; conv., 
$2,275*. ’°52 Victoria, $2,490*; conv., $1,- 
805*; Custom (8) sedan, $1,475*. ’51 
Custom (8) sedan, $995, $895; Deluxe 
(6) sedan, $850. ’50 Deluxe (6) sedan, 
$745, $675. '49 Custom (8) sedan, $500, 
$695; Custom (6) sedan, $595. 
HUDSON—’48 Commodore (8) sedan, $425. 
’47 Commodore (8) sedan, $105. 
MERCURY—’51 sedan, $1,260*. ’49 sedan, 
$600. '48 conv., $475. 
NASH—’51 Ambassador sedan, $995. 
OLDSMOBILE—’52 (88) Holiday, $2,195*. 
"51 (88) sedan, $1,125, $1,500*. ’50 (76) 
sedan, $1,020*; (88) Holiday, $1,455*; 
sedan, $1,190*; (98) sedan, $1,235*, $1,- 
310*, 


| PRT MSvER —’53 Cambridge sedan, §$1,- 


$1,115. 





"52 Custom (8) sedan, $1,320. '51 De- 
luxe (8) business coupe, $895; Custom 
(8S) sedan, $930. '50 Deluxe (8) sedan, 

} $845 49 Custom (8) sedan, $705, $760, 
$710, $700; Custom (6) sedan, $670; 
Deluxe (S) sedan, $650. 47 SD (6) 
sedan, $345, $325. ‘46 SD (8) sedan, 

|} $320, $405, $400, $280. 

| LINCOLN—’50 club coupe, $900 

| MERCURY—'49 sedan, $770, $690. 

| NASH—’49 (600) sedan, $500, $420 

| OLDSMOBILE—'50 (88) sedan, $1,000. 

PLYMOUTH '52 Cambridge club coupe, 
$1,100. ‘51 Cranbrook sedan, $1,030; 
Cambridge sedan, $780; club coupe, $940. | 
"50 SD sedan, $840; Deluxe (8) sedan, | 
$810. 

PONTIAC—'53 Catalina, $2,620*. '51 Chief- | 
tain (8) sedan, $1,105. "50 SL (8) sedan, 
$890; Catalina, $1,365*. °49 Chieftain 
(8) sedan, $600 





Used-Car Auction Prices 


} (Continued from Page 41) 


i 


, 930. '52 Suburban, $1,240. ‘51 Belveder« 
$1,240; Cranbrook sedan $885, $84 
$995, $930 50 Special Deluxe sedar 

| $700, $655 

| PONTIAC 53 Catalina, $2,600*. "52 Catz 
lina, $2,090* 51 Sedan delivery $72: 
'49 SL (8) sedan, $825 

| STUDEBAKER—'51 Land Cruiser, $1,04¢ 
"50 Champion club coupe, $385; sedar 
$695; Land Cruiser, $800 

WILLYS "51 Jeep $490 50 statio 
wagon, $715 

MISCELLANEOUS—'53 GMC -ton pich 


up, $1,245. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every Tues 
day. Prices are for sale of May 19.) 

(No change in market conditions. Sold 
29 cars out of 73 offerings.) 


BUICK—’51 Special 2-dr., $1,220*, °50 Su 
per 2-dr., $775. ‘48 Special 4-dr., $410 
’47 Special 2-dr., $290 

CADILLAC—'51 (62) 4-dr., $2,750*. ‘48 





(62) 4-dr., $1,240*. '47 (61) 4-dr., $690 

CHEVROLET—'53 (210) 4-dr., $1,995*. '52 
SL Deluxe 4-dr., $1,350*, $1,300. '51 SI. 
Deluxe 2-dr., $1,025, "47 SM 2-dr., $420 
‘46 SM 4-dr., $330. 

CHRYSLER—’52 Windsor club coupe, $1 
525*. '48 Windsor 4-dr., $310. 

FORD—’53 Custom (8) 2-dr., $1,900*. '52 
Custom (8) 2-dr., $1,305*, ’51 Custom (8) 


2-dr., $1,000. '50 Deluxe (8) 2-dr., $570 
’47 Deluxe (8) club coupe, $420. '46 De 
luxe (8) 2-dr., $335. 
MERCURY—’'51 Custom 2-dr., $1,090. 
OLDSMOBILE—’'50 (98) club coupe, $995 
PLYMOUTH —'53 Cranbrook 4-dr., $1,900 


’52 Cranbrook 4-dr., $1,330. '51 Concord 
2-dr., $550 


PONTIAC 


EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 21.) 
(Market unchanged. Prices steady. 
Sold 70 cars out of 102 offerings.) 
BUICK—’50 RM 4-dr., $1,180*; 
4-dr., $920. '49 Super 4-dr., $715. 
CHEVROLET—’52 SL Special club coupe, 
$1,337. ’51 FL Deluxe 2-dr., $1,110; SL 
Special 2-dr., $980; sedan delivery, $700. 
’50 Bel Air, $1,160, $1,060; SL Deluxe 
4-dr., $1,025, $970; SL Deluxe 2-dr 
$895; SL Special club coupe, $635. ‘49 
SL Deluxe conv., $905; 4-dr., $705; 2- 
dr., $710; FL Deluxe 2-dr., $800. ‘48 
SM 2-dr., $605; club coupe, $475. '47 
station wagon, $300. '42 2-dr., $225. 
CHRYSLER—'49 Windsor 4-dr., $975. 
DeSOTO—’47 Custom conv., $525. 
DODGE — ’53 %-ton pickup, $1,225. 
Coronet 4-dr., $1,370*. '51 Diplomat, “a 
375*. ’50 Coronet club coupe, $960*. '49 
Coronet 4-dr., $860; Wayfarer business 
coupe, $575. 47 2-dr., $380, $355. 
FORD — ’52 Main (8) 4-dr., $1,365. °51 
Victoria, $1,270*; Custom (8) 2-dr., $1,- 
185*; $1,180*; Deluxe (8) 4-dr., $1,000. 
’50 Deluxe (6) 2-dr., $735. °49 Custom 
(8) conv., $630; 2-dr., $700; Deluxe (6) 
2-dr., $600. °47 SD (8) 4-dr., $560. 
KAISER — ’51 Deluxe 4-dr., $1,005*. 
4-dr., $125. 
LINCOLN—’49 Cosmopolitan 4-dr., $595*. 
’47 club coupe, $265*. 
NASH—’51 Rambler station wagon, $930*. 





51 Chieftain (8) 2-dr., $810. 


Special 





"47 


’49 Ambassador 4-dr., $595*; (600) 4- 
dr., $525*. 

OLDSMOBILE—’50 (88) 2-dr., $1,090. ‘47 
(66) sedanet, $500*. 

PACKARD — '49 4-dr., $555. °48 sedan, 
$475 


PLYMOUTH—'52 Cranbrook 4-dr., $1,390. 
‘51 Cranbrook 4-dr., $1,080, $1,050. '50 
SD club coupe, $945. °49 Deluxe club 
coupe, $725, $710. '°47 SD 2-dr., $480; 
Deluxe 4-dr., $400. '46 SD 2-dr., $290. 

PONTIAC — ’51 Chieftain (8) 4-dr., $1,- 
$365*. °49 conv., $950; SL (8) 2-dr., 
$950. ’°48 SL (6) 2-dr., $640*. °47 Tor- 
pedo (8) 4-dr., $595, $475. 

STUDEBAKER—’52 %-ton pickup, $1,000 
’50 Champion 2-dr., $650*. 








‘12 Hudson Recaptures Spotlight 


RICHMOND, Va.—A decrepit 1912 
Hudson (upper photo) is making head- 
lines for Bourne-Jones Motor Co., Inc. 
(Hudson), which restored the car and 
| equipped it with headlights, tail lights, 
| cowl lights and new upholstery. 

The car first came into the news when 
Charles Bourne was ticketed for driving 
| without license and inspection sticker. 
| The car had 1912 Virginia tags at the 
time. When recently Eastern Air Lines 
celebrated its 25th anniversary and re- 
enacted its first mail flight, James F. 
Jones, vice-president, drove the Hudson 
to the airport to deliver the mail pouch 
(lower photo). 
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Affecting Factories and Dealers... 





Auto Advertising 


More Packard owners first became 
interested in buying Packard cars 
because of company and product 
reputation than any other factor, a 
series of interviews with Packard 
owners in all parts of the country 
has revealed. As a result, Packard 
has undertaken a program to pro- 
long the life of its editorial-type 
institutional advertising. 

Results of the interviews re- 
vealed that 44 percent of owners 
were influenced by “reputation,” 
28 percent more than any other 
factor considered, according to 
Fred J. Walters, marketing vice- 
president. His division immedi- 
ately moved to get wider circu- 
lation and longer life for com- | 
pany “prestige” advertising, to | 
deepen penetration of the theme 
that Packard is “America’s New 
Choice in Fine Cars.” 

On May 4 a full-page advertise- 
ment of the editorial type appeared | 
in 27 newspapers in 25 of Packard’s | 
top markets, plus two nationally- 
distributed financial papers. Titled 
“Here’s the Story About the New) 
Packard Program,” it outlined the| 
story of Packard’s expansion dur- 
ing the past year under its new 
management, reviews the company | 
decision to return to the luxury 
field it once dominated, and brings 
the public up to date on Packard’s| 
present record-breaking sales and 
production. The ad caused consider- 
able comment in the cities of its 
publication, confirming the market- 
ing department’s plans for its fur- 
ther use. 

Re-sized and adapted for maga- 
zines, the ad already has been 
scheduled for later appearances in 
Time, U. S. News and World Re- 
port, Forbes, Dun’s Review, Na- 
tion’s Business, Business Week, 
Barrons, Financial World, and Fi- 


nancial Chronicle. 
* - - 





Bertch at Ayer 


J. Widman Bertch has been elected 
vice-president in charge of the 
Detroit office of N. W. Ayer & 
Son, Inc. | 

He joined Ayer | 
in 1947, and has 
been in the De- 
troit office ever 
since on client | 
service duties. A 
1923 graduate of 
Dartmouth, he 
worked for Lee 
Anderson Co., and 
Geyer, Newell and 
Ganger. | 

During the war 
he served with the war production 
board, and for a time was deputy 


director of the Salvage division. | 
7 * * 





J. W. Bertch 


Gerity Picks Ross Roy 


Ross Roy, Inc., Detroit, has been | 
appointed advertising counsel for 
the merchandising division of Ger- 
ity-Michigan Corp., according to 
James Gerity jr., president of the 
company. 

The merchandising division, with 
headquarters in Toledo, is enlarging 
its ad program to include trade, 
key city newspaper and television 
advertising, Gerity said. The divi- 
sion markets the Dishmaster dish- 
washer and other household prod- 
ucts. 





* * 


Hyatt Elevates Wardell 


Charles C. Wardell has been 
named advertising manager of the 
Hyatt Bearings division of General 
Motors in Harri- : ; 
son, N. J., it is 
announced by 
John J. Gilmar- 
tin, general sales 
manager. 

Wardell suc- 
ceeds the late 
Harry M. Carroll, 
to whom he had 
been assistant 
Since 1945. 

Wardell joined 
Hyatt in 1935 as 
a factory employe and rose to su- 
Pervisor of office service before 
being promoted to assistant to the 
advertising manager. 

or ” 








C. C. Wardell 


* 


Ad Bureau Adds 27 


A record membership total of 
1012 newspapers and newspaper 
organizations has been announced 
by the Bureau of Advertising, 


Americ: Newspaper i 

po ican 2 pape cific,” “Mr. Roberts” and other 
ssn. Broadway hits. 
Twenty-five members represent- Stars of stage, screen, television 


ing 27 newspapers have joined the 
organization in the last six months, 
the bureau said. 

Two new 
New York sales staff of the bureau 
have been announced by Robert L. gm 
Moore, eastern sales manager. They | 
are Bates Johnson and William J. 


Solch. 


Dealers Sponsor 


Eleven DeSoto dealers in the 
Warsaw 
the broadcast of the Memorial | — 
Day 500-mile race at Indianapolis 
over the Warsaw Radio Station, 
WRSW. The broadcast was con- 
tinuous for approximately 


hours. 


The dealers include H. O. Kring 
Motors, Warsaw; Burkett & Rin- 
ard, Plymouth and Argos; Jones 
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comedy and drama famous events 
from 1903 to 1953, will be broadcast 
over CBS television network and 
NBC-TV on Monday (June 15) 8-10 
p.m., Eastern Standard Time. 

In charge of the entire produc- 
tion is Leland Hayward, producer 
of “Call Me Madam,” “South Pa- 


Publishers | 


j}and radio and leaders in science, 
industry, business and government 
will participate. Explorers, inven- 
|}tors, military leaders and others 
| who have left their mark on Amer- 
ican history in the past 50 years 
will be saluted. 
Agency is Kenyon & Eckhardt. 
+ * * 


appointments to the 








Herald Tribune Election 


Exhibition of the General Motors Motorama in Dallas was an opportunity for many ates’ of the Geaee or dicaaen 


Texas Chevrolet dealers to confer with top executives. Shown (from left) are W. H. of the New York Herald Tribune, 
| Wooldridge, El Paso; |. D. Polk, Beaumont; Joe Freeman, San Antonio, and W. E.| and Whitelaw Reid, who has been 
| Fish, Chevrolet general sales manager. editor and vice-president of the pa- 
- —— = —| per since January, 1947, was elected 
president. 
| William E. Robinson, executive 
* 6 6 | vige-premicent, was appointed pub- 
» |lisher. Robinson became advertis- 
Ford Cavalcade on TV |ing director in 1936, business 
“The Ford Motor Co. 50th Anni-| manager in 1945 following the re- 
tor Sales, Plymouth; C. W. | versary Program,” a two-hour cav-|tirement of Howard Davis, and 
Schrader & Sons, Columbia City; |alcade recreating in song, dance,! executive vice-president in 1947. 


| Chevrolet Dealers at Dallas Motorama— 


* . * | 


(Ind.) area sponsored 








Implement Co., Rochester; Cox 
Motors, Mentone; Cross Sales and 
Service, Wabash; Auto Sales Co., 
Inc., Goshen; Priser Auto Sales, 
Inc., North Manchester; Ball Mo- 


and Kacy’s DeLuxe Motor Sales, 
Nappanee. 


four 
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Nearest Thing lo 
A Money Machine! 


SURE-FIRE PROFITS, doubly guaranteed, make your sales of 
Fruehauf Truck Bodies the nearest possible thing to a 










“Money Machine.” Because Fruehauf assures you of a profit 
two ways: with a GENEROUS DEALER DISCOUNT, and 
a BIG BONUS PLAN as well! 









Truck dealers sell Fruehauf Truck Bodies at a FULLY 
PROTECTED PRICE—the same price any Fruehauf Branch 
must charge! But besides full price protection, Fruehauf gives 
you complete, continuous SALES PROMOTION HELP, in 
the form of direct mail, salesroom displays, catalogs, and 










other literature. 







Take advantage of Fruehauf’s FULL LINE of bodies to 
give further service to your chassis customers. Get guaranteed 








profits on protected prices. Write today for the Dealer Price 
List and Truck Body Bonus Plan! 










TRUCK BODY DIVISION 


FRUEHAUF TRAILER COMPANY 


Detroit 32, Michigan 
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New Passenger Car Registrations, 23 States for April, 1953-1952 
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for April, 1953-1952 


New Commercial Car Registrations, 20 States 



























Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 






Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 


Current Prices on New Cars 


$2.064; conv., $2,220; stat. wag., $2,207.25. 
(Hy-Drive optional at $145.80 on all 
models. ) 

PONTIAC — Chieftain 6 Special — 4-dr. 


charges. They do not cover transporta- sed., $2,014.64; 2-dr. sed., $1,956.36. 
tion costs, state and local taxes, op- Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
tional equipment or any other charges | $3.246.75. New Yorker—4-dr. sed.. $3.184.- $2.266.76. Crestline 8—Victoria, $2,120.23: | stat. wag., $2,825.50. (Mere-O-Matic op-|2-dr.  sed., $2,060.28; conv., $2,444.21. 


that may be passed on to the retail buyer. 


50 (8-pass., $4,369); cl. cpe., $3,155.50; 
Newport, $3,522; stat. wag., $3,932.75. New 


conv., 


$2,229.92; 


stat 


wag., 


$2,403.24; 


(Fordomatic optional at $184 on all mod- 


tional at $189.81 on all models.) 
MORRIS and MG—Morris Minor—4-dr. 


Chieftain 8 Special—4-dr. sed., $2,089.62; 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 


ALLSTATE — Four—2-dr. sed., $1,499. | Yorker Deluxe—4-dr. sed., $3,327.50; cl. | els.) 4-dr. sed.. $2 . . 
: E : »,, $3,327.50; sed., $1,535; 2-dr. sed., $1,435; conv., $1,- , Sed., $2,193.51; 2-dr. sed., $2,136.32; 
ee Cel on eet ae — — cpe., $3,298.50; Newport, $3,687.75; conv.,| FORD OF BRITAIN—Prefect 4-dr. sed.,| 465. Morris pM gee Ray $2,150: =: conv., $2,517.66. Catalinas—Deluxe 6, $2,- 

, . $3,980. Custom Imperial—4-dr. sed., $4,-| $1,337.04; Anglia 2-dr, sed., $1,179.07;| wag., $2,385. MG/TD—standard conv., $2,. | 304-30: Custom 6, $2,370.43; Deluxe 8, 

AUSTIN—A-30 sed., $1,495; A-40 Som- | 259.50; lim., $4,797; Newport, $4,560.25. | Consul 4-dr, sed., $1,695; Consul conv.,|115; Mark II conv., $2,360, (Delivered in| $2370.99; Custom 8, $2,446. Station wag- 
erset sed., $1,795; stat. wag., $1,895; | Crown Imperial — 8-pass. sed., $6,921.50; | $2075 (power top, $150 extra); Zephyr| New York City.) " ons—Two-seat Special 6, $2,449.61; three- 
conv., $1,945; A-40 sports conv., $2,295; |lim., $7,043.75. (Fluid - Matic optional at] six 4-dr. sed., $1,890; Zephyr Six conv., seat Special 6, $2,505.15; two-seat’ Deluxe 
Austin-Healey 100 sports conv., $2,985. | $130.10 on Windsor, standard on other mod- | $2425. (Delivered at New York port of aa — Reiter Super—Suburban, $2,-| 6, $2.589.61; two-seat Special 8, $2,524.61; 
(Delivered at U. S. ports.) ee, aes oe, entry.) = ee ten ae wen ae three-seat Special 8, $2,580.15; two-seat 

BUICK —Speciai—4-dr. sed., $2,208.76; 3139 ean alma otuacaeiin * ~ orig, at | _ HUDSON—Jet—4-ar. sed., $1,858. Super | Staiesman’ Sepere fat: =. aus. comme 8, $2,663.61. Grain finish on all 
a Pe ggg: a ey AF $106.40 on Windsor Deluxe and at $236.50 | Jet—4-dr. sed., $1,954. Wasp—4-dr. sed.,| 2dr sed., §2,143.55. Statesman Custom— ioued on om a ae 
aes — 200.43; conv’ Swen it on Windsor. ) "| $2,310.87; 2-dr. sed.. $2,264.12; cl. Cpe. | 4-dr. sed., §2,331.70; 2-dr. sed., §2.300.50; °PROUTES Hi a Se $1 

era cpe., $2,295.43; conv., $2,553.17. . ,310.87. Super Wasp —4-dr. sed., $2,- ican “Oh dae em” ore, wae -dr. -$1,- 
Super — 4-dr. Riviera, $2,696.17; Riviera| DeSOTO — Powermaster 6 — 4-dr. sed., yo 2-ar. a. $2,413.28: cl. cpe., i ——, ite te $5,000 75. oe California hardtop, $1,899; conv., $1,- 
cpe., $2,610.56; conv., $3,001.59; stat. wag., | $2,385.75 (8-pass., $3,281); cl. cpe., $2,364; | 465.84; Hollywood, $2,811.58; conv., $3,- Releetiniied Mataens aa oy aria cn: : stat. wag., $1,938. Humber—Hawk 
$3,429.73. Roadmaster—4-dr. Riviera, | Sportsman, $2,634.25; stat. wag.. $3,107.75. | 047.50. Hornet—4-dr. sed., $2,768.86; cl. a ae $2 — ae +S sed., $2,395; Hawk touring lim., $2,640; 


$3,254.36; Riviera cpe., $3,358.05 conv., 


Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 


cpe., $2,741.99; Hollywood, $3,095.15; conv., 


(Hydra-Matic optional at $178.85 on States- 


Super Snipe sed.,$3.295; Super Snipe tour- 
ing lim., $3,580; Super Snipe Pullman lim., 


$3,505.56; stat. wag., $4,030.73; Skylark | $3,558.75); cl. cpe., $2,651.50; Sportsman, | $3342.05. (Hydra-Matic optional on all 

sports car, $5,000. (Dynatiow standard on | $2,922.50; conv., $3,144.25; stat. wag., $3,- =a at $178.03) ’ man and Ambassador. ) $5,110. Sunbeam - Talbot — Sed., $2,685: 

Roadmaster models, optional at $192.50 on | 381. (Tip-Toe Shift optional at $130.10 on| saGuaR Mark VII—4-dr. sed., $4,170; | .QLDSMOBILE — Deluxe 88—4-dr. sed., | COmV.. $2,911; Alpine sports conv., $2,999 
all models. Tip-Toe Shift with Fluid Torque ‘ ae »(*: | $2,327.09; 2-dr. sed., $2,261.62. Super 88| Rover—Sed., $2,897. (Delivered in New 


all others.) 


optional at $236.50 on V-8s only.) 


Mark VII 4-dr. 


sed. with Borg-Warner 


—4-dr. sed., $2,461.71; 2-dr. $2,- 


York City.) 


CADILLAC — Series 62 — 4-dr. sed., $3,- automatic transmission, $4,450; XK-120 ; sed., aad 
666.26; cl. epe., $3,571.33; Coupe deVille, | DODGE—Meadowbrook 6—4-dr. sed., $2-| cpe., $4,065; XK-120 cpe. with modified | 305.25; hardtop, or 8 tg oan. ae, ee es 
$3,994.57; conv., $4,143.72. Series 60 Spe-| 024.75; cl. cpe., $1,983; stat. wag., $2,201.- | equipment, $4,460; XK-120 conv., $4,039; | $3%0st7e* cag Socabe ss Prectan oe | Champion Deluxe —-4-dr, sed.’ $1'862.83. 
cial—4-dr. sed, $4,304.88. Series eos | 25, Coronet 6 4-dr. sed., $2,136; cl. cpe., | XK-120 conv. with modified equipment, $4,-| Car $5715, (Mydra-Matle standard on |2-4F. sed., $1,830.68; 5-pass. cpe., $1,- 


pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 


CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag.. 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 


$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2,519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 


434. (Delivered in New York City.) 


KAISER — Carolina — 4-dr. 


sed., $2,- 


372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 


sed., 


$2,512.79; 


club 


sed., 


$2,459; 


4-dr. 


Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76; 4-dr. Trav- 
eler, $2,755.36. Dragon—$3,923.91. (Hydra- 


Matic standard on Dragon, 


$178.55 on other models.) 


optional at 


Fiesta, optional at $178.35 on all other 
models. ) 


PACKARD—Clipper—4-dr. sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 


868.21. Champion Regal — 4-dr. sed., §1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe. 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander.) 


—4-dr. sed., $1,874; 2-dr. sed., $1,820;|o.ar sed.. $1,641.59; bus. cpe.. $1,537.33: LINCOLN — Cosmopolitan — 4-dr. sed., | 526; executive ‘sed., $6,895; corporation 
spt. cpe., $2,051; conv., $2,175. (Power- a ae. ea — 9 64-ar. | $3:522; spt. cpe., $3,625. Capri—4-dr. sed., | lim., $7,095. (Ultramatic standard on Pa- a. aoe Lark — 4-dr. sed., £1,- 
slide optional at $178.35 on Two-Ten and | seq. $1,782.69; 2-dr. sed., $1,733.79; cl. | $3766; hardtop’ $3,869; conv., $4,030.50. | trician and formal sed., optional at $199] ‘4g; “oy °ed'g,$1:645.70 Aero Falcon 
Bel Air models only. ) cpe.. $1,743.29, Mainline '8—'4-dr. sed., | ‘M¥@ra-Matie standard on all models.) —_ | on other models.) 706.36. Aere hoo 4-tr, sol, So08843; 
CHRYSLER—Windsor—4-dr., sed., $2,- | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., MERCURY — Custom — 4-dr. sed., §2,- PLYMOUTH—Cambridge—4-dr. sed., $1,-| 2-dr. sed. $1,963.11. Aevo Eagie : Tonnes 
492.25 (8-pass., $3,433); cl. cpe., $2,471.75; | $1,613.53; stat. wag., $2,095.07. Custom- | 250.50; 2-dr. sed., $2,193.50; spt. cpe., | 765; cl. sed., $1,727.25; bus. cpe., $1,617.50; | — $2,156.79. Station wagons — 4-cyl $1 - 
stat. wag., $3,288.75 Windsor Deluxe—4-|line 8—4-dr. sed., $1,858.35; 2-dr. sed., | $2,315. Monterey — 4-dr. sed., $2,332.50; | stat. wag., $2,064. Cranbrook—4-dr. sed.,|$1.948.75. _ yi, $), 
dr, sed., $2,721; Newport, $3,025.25; conv., | $1,809.45; cl. cpe., $1,819.50; stat. wag., | hardtop, $2,451.50; conv., $2,609.50; 8-pass. ' $1,872.50; cl. cpe., $1,842.50; Belvedere, | 862.22 (four-wheel drive $2,304.03); 6-cyl., 
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Serving the worlds constant demand 
Jor better transportation / 
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HERE is ample testimony —on 
roads, on farms, in the air 
a and on waterways throughout the world — 
to the excellence that has made Auto-Lite 
famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 











This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’kRE ALWAys RicHT WitH AuTo-LITE.” 


tne gf. 


BATTERIES *© BUMPERS © FUEL PUMPS ® HORNS ® GENERATORS 
LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 
STARTING MOTORS * INSTRUMENTS & GAUGES * IGNITION UNITS 
MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 
MOVING MECHANISMS © HUB CAPS * WIRE & CABLE * SPARK PLUGS 
METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 











WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Want Same Markup for All... 


Wash. Dealers Urge 
Equal Delivery Price 


(Continued 


six and seven million motor vehi- 
cles. He pointed to optimistic 
business signs such as the growth 
of population, the increasing 
number of multiple-car families 
and the move to the suburbs, 
Profitable operation by dealers 
is desired and supported by manu- 
facturers, he said, because “the 
know-how of the dealer organi- 


zation is one of the most important | 


facets of the auto industry.” 


In the period ahead, Williams 
declared, many dealers will dis- 
cover some problems for the first 
time — problems such as_ repos- 
sessions, the need to train sales 
staffs, and the fact that from two 
to 2% used-car sales must be made 
for every new-car sale. 

Economic trends were discussed 


from Page 3) 


|by Miner H. Baker, economist of 
|the Seattle-First National Bank. 


| Baker declared that during the | 


be 
is 


will 
which 


balance of 1953, dealers 
“operating in a climate 
basically sound.” 

He said: “Your problem will not 
be inability or even unwillingness 
ee the consumer to buy. Your 
|problem will be a flood of pro- 
duction, now relieved of shortages 
and other factors which have held 
it back since 1950.” 


Whatever readjustment the auto 
industry may have to make, Baker 
said, will be cushioned by the 
elements of economic strength. “It 
| is obvious that there still is going 
jto be a market and that good sell- 
ing will improve your share of the 
market,” he told the dealers. 

Turning to the credit picture, 


Baker said that he did not con- 
sider it distressing, but that there 
are many businesses which are 
using and extending an unsound 
volume of credit. “In your 

business,” he said, “it will be a 

temptation in the competitive 

market to sell terms rather than 
quality and price. This would be 

a sad mistake, merely postponing 

the readjustment which is going 

to take place.” 

“The Dealer’s Burden,” meaning 
|his service department, was the 
title of an address by C. P. Wil- 
jliams, service consultant of Los 
Angeles, who pointed out that the 
service department need not be a 
burden if properly handled. 

The development of a profitable 
| service department is a big job, the 
speaker said, and the foundation 
lies in the right policy and the 
right methods of operation. 

Williams declared that obstacles 
to this are in the dealer’s per- 
spective (he’d rather sell cars than 
service them), in his attitude (he 
can’t stand criticism of service de- 
partment methods that are his own 
brainchild), and in his lack of 


understanding of job shop oper- | 


ation as a public service. 
Another obstacle to profitable 
service operation cited by Wil- 


fF 


legislative protection achieved. H 
said that the WSADA is at an al! 
time high, both financially and 
membership, but pointed to t!} 
fact that some dealers are not y 
members. 


The Spokane New Car Deale 


liams is the lack of a strong 
local dealer organization which 
can act with mutual accord to 
eliminate profit-absorbing service 
features such as loan cars and 
pickup and delivery service, and 
can work toward parts discount 
control, estimate control, and | Assn.. headed by Don Majer, w 
wrecker pooling. |convention host. Chairman was 
To put their service operations|G. Buchanan, who was assisted ly 
on a profitable basis, Williams|Chud Wendle, Wayne Stoddard, 
urged the dealers to (1) analyze|}R, Larson, Clayton Kauffma, 
their operations and themselves in| Majer, John Moore and Howa»: 
accordance with the obstacles he | Swalwell. Mrs. Donald Majer was 


cited; (2) decide a course 
provement to follow; (3) train em- 
ployes in their functions so that 
they know exactly what to do, and 
(4) analyze time disposition to re- 
duce nonessential time. 


The state’s highway problem was | 


reviewed by William Bugge, Wash- 
ington director of highways. 

Bugge declared that dealers 
have a vital stake in the future 
of the highways, and that failure 
of the highway system would 
lead to a declining market for 
motor vehicles. 

L. M. Kauffman, as retiring 
president of the WSADA after two 
terms in office, reviewed recent ac- 
complishments of the association, 
such as development of a health 
and welfare plan for dealers, and 
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Get the LUBRICATION and you 
get the SERVICE 


A complete line of top performance lubricants. The 
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Next year’s convention, it was 
announced, will be held in Bellins- 
ham. 

In its resolution on the unifor 
delivery price, Washington dealers 
cited these points: 

1. A rapidly increasing number of 
new cars and trucks being offered 
for sale by non-franchised dealers 
in sections of the country distant 
from Detroit. 


2. Such dealers operate from open 
lots without service facilities and 
advertise cut prices. 


3. Such dealers, “little con- 
cerned with proper conditioning 
and after-delivery service,” con- 
tribute directly to the current 
deterioration of relations between 
customer, franchised dealer and 
manufacturers. 


4. While “most factories charge 
dealers the rail freight from De- 
troit to their place of business” 
in some cases up to $350 — non- 
franchised dealers can buy new ve- 
hicles close to Detroit and have 
them driven out for $35 to $50. 

5. Most factories have assembly 
plants scattered around the coun- 
try and each year get a greater 
portion of parts from local sup- 
pliers. 

6. As a result, this rail charge 
results in a profit on freight to 
the makers. 

7. The freight charge invites 
dumping of cars in areas where 
the freight charge is high. 

8. Dealers closer to Detroit may 
be paying a higher rail charge than 
dealers farther away because they 
happen to be situated on a rail 
branch line—even though they re- 
ceive their shipments by truck. 

9. The public is confused on re- 
tail delivery prices because every 
city has a slightly different freight 
charge. 
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Reject Separate Department Idea... 


Factories Are Cool 
To Dealer ‘Ear’ 


(Continued from Page 1) 


»xecutives who are free of direct 
sales responsibilities. 

That was the sentiment pre- 
vailing among nearly all makers 
last week, as NADA’s board of 
directors prepared to convene in 
Detroit for meetings Wednesday 
and Thursday (June 3-4), 

NADA’s drive for separate dealer 
relations departments at factories 
was launched in a_ resolution 
adopted last February at the as- 
sociation’s 36th annual convention 
in San Francisco. 

a + * 


OLLOWING the convention, 
copies of the resolution, along 
with a letter on the subject over 
the signature of Robert S. Arma- 
cost, NADA president, were dis- 





R. 8S. Armacost A. vanderZee 


patched from NADA headquarters 
in Washington to all top factory 
officials in the industry. 

“About one-half of them have 
acknowledged the communi- 
cation,” reports Armacost. “To 
my knowledge, none of them 
have taken steps to comply.” 
Meanwhile, it was learned, 

factory officials are in receipt of 
a more recent NADA letter, this 
one on alleged overcrowding of 
territories with newly - appointed 
dealers. NADA directors, while in 
Detroit this week, are scheduled 
to consider problems “of special 
concern to dealers at this time.” 
* * * 


SURVEY of manufacturer- 
opinion taken over the past few 
weeks by Automotive News indi- 
cates that NADA can expect little, 
if any, factory compliance regard- 
ing dealer relations departments. 

A. vanderZee, Chrysler Corp. 
sales vice-president, is on record 
as follows: 

“Our relationships with our 
dealers are the concern of our en- 
tire management, including all our 
executives. The dealers selling our 
products are our customers, and we 
all deal with them as such.” 

* . * 
RED J. Walters, Packard sales 
vice-president, has this to say 
on the matter: 

“Maintaining good relations with 
our dealers is a top priority activity 
at Packard. Everyone connected 
with marketing 
has as a prime 
assignment his 
maintaining good 
relationships with 
dealers. 

“We plan to 
continue operat- 
ing that way, and 
have had no indi- 
cation from our 
own dealers that 
they would desire 
any different ar- 
rangement.” 

Armacost’s letter to Henry 
Ford II, president of Ford Motor, 
was referred to G. J. Crimmins, 
director of dealer relations and 
business management on the 
company’s sales and advertising 
staff. Crimmins replied: 

“Some time ago, the Ford Motor 
Co. organized a dealer relations de- | 
partment as a staff function. The | 
writer, as director of dealer re-| 
lations and business management, | 
reports to and has the opportunity | 
to counsel with top management 
on dealer relations problems. 

* . * 


‘| AT any time there are matters | 

coming to the attention of your 
office, of that of your Dealer Re- 
lations Committee, involving ques- 
tions of the relations of Ford Mo- 
tor Co. and its dealers, I will very | 


Fred Walters 


much appreciate the opportunity 
of reviewing them with you or your 
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representatives in the National 


Automobile Dealers Assn.” 


Crimmins’ letter made it clear 
that he does not have any policy- 
making authority at Ford. Also, 
NADA has no group designated 
as a “Dealer Relations Commit- 
tee.” It is presumed that Crim- 
mins meant the association’s In- 
dustry Relations Committee. 

A GM spokesman says Harlow H. 
Curtice, GM president, did not think 
Armacost’s letter required a reply, 
and that the company didn’t care 
to comment on the letter for publi- 
cation. 

The spokesman contended, how- 
ever, that Curtice made a “pretty 
good speech” on dealer relations in 
Chicago last March before a group 
of GM dealers. 

oJ * * 
T THAT time, Curtice defined 
the factory-dealer relationship 


as a partnership, with the custom- 
er being the bond cementing the 


relationship. 
He left no doubt as to his opinion 
that the present relationship be- 





tween GM and its dealers is on a 
constructive and equitable basis. 

“And,” Curtice added, “it is my 
genuine desire that it continue on 

such a basis. It is my intention to 
do everything I can to preserve 
and expand it.” 

Armacost’s letter to Edgar F. 
Kaiser, president of Kaiser-Frazer 
and now also president of Willys, 
was referred to T. A. Bedford, 
general manager of K-F’s automo- 
tive division. Bedford wrote Arma- 
cost: 

“Maintaining of excellent dealer 
relations has been an important 
phase and concern of Kaiser- 


Frazer since our inception. Our be- 
lief that good dealer relations is 
an important part of the automo- 
bile business is evidenced by the 
terms of the K-F franchise.” 

Bedford stressed that K-F’s 
franchise is a continuing agree- 
ment, not subject to cancellation 
annually, 

N. K. VanDerzee, Hudson sales 
vice-president, advised Armacost in 
effect that Hudson has a public re- 
lations department which works 
closely with sales, and that the 
company’s sales department is its 
dealer relations department — 
“striving constantly for better 
dealer relations.” 

* 


* * 
H C. DOSS, Nash sales vice-pres- 
* ident, issued this statement: 

“Nash has always considered 
good dealer relations and effec- 
tive sales activities to be interde- 
pendent—each impossible without 
the other. 

“Since neither head nor heart can 
be more important to the well being 
of the whole body—Nash will always 
strive to improve its dealer rela- 
tions and sales activities together— 
in order to insure the continuing 
health of the sales arm of sound 


corporate management.” 


T ITS 1953 convention, NADA 
went strongly on record that 
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establishment of dealer relations 
departments by factories was es- 
sential to the success of new car 
dealers “in the highly competitive 
market unfolding before us .. .” 

NADA also stressed that such 
departments should be under the 
direction of executives at the 
policy-making level in their com- 
panies, men not directly concerned 
with sales responsibilities. 

Regarding the attitude of non- 
compliance on the part of manu- 
facturers to date, NADA President 
Armacost has this to say: 

“We do not expect the manu- 
facturers to jump the minute we 
make a request, They have their 
problems, too.” 

In Florida, Sax Lloyd, immediate 
past-president of NADA, apparent- 
ly has adopted a neutral role for 
the future. Lloyd spoke out sharply 
on matters pertaining to factory- 
dealer relations during his NADA 
administrations. 

“Any comments made by me 
now,” he says, “would be construed 
as purely personal opinion, and I 
have no desire to disturb the 
pleasant relationships which exist 
between many of the executives in 





‘he industry and myself.” 


BE THE [2] (> SIX-WHEELER 
DEALER IN YOUR AREA! 


Start building profits 
now with TRUCKSTELL’S 
new factory assembly 
and driveaway plan! 


Now you can sell more trucks to the growing six- 
wheeler market . . . deliver them at lower costs and 
bigger profits ... with Truckstell’s new factory 
assembly and driveaway plan. Here are the extra 
sales advantages it gives you: 


e@ Six-wheelers, factory built in Truckstell 
assembly plants in Detroit, Michigan, and 
Townsend, Mass., equipped with your produc- 
tion axles, ready for your customers’ heavy- 
duty applications. 


e@ Delivery at new, low prices . . . competitive 
or below any other comparable six-wheelers 
now on the market. 


e@ Assembly of your 2- and 3-ton trucks into 
six-wheelers with G. V. W. ratings of from 
26,000 to 48,000 Ibs. 


e@ The exclusive Truckstell Power Divider with 
3-speed auxiliary gearing built in... plus in- 
stant selection of positive dual-axle drive for 





Truckstell 





TRUCKSTELL MANUFACTURING COMPANY 


Union Commerce Building + 


Cleveland 14, Ohio 





100% traction in mud, ice or snow... . instant 
selection of positive single-axle drive for free- 
rolling at highway speeds. 

e Factory-driveaway from your nearest 
Truckstell assembly plant, guaranteeing 
prompt, low-cost delivery. 

e Continuous sales and service backing from 
your experienced local Truckstell Distributor 
... who also can make Truckstell Six-Wheelers 
out of your trucks in stock. 


e Full profits on every unit. You now can price 
and sell them as complete six-wheelers, 


including chassis, cab, 
Dual-Axle Drive. 


and the Truckstell 


Now’s the time to secure your position in this big, 


expanding field... 


without spending one cent of 


extra investment on your part. Get set for a bigger 
truck year. Details are yours for the asking. Send 
for the new Truckstell Factory-Driveaway Sales Plan 
and the name of your Truckstell Distributor today. 






Truckstell Manufacturing Company 


Name 





Firm a : me 
Make of Truck 


-~—----~~-------, 


(OE NTE SS pee eT OTe eee ae 


Union Commerce Building, Cleveland 14, Ohio 


Send me my Truckstell Factory-Driveaway Sales Plan and the 
name of my nearest Truckstell Distributor. 
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Steel Outlook Mixed... 
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Drive to Cut Auto Cost 
Slowed by Unions 


(Continued from Page 1) 


with the union, but spokesmen |; among rank-and-file workers has 


indicated the corporation was 
still standing on President Har- 
low H. Curtice’s statement last 
March that “no price changes 
are contemplated.” That state- 
ment was made in reference to 
price reductions instituted at the 
time by Chrysler Corp. 

In contrast, the costs situation 
does not rule out the possibility of 
further lone-hand price cuts by the 
very makers who are most adverse- 
ly affected by it, and who in future 
months may have to act to stimu- 
late sales in a car-crowded market. 

* * ad 
—— high-efficiency operations of 
the Big Three seem to put that 
group in a favored position as the 


industry goes about lopping off 
deadwood. 
Certainly, the burden of ab- 


sorbing any unavoidable in- 
creases in production costs will 
fall on the independent car 
makers, especially those whose 
sales have been slipping in this 
period of allout production. 

The price adjustment in the 
Henry J line is the second of the 
1953 model year. Last fall, the Cor- 
sair was reduced $18.49 while the 
Corsair Deluxe was raised $22.52. 
Henry J sales have not kept pace 
with last year’s, and first-quarter 
figures show a loss of .43 in per- 
centage share of the market. 

+ * * 

For the industry as a whole, a 

problem doubtless more urgent 
than new-car pricing is the great 
backlog of vehicles setting on 
dealership used-car lots. Factory 
and dealer alike are at work de- 
vising new methods of merchan- 
dising to forestall a glut that could 
prove more harmful to business 
than any other single factor. 

In the auto plants, irritability 


Sa 


FITS ALL TRUCKS 
ONE MAN OPERATION 


GUIBERT STEEL COMPANY 


PITTSBURGH 4, PA 


P.O. BOX 4342 


been growing at a time when 
management is seeking employes’ 
cooperation in overcoming pro- 
ductivity problems. 

Observers say that agreement on 
new contract terms between facto- 
tries and the UAW has in large 
measure failed to curb this restive- 
ness. 

The amended contracts provide 
higher wages for skilled workers 
and other benefits, but the average 
worker receives a boost of only 
one cent an hour in his actual 
pay. The latter was tacked on to 
the annual four-cent reward for in- 
creased productivity. 

+ + o 


_ the pattern for revision of 
the industry’s own five-year 
labor contracts now established, 
auto producers are turning their 
attention to union negotiations 
with steelmakers, now in progress. 
Any substantial wage increase in- 
evitably would result in a higher 
base price for steel. 

Steel companies have been 
complaining loudly about the 
sharp setback in profits they suf- 
fered last year, giving this as 
the reason for their recent round 
of boosts in “extra” charges. 

Extras, applied to steel products 
of specially processed shapes and 
composition, are paid by car 
makers on most of the steel goods 
they buy. 

* * 

oo auto industry, for example, 

is probably the _ heaviest 
consumer of steel made in very 
wide sheets—more than 62 inches— 
which are necessary for body fabri- 
cation. Often, too, steel of special, 
deep-drawing quality is needed for 
fenders and other sheet metal parts 
shaped by dies. 

Because of the difference in 
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DeSoto's Award Winners— 
Two Alfred J. Sloan Awards for Highway Safety have been given this year for 


DeSoto dealer activties. 


DeSoto-Plymouth dealers’ radio-television show, 





In the picture above, Groucho Marx (center), star of the 


“You Bet Your Life,”’ is shown holding 


the plaque which went to DeSoto for the second straight year. He is congratulated by 
Alfred P. Sloan jr (left), president of the Sloan Foundation and chairman of General 
Motors, and L. I. Woolson, DeSoto president. Another winner was William G. Dittman, 


Reading, Pa., 


requirements of individual car 
manufacturers, it is difficult to 
determine the extent to which 
the steel hikes will affect pro- 
duction costs. It is estimated, 
however, that the boosts will 
average $2 to $5 a ton. 


In an effort to obtain lower 
prices on finished parts, car makers 
reportedly are exerting intense 
pressure on suppliers for more 
favorable contracts as the auto as- 
semblers come to their periodic de- 
cision to “make or buy.” 

* * * 


ye the suppliers themselves are 
feeling the steel price increases, 
particularly those who deal in 
axles, crankshafts, gears, springs 
and other parts that require forg- 
ings since these always carry extra 
tags. Stamping outfits which turn 
out small items are less likely to 
be affected. 

In normal competitive times, 
extras provide the fluid margin 
in steel pricing and are adjusted 
to attract buyers. The auto in- 
dustry finds itself in a competi- 
tive market, but the fact remains 
that the steel industry does not. 
There still are more buyers than 


for a separate safety program over station WEEU. 


steel, and the mills are operating 
above or at capacity. 


Counterbalancing this is a recent 
lowering of costs in the areas of 
rubber, lead, zinc, and copper. Auto 
purchasing executives were par- 
ticularly pleased to see wool prices 
come down, since wool offers an 
illustration of what can happen 
when a raw material, or finished 


product for that matter, attains 
Price levels distasteful to car 
makers. 


* * * 


1. high price of wool, these 
officials say, was one factor in 
the auto industry’s growing use of 
synthetic fibers for _ upholstery. 
Auto makers are confident that, 
when the chips are down, they can 
make other substitutions of this 
nature to level off production costs. 


a * * 


$2 Million Ad Drive 


Launched by Kaiser 


WILLOW RUN.—A $2 million 
summer advertising campaign for 
the Henry J and Kaiser lines was 
announced last week by Roy Aber- 
nethy, general sales manager of 





Universal 






BOB MASCO, shop foreman > 

of Packard Motor Company’s new 
retail store, is looking ahead to 
greater profits with the new 


Guibert Steel Company 
4001 Wind Gap Road 
Pittsburgh 4, Penna. 









Model ‘‘SUP-R-GUY” 


Tow Crane. This combination 
handles all the wrecker require- 
ments for the service department. 


Werte, for Distributor Nearest You 
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with the reduction in Henry J price 


Abernethy said the ad campaig 


Kaiser - Frazer Sales Corp., 


IQ 


om 


widespread use 
radio ard 


would make 
newspapers, magazines, 
television. 

In disclosing the $100 and $1: 
cuts on the two Henry J models, 
Abernethy declared that the low+r 
prices were “substantially the r- 
sult of the availability of engines 
and other parts at lower costs due 
to recent acquisitions by Kaiser 
Motors Corp.” 

Cc. J. Leonard, advertising direc- 
tor, said Kaiser would sponscr 
Lowell Thomas over a network cf 
175 CBS radio stations, starting 
June 29. 

The Henry J reduction went into 
effect Wednesday (May 27). Facto- 
ry spokesmen said dealers would 
be reimbursed in full for cars 
orders under the old price schedule. 
The dealer discount remains un- 
changed, it was said. 

ca * + 


Steel Executives Hitch 


Price Hike to Wages 


NEW YORK.—A wage increase 
in steel industry is unwarranted, 
but should the CIO United Steel- 
workers be successful in obtaining 
one, steel prices would be raised at 
once, executives of steel companies 
agreed last week. 

Delegates to the American Iron 
& Steel Institute’s 61st annual meet- 
ing also expressed belief that steel 
prices now were too low but said 
there were no present plans for an 
increase, according to a New York 
Times survey. 

C. M. White, president of Repub- 
lic Steel Corp., said that “we ought 
to stop inflation. I hope the union 
leaders will go along.” However, he 
thought that last week’s liberaliza- 
tion of labor contracts in the auto 
industry would make the steel 
union less likely to cooperate. 

Benjamin Fairless, chairman of 
U. S. Steel Corp., said that nothing 
concrete had developed in steel 
wage negotiations thus far but that 
revision of auto labor contracts 
should have “no bearing” on the 
steel talks. 


Continued high-level steel pro- 
duction generally was _ predicted, 
with no important decline in de- 
mand. However, E. L. Ryerson, 
former chairman of Inland Steel 
Co., said he expected overproduc- 
tion before the year-end. 


o 





NADA to Mail Ballots 


For Ky. Directorship 


LOUISVILLE. — Turner A. Sum- 
mers, of Summers-Herrmann Co. 
(Ford), has refused reelection as 


NADA director for Kentucky, 
Nomination ballots will be sent 

to all Kentucky members begin- 

have 


ning July 28. Dealers will 
until Sept. 1 to return them, 





ten. Swe leader for over 25 years 
the polishing cloth field—offers a 


Jaci KING SIZE 


POLISHING CLOTH 


Heavy flannel, wax-treated, 
stitched edge. Double the size of 
the popular 60c seller. FULL 

«3 YARD WIDE, put up 
in re-usable plastic 
bag that snaps open 
and shut. Priced to 
sell, at full mark-up, 


for only $joo 


BM ORDER NOW FROM 
YOUR JOBBER 








LAS-STIK MFG. CO., HAMILTON, O. 
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senting 15 nations have scheduled 
displays of machine tools; tooling, 
measuring and controlling instru- 














Brussels Tool Exhibit uae 


Scheduled Sept. 4-13 
BRUSSELS.— The third Euro- : ‘ 
pean Machine Tool Exhibition will ments, and electrical equipment. 


Asks Workers’ Aid in Competitive Stru 








be held here Sept. 4-13. The first two exhibitions were 
More than 500 exhibitors repre-|held in Paris and Hanover. 





ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 


A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 
W. K. BRAASCH 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 
. I—The Eight Automotive Success Fundamentals. PRICE 


5 ja ergy a Process. 
. ighty Ways to Find New Prospects. 0 C 

. 4—Personality—the Key to Leadership. $1 ws EA H 
. 5—The Technique of Used Car Salesmanship. 
. 6—Developing and Testing Your Sales Talk. Postpaid 


Be sure to specify which Manuals are wanted, or buy all SIX for 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 


CHICAGO 4, ILL. 





@ p.uccep 
PISTON RINGS 


@ STICKING HYDRAULIC 
VALVE LIFTERS 


© SLUDGE AND 
VARNISH DEPOSITS 


O swuccisn 
VALVE ACTION 


Today’s stop-start driving may 
result in sluggish valve action gin 
and other motor troubles. Quick- 1 ~ nerini 
est—easiest way to overcome 
them is to use Quaker State 
Special Detergent Additive. It 
provides every PLUS-quality 
needed to correct these prob- 
lems. When added to a good 
quality motor oil, it gives you 
detergency, to exactly the degree 
required. A remarkable product 
—easy to use, and profitable to 
sell. Make sure you have it. 


ATTENTION! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker 
State distributor now. Get all the 
facts about this amazing product— 
and directions for its use! 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. 














Management Seeks Labor’s Ear 


(Continued from Page 6) 


cooperation, and past experience 
has taught that cooperation can- 
not be bought. 


The nut to crack is to get the 
worker to give his best for his own 
satisfaction. That involves making 
him feel more important. 


One company’s educational 
program cites the philosophy of 
John Dewey: “The desire to be 
important is the deepest urge in 
human nature.” 

* + * 


1. same company’s program 
admits that the average worker 
has never bought the idea of de- 
livering top performance on _ his 
job, because management never 
took the trouble to try and sell it. 

Management, when it could sell 
more goods than it could make, too 
often yielded to higher wage de- 
mands because they could easily 
be passed on to the customer, 


Politicians and labor leaders 
have outsold management be- 
cause they have appealed to 
workers’ needs — promises of 
more money and greater security 
in the future, 

But labor leaders and politicians 
seldom point out that such things 
as security are tied up with a price 
tag of top performance. 

Management also has neglected 
to show each worker how his work 
standards determine the amount of 
security he may enjoy in the 
future, and that his security also 
is dependent on his fellow worker’s 
efforts. 

* + . 

DO that job now, supervisory 
people are being trained to 
study workers’ needs, desires and 
feelings. Management is de- 
termined to know its workers as 
intimately as it knows the habits 
of consumers before putting a new 


Kaiser 


(Continued from Page 1) 


in 22 plants from coast to coast and 
in foreign countries, includes 
Willys cars and Jeeps; Kaiser and 
Henry J cars; airplanes; airplane, 
helicopter and automobile engines; 
jet-engine components; electronic 
equipment; forgings; stampings, 
and other items, and provides a 
strong basis for our future oper- 
ations, Kaiser said. 

The meeting was marked by the 
reading of a statement from Lt. 
Col. J. O. Cuttle, chairman of the 
stockholders protective committee, 
which has frequently opposed K-F 
management in the past. Cuttle 
said in his statement that after 
studying the annual report, he be- 
lieved the corporation’s position 
had been strengthened and that 
he would recommend the action of 
the committee be suspended. 

Fran Breen, attorney for the 
committee, said it would continue 
to function. He denied, under 
questioning, that Cyrus Eaton, 
Cleveland investment banker, was 
a committee member. 

* * x 


REEN said that ‘with the 
purchase of Willys, K-F had in- 
creased its liabilities by $81 million. 
He again demanded to know when 
K-F would begin paying dividends. 
In answer, Kaiser said that last 
year’s over-all loss was nearly $5 
million. He predicted the first 
quarter of 1953 would show a loss 
of $3 million, but said this should 
not apply to operations the rest of 
the year. Willys, he said, had not 
paid dividends in recent years 
although it had shown a profit. 
Kaiser said the Willys merger 
had been carried out without stock- 
holders consent because the trans- 
action had depended upon secrecy. 


Miami Dealers 


Pick McGahey 


MIAMI, Fla.—Bob McGahey, gen- 
eral manager of T. B. McGahey 
Motors (Chrysler - Plymouth), has 
been elected president of the Miami 
Automobile Dealers Assn. He suc- 
ceeds William E. Coggin, general 
manager of Don Allen-Southland 
Chevrolet Co. 

Dick Fincher, of Fincher Olds- 
mobile, was elected vice-president. 


product on the market. 

For example, management 
wants to know why so many 
workers fear that machines, 
which result in increased pro- 
duction, imperil their jobs. 


Management also wants its 
workers, when they worry about 
the cost of living, to couple such 
worry with the understanding that 


all workers’ efforts go into the 
same overall economic supply line, 
and that a loss in any part of that 
supply line results in a rise in 
living costs. 


In brief, management, which for 
two decades has been listening to 
labor’s troubles, now feels eco- 
nomically compelled to tell its 
troubles to labor 


WHITE TRUCK DISTRIBUTOR 


DOUBLES 
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SPOKANE—Jones White Truck Co., 
well-known White Distributor in 
Spokane, doubled the size of its 
operations when it moved into its 
new home... with a total of 22,000 
sq. ft. devoted entirely to truck sales 
and service. “With the complete line 
of White Trucks that we are now 
offering, the outstanding White 
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Payload Procurement Plan, and the 
best truck service program in the 
industry, we’ve got the perfect com- 
bination for greater growth... 
more sales,’’ President George R. 
Jones says. 

It’s the same story in truck head- 
quarters from coast to coast. Whites 
are right for more business. 





Here’s one of the Jones White sales—the Curtis Gravel Co. 
fleet of White 3000’s designed for more payload profits. 


THE WHITE MOTOR COMPANY « Cleveland 1, Ohio 
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ONE TRUCK OR A FLEET 


DEKALB is tne 


ONE Bopy LINE 
THAT MEETS 


ALL your 


REQUIREMENTS! 


WRITE NOW 
FOR FREE CATALOG 
NO. 5A 





BURLAP PRICES 





Here’s Good News for You 


Prices are down! What’s more, you can build 
your long-term automobile cushion program on 
Bemis Burlap—as you prefer it — because 
everything points to a long continuation of the 
favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis & 


General Offices —St. Louis 2, Mo. 
Detroit ¢ Brooklyn © Chicago @ Indianapolis @ Boston 


New Orleans @ New York 


COMMERCIAL BODY CORP. 


DEKALB, ILLINOIS 
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Predict Continued Prosperity .. . 


Makers Blast Reuther 


(Continued from Page 2) look today, I am reinforced in 
able in the industry, and a strong} my conviction that we can look 
market exists, the manufacturer| forward to good business 


should be prepared to obtain its| throughout the year 1953, pro- 
share of the market... .” vided strikes in our plants and 
Referring to a talk he had de-| the plants of our suppliers do not 


livered in January, in which he} interfere with production.” 
outlined his optimistic views on Curtice, in effect, thus placed on 
business prospects during 1953,| Reuther’s shoulders the _ responsi- 


bility of seeing that there is no 
major labor strife in the industry 
for the balance of the year. Cur- 
tice implied that, if labor cooper- 


Curtice said: 

“I note that now many others 
have come around to this same 
point of view. Reviewing the out- 
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BIG Umbrella BIG HIT in Virginia! 


“| hardly see how we ever got along without it,"’ said John C. Swanson, 
President of Swanson Motors, Inc., Danville, Virginia, in commenting on the McFar- 
land ‘‘Great’’ Umbrella on their lot pictured above. Like Mr. Swanson, and progressive 
dealers everywhere, you too will find that the McFarland ‘GREAT’ UMBRELLA (21 
foot spread) and ‘“WHIRLABOUT,” the ‘‘Great'’ Umbrella that turns, will pep up your 
location—attract more customers—afford shade and comfort—and pay for itself many 
times over in increased sales. Get the complete McFarland “GREAT” UMBRELLA story 
in a full color illustrated booklet that is yours for the asking—write, wire or call the 
McFarland “‘“GREAT" UMBRELLA Company, Division of McFarland Awning Corporation, 
742 S. W. 8th Street, Miami, Fia.—Why not call right now—the number is Miami 2-8153. 





Powerful National Hydra- 
Clutch pump, with built- 
in clutch, drives off fan 
belt . . . uses only 3 HP 
seconds at a time, when dumping load, No 
troublesome wer take-off. No levers, bell 
cranks, or other gadgets to wear out. 


ris year especially, 
farm buyers will appreciate the $70 to 
$90 saving in first cost they get with 
the new National Lift Jumbo Twin Hoist. 
In addition, new self-contained steel 
subframe provides rugged strength, 
saves an additional 15% in installation 
costs. Add Jumbo's 50% saving in 
weight (for extra payload), plus famous 
GarWood quality, and you have the 
“hottest deal’ going for 84" C/A 
trucks. Call your National Lift Distribu- 
tor today, or write: National Lift Co., 
Subsidiary GarWood Industries, Inc., 


36190 Main St., Wayne, Mich. 
N-JDD-1 





EXTRA PROFIT ITEM FOR PICK-UPS 


improved National Dump-o-matic hoist quick- 
ly converts Pick-up inte all-purpose dump 
truck for unloading feed, fertilizer, etc. In- 
creases your profit on every sole . . 
multiplies value of customer's investment, 
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... the new leader in hydraulic hoists 
for Pick-ups and 84’ C/A farm trucks 
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Pessimism 


ates, 
tion continues unchecked. 

He reminded Reuther forcefully 
that despite all that the union and 
GM may do to protect auto-indus- 


try jobs, it is the customer in the} 


he would see that produc-| 


last analysis who controls produc- | 


tion volume. 


“Our experience shows,” he said, 
“that many new-car customers, 
who cannot get deliveries when 
they want them, decide against or 
postpone for another year the pur- 
chase of new cars, resulting in the 
loss of new-car sales and produc- 
tion. Currently we are producing 
cars at a rate that does not satisfy 
the requirements of our customers. 
As a matter of fact, our dealers 
throughout the nation are being 





required to operate with almost no 
supply of cars on hand.” 

Curtice said he expected em- 
ployment would continue at its 
approximate present level for the 
rest of 1953. He said that in April 
GM’s average employment totaled 
570,000, an increase of 321,000 
“good jobs” since 1940, And he 
reminded Reuther that since Jan. 
1 about 15 percent of all hours 
worked have been overtime 
hours. 

He concluded: 

“If . . . because of economic fac- 
tors or conditions beyond our! 
control, which we cannot antici-| 
pate, there is any reduction in 
production and consequently re- 
duction in employment, our failure 
to maintain a reasonable produc- 
tion at this time to obtain our fair 
share of the market will not in any | 
way lessen the impact of such 
other factors.” 

Conder wrote: “Employment in | 
our plant in the third and fourth | 
quarters of 1953 will be depend- | 
ent upon the public demand for 
our products during those peri- 
ods, the availability of materials 
and whatever time is required for 
model changes... 

“We cannot afford for ourselves! 
or for our employes to fail to do’ 
all we can to supply a market when 

it exists, and we obviously cannot 
afford to let competition supply the 
market instead.” 

Reuther has also received a reply 
from Studebaker, while Hudson 
and Packard have acknowledged 
receiving his letter. 


Oklahoma 


(Continued from Page 1) 


death. It was not clear at press 
time whether this provision was 
retained in the bill signed by the 
governor. 

Lou Allard, of Drumright, author 
of the House bill, said the law 
primarily is designed to stop the 
practice of auto manufacturers 
from requiring dealers to buy a 
heavy inventory of unnecessary 
parts and accessories. 

The bill also prohibits a dealer 
from forcing purchasers to buy 
extra equipment. Also barred is 
the selling of a used car or a 
dealer’s demonstrator as a new 
car, 

Created by the law is a seven- 
member motor vehicle commission 
which is given the power to enforce 
provisions of the law by cancelling 
the license of any offender. Sales- 
men also are included in the li- 
censing provisions. 

Auto manufacturers have op- 
posed such laws on the grounds 
that public agencies should not 
supervise private contracts, 

Nebraska was the last previous 
state to enact a bill licensing 
manufacturers. That was in 1945. 
Four other states—Florida, Rhode 
Island, Virginia and Wisconsin— 
have licensing laws. 

A similar law, which regulates 
cancellation of contracts but does 
not require licensing, was enacted 
in 1951 by South Dakota. 








Cleveland Mechanics 


Win 5-Cent Boost 


CLEVELAND. — A five - cent 
hourly hike in both hourly and 
flat-rate shops was agreed upon 
last week by 700 AFL garage 
men and mechanics and 52 of 
the city’s 200 dealerships, 

The contract is retroactive to 
May 1, There was no increase in 
fringe benefits. 




















DAILY 
DIVIDENDS! 


With regular American Airfreight i 
shipments, you reduce overtime 
by gaining production time. Thus 
you earn a worthwhile daily 
“dividend.” 





For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


AH ET Lsopy ano xoist}: 


AFTER you explain to your cwstomer all the profit-advantages 
your truck will give him, add this potent sales clincher— 


-..and we can equip your new truck with a Heil Body 
and Hoist that’s tailor-made Sor your job. You know, Heil 
weight-saving design lets you bmul bigger loads. Heil no-sag 
body construction and trouble-free hydraulic hoist give you 
extra years of service and less d.pwn time. Fast hydraulic action 
means faster dumping, lower cycle time. A Heil Body and 
Hoist is a perfect mate for the best truck built.” 

Get in touch with your Heil distributor for other sales- 
clinching features that make Hail Bodies and Hoists outstand- 
ing in the field. And after you malee the sale, your Heil dis- 
tributor takes over—expertly moumts the body, provides 
customer-atisfying parts and maintenance service. All you 
do is colkect the extra profit on the body and hoist sale. 

Cash in on the growing demand for dependable dump 
trucks. Calf your Heil distributor today. 


TETT «.- 
THE Al BI) a CO. 


DEPT. 5963, 3059 WEST MONTANA STREET > MILWAUKEE *, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Oistrict Offices: Hillside, Weshington, D. C., Atlanta, Cleveland, Milwaukee, 
Detroig, Cricago, Meinsas City, Dallas, Denver, Los Angeles. Seattle. 


PLATFORM CONVERSION HOIST COLECTO-PAK GARBAGE UNIT 


CONTRACTOR'S BODY 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 
Ended Same Ended Total to 
May 30, Week, May 23, May 30, May 31, 
1953 1952 1953* 1953 1952 
CHRYSLER 26,748 16,932 22,678 114,166 406,786 
Chrysler 3,606 2,293 2,242 15,3819 565,342 82,404 
DeSoto 2,714 1,847 2,069 12,532 41,640 60,132 
Dodge .. 6,229 4,387 4,351 30,918 108,759 151,872 
Plymouth 14,199 8,405 14,016 55,397 201,045 273,412 
FORD 2,306 17,075 24,993 93,912 377,910 539,028 
Ford sctuaie 13,366 18,505 69,969 294,580 413,231 
Lincoln “s 1,608 602 1,567 6,482 12,611 22,338 
Mercury .. aie 698 3,107 4,921 17,461 70,719 103,459 
GENERAL MOTORS .. 63,154 32,329 70,169 278,032 772,751 1,249,566 
Buick .. isisedeniees 11,647 5,927 12,661 49,138 139,051 224,373 
Cadillac .. 2,501 1,791 2,498 10,512 38,219 51,845 
Chevrolet .. 32,296 15,724 35,010 139,400 380,159 629,524 
Oldsmobile .. 7,562 4,147 9,264 36,539 98,131 158,559 
ee 9,148 4,740 10,736 42,443 117,191 185,265 
KAISER MOTORS 728 1,860 767 5,131 47,144 42,810 
re 728 1,001 767 3,057 26,114 18,363 
Willys .. iets ste 859 ‘ 2,074 21,030 24,447 
CROSLEY .. c ds area sees 1,259 shasidee 
HUDSON 1,796 1,042 1,873 8,297 35,005 44,887 
NASH ......... 3,408 3,353 3,058 16,950 55,971 92,189 
PACKARD ........ 2,390 1,135 2,376 9,804 27,719 50,783 
STUDEBAKER .. 3,840 2,624 6,243 22,537 76,061 82,998 
Total Cars, U. S.........104,370 76,350 132,157 548,329 1,800,606 2,670,081 
*Revised. aie - 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan. 1 
Ended Same Ended Total to to 
May 30, Week, May 23, May 30, May 31, May 30, 
1953 1952 1953* 1953 1952 1953* 
CHEVROLET 6,198 5,960 6,724 30,636 141,824 185,906 
DINNOENE .scccnivtnss covecasvivsves asedocites ete: «hie baled me eeeonstnns 
DIAMOND T_................... 151 as 137 619 3,210 3,601 
DIVCO ......... 50 61 50 210 1,499 1,145 
I eke vactsaceiiatouss 1,404 2,813 1,377 8,317 71,1382 50,505 
FEDERAL. ........................ 70 oak 70 236 737 800 
EY SN RSStiliSkcavsscnvaveesnusss, acini 3,996 3,768 17,760 98,601 112,312 
i atic hicctiiaieascevintecs 2,528 2,032 3,002 11,935 50,595 61,566 
INTERNATIONAL. ...... 2,616 2,023 1,114 9,052 68,596 58,706 
NEE es Sacusuastnessuurenvensivercan 272 177 258 1,051 5,130 4,996 
EE Ait oreat teu sadesv.voosnstvads 340 283 334 1,407 7,840 7,425 
STUDEBAKER. ........ 244 1,026 933 2,528 27,184 24,291 
MIE Sosivccscbsscedisnsshesesunsss 324 192 323 1,351 6,193 6,473 
cic sieenliasssvacac, (mvaaere 2,167 1,498 5,143 49,534 40,077 
MISCELLANEOUS ...... 270 246 274 1,175 6,593 6,650 
Total Trucks, U. S....... 14,467 20,976 19,862 91,420 538,848 564,453 
Total Cars, Trucks, 
RMN tes iasisac dedi pasiucawnsouad 118,837 97,326 152,019 640,249 2,339,454 3,234,534 
Total Cars, Trucks, 
Canada 11,744 7,405 12,177 49,446 152,077 221,065 
Grand Total, 


Cars and Trucks, 
U. S. and Canada 


satsig 130,581 104,731 164,196 689,695 2,491,531 3,455,599 





vised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U. S, 


totals include cars and trucks for military orders. 





Auto Output to Rebound 


After Hitting 


53 Low 


(Continued from Page 1) 


scattered among most of the in- 
dependents. 

Ford car and truck output was 
blacked out entirely last week, 
while Mercury production was re- 
stricted to a trickle. Lincoln as- 
sembly continued normal, but only 
Lincoln convertibles will be built 
for a week starting this week. 


Ford car and truck output will 
resume in the Detroit area _ to- 
morrow. By this weekend, most 
Ford operations will have been re- 
activated east of the Rockies, with 
West Coast plants reopening next 
week. 

* * x 
NJEANWHILE, however, Willys’ 
+ lines for the assembly of both 
cars and trucks continue down as 
a result of the Borg-Warner gear 
tieup. Studebaker and Nash pro- 
duction is on a restricted basis for 
the same reason. 

It will probably be a week or so 
after Borg-Warner workers return 
to their jobs before any of these 
makers are building cars and 
trucks at normal rates again. 
Nash’s supply lines have become so 


Economic Club to Hear 


Talk by Israel Envoy 


DETROIT.—“What Is the Free 
World’s Responsibility in the 


depleted that it plans lower 
schedules into August. 

So far this year, U. S. plants 
have averaged the production of 
about 534,000 cars a month, as 
against an average for 1952 of 
361,500 a month. As a result, car 
makers are still on the road to 
record first-half output this year. 


May production of 91,420 trucks 
was the lowest truck month since 
last August. Truck production so 
far this year has averaged about 
113,000 a month, as compared with 
102,000 last year. 

Through last week, U. S. plants 
had turned out 2,670,081 cars and 
564,453 trucks for a total of 3,234,- 
534 vehicles. At the same point in 
1952, output was comprised of 1,- 
800,606 cars and 538,848 trucks—a 
total of 2,339,454 units. 


LOL IN hata le(s 


Advertisers availinc 
Want Ad 
4 
have been fulfilled 
dao your 


us maintain the pres 


which this department en oys 


AUTOMOTIVE NEWS 





HELP WANTED 


Middle East?” will be discussed by|}4N EXCELLENT OPPORTUNITY for 


Abba Eban, Israel’s ambassador to 
the United States, at today’s (June 
1) luncheon meeting of the Eco- 
nomic Club of Detroit at the Sher- 
aton-Cadillac Hotel. 


salesmen covering new car dealers and 
accessory stores to carry a strong repeat 
order line of seat covers. An ideal side 
line for a constant source of income. 


Advise all information and_ territory 
covered. Kristy Mfg. Co., 599 N. W. 
29th St., Miami, Fla. 


FOR RATES, ETC., SEE NEXT PAGE 
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- - Classified Want Ads - - 








HELP WANTED 


SERVICE MANAGER for General Motors 
dealer in South Bend, Ind. Must have 
good management background, ability to 
handle the public and must be able to 
carry out an active promotion program. 
An excellent opportunity for a perma- 
nent and profitable connection. Send 
recent photograph with complete resume 
of past experience, age and other quali- 
fications. Reply Box 2618, c/o Automo- 
tive News, Detroit 26 


SALESMEN WANTED. We are seeking 
additional new car and truck salesmen 
particularly, to handle our increased busi- 
ness. Experience is not essential if you 
are willing to work and learn. The op- 
portunity that we offer is unlimited. 
Reply in own handwriting giving age, 
education, business and personal back- 
ground to Asst. Sales Megr., Fulwiler 
Motor Co., 615 Texas St., El Paso, 
Texas. 


WANTED—Top notch general service man- 
ager for large Ford franchise. Presently 
operating with two locations but ex- 
pecting to consolidate soon at the new 
location with 30,000 square feet service 
floor on six (6) acre lot. Must have ex- 
cellent sales and service ability. Salary 
plus incentive. References required. Write 
Carl Beasley Co., 722 West Market St., 
York, Pa. 


EXCEPTIONAL OPPORTUNITY for ex- 
perienced Ford parts manager with vol- 
ume dealer in southeastern location. 
Must have ability to efficiently manage 
department and aggressively merchandise 
Ford parts and accessories. Must believe 
in wholesale volume sales combined with 
adequate inventory control. Salary plus 
liberal percent of net profit before taxes. 
Advise experience, education, etc. to Box 
2616, c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Ford dealership. 
Must be familiar with all phases of serv- 
ice operation and able’to take complete 
charge. Attractive salary and _ bonus. 
Wonderful opportunity for the right man. 
Located within 40 miles of New York 
City. Box 2617, c/o Automotive News, 
Detroit 26. 


WANTED—General manager for Chevrolet 
dealership in central Illinois, 30-40 years 
of age. Approximately 125 units. All new 
facilities. Outstanding opportunity for a 
man who knows all phases of manage- 
ment and the merchandising of new and 
used cars and who would be happy to 
live in a small town and become part 
of a fine community. Compensation sal- 
ary and percentage of profits. All replies 
held in strict confidence. Box 2619, c/o 
Automotive News, Detroit 26. 


EXPERIENCED CLASS ‘‘A’”’ mechanics 
wantea to work on British motor cars. 
References. Interviews between 9 and 5 
Monday through Friday. Rootes Motors, 
Inc., 42-32—2l1st St., Long Island City, 
N. Y. Telephone STillwell 6-2305. Please 
mention this ad. Contact shop foreman. 


AUTO PARTS SALESMAN. Aggressive 
salesmen seeking better future. Oppor- 
tunity to earn $6,000 to $8,000 per year 
at start with leading manufacturer, na- 
tional distributor. Salary, commission 
and bonus. Protected territories open 
now due to expansion and promotions. 
Established accounts. Repeat sales. Re- 
placement auto parts, key machines. 
Selling experience necessary. Car re- 
quired. Pay while training in field. Write 
fully Curtis Industries, Inc., 1130 E. 
222nd St., Cleveland 17, Ohio. 


TRUCK MANAGER with proven ability 
for Dodge dealer, Tampa, Fla. Incentive 





compensation plan will produce over 
$10,000 a year income. Car furnished 
plus other employe benefits. State age, 


past eight years employment record. En- 
close picture with your reply to Penn 
Motor Co., Tampa, Fla. 


AUTOMOBILE SALESMEN. Two needed 
to complete sales force of highly success- 
ful east side Detroit Ford dealer. College 
graduate desired. Remember this new, 
young blood is badly needed in one of the 
highest paying commission positions in 
the selling field. Box 2644, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER. Must be young, ag- 
gressive, have ability to spark a large 
sales force and have previous experience 
as sales manager handling volume new 
car sales. High paying position open in 
27 year dealership with nine branches 
throughout fastest growing cities in 
southern California. Application held 
confidential. Attach complete experience, 
past record and photo. Box 2634, c/o 
Automotive News, Detroit 26. 


POSITION WANTED 





EXPERIENCED in all phases of dealer- 
ship. All experience with ‘‘Big Three.’’ 
Served as used car manager, sales man- 
ager, zone manager, general manager 
and dealer. Had over twenty-five years’ 
experience. Now employed with Chrysler 
product dealership as sales manager. De- 
sire a change in the southeast. Capable 
of taking any or all responsibilities in 
any capacity. Box 2602, c/o Automotive 
News, Detroit 26. 


TEMPORARY MANAGER AVAILABLE. 
Will relieve dealer because of vacation, 
illness or estate. Ford or L-M only. 200- 
400 car dealership. Experienced. Refer- 
ences given and desired. Six month limit. 
West, S.W., S. E. preferred. Box 2621, 
c/o Automotive News, Detroit 26. 





POSITION WANTED _ 


GENERAL MANAGER—Motor trucks, 36, 
desires position in motor truck sales 
with either manufacturer or dealer. 
Twelve years’ experience in motor truck 
sales as retail salesman, wholesale man- 
ager, sales promotion manager and 
branch manager for large manufacturer 
of both gasoline and diesel powered 
motor trucks. Two years at Milwaukee, 
Wis. as branch manager and three years 
as branch manager at Kansas City, Mo. 
My motor truck sales record is an out- 
standing one. I would like to make 
permanent connection with a good 
organization offering a future. I have 
had only three jobs in my life since 
getting out of school and I am interested 
only in a permanent connection with a 
future. For the past eight months I 
have been,with a car manufacturer as 
District manager and learned that motor 


trucks is what I want. That’s why I 
want to get back in. Box 2636, c/o 
Automotive News, Detroit 26. 





GENERAL MANAGER— SALES MAN- 
AGER, 37 years old, 17 years experi- 
ence in large dealerships. Top organizer 
and know how to get best possible deals 
in buyers market. Top used car merchan- 
diser and appraiser. My methods always 
work. Sober and settled. Want perma- 
nent connections with well financed 
dealer and chance to buy into business 


after ability is proven. Best references 
from dealers and factory. Available 
June ist. Box 2601, c/o Automotive 


News, Detroit 26. 


DISTRICT MANAGER — Motor cars, 36, 
desires position with dealer. The job I'm 
looking for would offer the opportunity 
to sell both cars and trucks. My strong 
suit is motor trucks in which I have an 
outstanding record both from a sales 
and management position. Have both 
wholesale and retail experience in both. 
Also have retail and wholesale experience 
in motor cars and would consider repre- 
senting a manufacturer if the _ possi- 





bilities were good enough. Have served 
as district manager for a car manu- 
facturer. Married, own home, have 


money in the bank, Have averaged over 
$10,000 per year for the last five years 
but am interested in making more. Will 
consider any arrangement that will en- 
able me to make money and progress 
in the organization. Box 2637, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER, age 51, twenty 
five years’ experience. Married, sober, 
familiar with all phases of corner cut- 
ting used merchandising, advertising, 
reconditioning, appraising, buying, etc. 
Prefer ‘‘Big Three’’ organization doing 
from 400 to 500 new units yearly. Would 
consider general manager position, up 
to 200 new units. Deal must be located 
in a western state or west coast. Avail- 
able July ist. Box 2584 c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, now employed. 
Capable of taking complete charge all 
phases service department. Experienced 
in ‘‘Big Three’’ dealerships. Desirous of 
locating in Miami area. Box 2638, c/o 
Automotive News, Detroit 26. 


GENERAL SALES MANAGER. Sales man- 
ager, now employed—exceptional record 
of sales production, desires association 


in Florida with volume operator. Ag- 
gressive and capable of hiring and 
training hard hitting sales force. Box 


2635, c/o Automotive News, Detroit 26. 


SALES MANAGER. Aggressive, Excellent 
background of experience in all phases 
since 1930. Now having full responsi- 
bility of dealership, 300 new cars per 
year. Not a drifter—been with same 
dealer for years. Capable of training 
personnel, appraising—buying. Excellent 
organizer with proven record of obtain- 
ing maximum efficiency and profits. 
Write to Box 2586, c/o Automotive 
News, Detroit 26. 


ACTIVE INTEREST as salesmanager for 
Ford, Chevrolet, Pontiac handling up to 
200 cars. Will invest up to 12,000 on 
salary and a reasonable profit sharing 
plan, Over five years’ experience with 
large volume Ford dealer on new and 
used. Familiar with all phases of car 
business. College education. Married. 
Prefer midwest area. Write Box 2620, 
c/o Automotive News, Detroit 26. 


NOW AVAILABLE to a dealer desiring a 
young and seasoned executive. Know all 
phases of business and sales manage- 
ment. Fourteen years exceptional back- 
ground of dealer and factory association. 
Here is your opportunity to obtain the 
type man you hear about but seldom 
find. Prefer the south. No applications 
please. Personal interviews only. Box 
723, West Palm Beach, Fla. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Dodge-Plym- 
outh in middle west city of 500,000. Sell- 
ing 600 new units per year. New building 
and used car lot in ideal down town 
location for fifteen years. Will sell or 
lease property. Income last year $60,000. 
Building has 48,000 square feet. Partners 
wish to retire. Factory approval neces- 
sary. About 





$75,000 can handle deal. | 


a 


DEALERSHIPS AVAILABLE 


WELL ESTABLISHED central California 
dealership in the heart of the San Joa- 
quin Valley. This dealership is grossing 
approximately $750,000 and enjoys better 
than average price class. Approximately 
$30,000 will handle including up to date 
equipment and adequate parts inventory. 
Very desirable building available on a 
reasonable lease arrangement including 
used car lot adjacent. Box 2609, c/o 
Automotive News, Detroit 26. 


AGENCY, handling Hudson automobiles 
and International trucks. Completely 
equipped service shop, body shop, parts 
department, storage. Three story build- 
ing with showroom—lease available. In 
center of business district of thriving 
city of 60,000 in central Indiana. $750,000 
annual gross income. Will take about 
$50,000 to handle complete deal. Reason, 
illness, Box 2605, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, handling Chrysler - Plym- 
outh, in Detroit—doing volume in excess 
of $1,000,000 annually. Real opportunity 
for young, aggressive merchandiser. No 
real estate involved in purehase, nothing 
but well depreciated but modern equip- 
ment and modest parts inventory. About 
$20,000 cash plus factory approval re- 
quired. Box 2577, c/o Automotive News, 
Detroit 26. 


EXCLUSIVE DEALERSHIP handling 
Dodge and Plymouth. Located in one of 
Wyoming's largest towns, doing approxi- 
mately $1,000,000, (one million dollar) 
volume annually. Factory approval neces- 
sary. No real estate to buy and will sell 
at depreciated book value of $110,000, 
60% down, Write Box 2626, c/o Auto- 
motive News, Detroit 26. 


HANDLING DODGE-PLYMOUTH. South- 
ern Idaho. 191 car potential. Diversified 
farm trade area of 80,000 population. 
Second richest agricultural county in the 
nation. Crop failures unknown. Mild cli- 
mate. Hunting and fishing. Volume last 
year $492,000. Total real estate, inven- 
tory and equipment $97,000. Quick sale 
for $67,000. Box 2627, c/o Automotive 
News, Detroit 26. 


350 CAR AGENCY handling Dodge-Plym- 
outh in southern Wisconsin. Only $33,000. 
City of 25,000. Please do not write unless 
you mean business. Box 2628, c/o Auto- 
motive News, Detroit 26. 


FLORIDA INDEPENDENT on east coast. 
Finest location and city. Gas station, 
shop, used car lot and signs, tools, 
parts. Excellent lease. Move in, ready to 
do business. Box 2629, c/o Automotive 
News, Detroit 26. 


“BIG THREE’’ DEALERSHIP. Well es- 
tablished—modern building, shop equip- 
ment and used car lot located in Rio 
Grande Valley of Texas. 125 cars per 
year, good location, no real estate, good 
lease. No used cars or accounts re- 
ceivable. Parts and equipment below 
cost. Must sacrifice in next 60 days to 
dissolve partnership. Box 2611, c/o Auto- 
motive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP 
handling Chrysler-Plymouth. Quota over 
100 cars. Growing Oklahoma industrial 
town. 25,000 population. Top value, good 
lease. Other interests requires disposition. 
Box 2624, c/o Automotive News, De- 
troit 26. 


SOUTHERN MICHIGAN DEALERSHIP 
within 80 miles of Detroit handling one 
of ‘‘Big Three.’’ One floor cement block 
building, 6,550 square feet plus paved 
parking area for 12 cars and driveaways 
on both sides. Box 2625, c/o Automotive 
News, Detroit 26. 


TEXAS DEALERSHIP, Gulf coast area 
city of 30,000 handling Dodge and Plym- 
outh—200 car contract. Illness forces 
sale, building 10,000 foot floor space. 
Parts equipment inventory $40,000. 
Factory approval required. Box 2598, 
c/o Automotive News, Detroit 26. 


AUTO DEALERSHIP FOR SALE, handling 
Chrysler products, located in Los Angeles 
area doing $700,000 business per year. 
No real estate involved. Will sell at 
inventory around $22,000. Write or wire 
Box 2561, c/o Automotive News, Detroit 
26. 


HANDLING PACKARD AND WILLYS. 
Parts bins, all office furniture and fix- 
tures, equipment and signs. Premises to 
lease with work shop. Excellent terri- 
tory in southwest Virginia. May be pur- 
chased for less than inventory price. Box 
350, Wytheville, Va. 


AUTO AGENCY—Ohio- -handling Packard- 
Willys. Established 1945; sales $20,000 
month; sold 48 new, 230 used, 1952; 
attractive building; parts-repair depart- 
ment; mining-steel industrial area; price 
with property, equipment, parts stock, 
$80,000. Apple Co., Brokers, Cleveland, 
Ohio. 


AUTO AGENCY -— 1952 sales—$400,000. 
Present sales $35,000 month; com- 
pletely equipped modern showroom; re- 
pair shop; parts department; building 
46’ x 235’; rent $300. Price $22,000. Box 
2623, c/o Automotive News, Detroit 26 


























Reply Box 2630, c/o Automotive News, | 100 CAR LEADING independent located 


Detroit 26. 


FOR SALE—Dealership handling Chevrolet 
in Colorado, 30 to 50 car potential. Fac- 
tory approval would be necessary. Good 
climate in heart of farming and stock 
raising community. Close to large gas 
and oil development. Reason for selling, 
poor health. Write Box 2631, c/o Auto- 
motive News, Detroit 26. 

100 


GM DEALERSHIP AVAILABLE. 
ear franchise in southeastern section on 
main highway doing close to $600,000 
annually. Factory approval necessary. 
Will sell at inventory, parts and equip- 
ment. Will lease or sell real estate. Com- 
plete details to qualified buyer. Box 2632, 
c/o Automotive News, Detroit 26. 


in northern New York State. No real 
estate to buy. Box 2622, c/o Automotive 
News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP - 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bldg. Detroit 2, Mich. 
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DEALERSHIPS AVAILABLE 


OLD ESTABLISHED SUCCESSFUL 
dealership, owner retiring, doing a 
volume of approximately $1,700,000. 
Excellent location and facilities. No real 
estate to buy. One of Pacific northwest’s 





fastest growing cities—-population in ex- 
cess of 150,000, large additional trade 
area, $60,000 will take care of parts, 
equipment, furniture and facilities. To 
handle deal with working capital, ap- 
proximately $100,000 needed. Factory 


approval necessary, Box 2641, c/o Auto- 








motive News, Detroit 26. 

OPPORTUNITY. Owner retiring. Dealer- 
ship, handling Studebaker, in town of 
7,000 in southern Ohio. Within few 
minutes drive of newest Atomic plant 
costing 1.2 billion dollars. This huge 
plant just getting nicely started. Tre- 
mendous growth possibilities. We led 
county in new and used car sales last 


Write Box 2642, c/o Auto- 


Detroit 26. 


two years. 
motive News, 


250 UNIT PLUS dealership, handling De- 
Soto-Plymouth, in midwest market of 
100,000 population. Buy building or not. 
Buy used cars or not. Parts, equipment, 
etc. about $30,000. Building 18,000 
square feet. Used car lot holds 80 cars 
with own facilities for clean up and 
repairs. It’s a real setup for doing good 





business. Box 2643, c/o Automotive 
News, Detroit 26. 
DEALERSHIP, handling DeSoto and 


in New York state. 


Plymouth, Located 
110 used last 


Delivered 240 new cars, 
year, Lease seven more years. Total 
price including inventory $75,000—% 
cash. Box 2591, c/o Automotive News, 


Detroit 26. 


AUTO AGENCIES 


Large, medium and small “Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


sma bona 
roo! . le e 
; — ULster 2-5600 





DEALERSHIP HANDLING STUDE- 
BAKER, Well established in prosperous 
southern Michigan city. Population 15,- 
000. Modern service facilities, Complete 
stock of parts. Building available on 
lease. Used car lot adjoining. Must have 
factory approval. Box 2646, c/o Auto- 
motive News, Detroit 26. 

FOR SALE. Agency handling Dodge-Plym- 
outh. East Texas area. Equipment and 
parts inventory $15,000. Will sacrifice for 
$7,500, Reason ill health. Box 2640, c/o 
Automotive News, Detroit 26. 


ATTENTION. MUST SELL well es- 
tablished ultra modern agency. Franchise 
optional, Offices, showroom and parts 
department, Completely equipped with 
all modern facilities. Building 70’x190’; 
loft 40’x70’; lot 132’x215’. Choice lo- 
cation in Berwyn, Ill. on Ogden Avenue’s 
automobile row. A. W. Hauer, 6840 
Ogden, Berwyn, Ill. 

ees CS 

DEALERSHIP WANTED 

WANTED—rord or Chevroiet deaiership, 
250 to 400 units desired. Have ample 
capital and factory approval. Prefer lo- 
cation south and west of Kansas City, 
including West Texas and New Mexico. 
Not just another ad—I mean business. 
I can take over anytime after July 1. 
All replies answered and held in strict 
confidence and I will expect the same 
courtesy from you. Box 2540, c/o Auto- 
motive News, Detroit 26. 


eccaaeaiceerreneiata eaten ncegemenemaaneamememmmammmaaimsecnattas 
WANTED 
FORD or GM DEALERSHIP 
Must have 400 or more units. | have cash 
and a factory green light. Ready to start 
working today. No waiting. 
Replies confidential. 
Box 2612, c/o Automotive News, Detroit 26. 


WANTED—CADILLAC DUAL GM agency, 
100 to 200 units desired by qualified 
buyer. Had many years’ automotive ex- 
perience. Ample capital, prefer location 
within radius 500 miles New York City. 
Ready to deal. Replies held in strict 
confidence. Box 2639, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 








727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 
NEW!t MODERN! FAST! 
MACHINE RECORDED INVENTORIES 


Eliminates possible error. Cuts time in haif. 


Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or 


present REST revised. 
Accurate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5080 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts Accessories 

ter and Small Dealerships 
inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, Ili. 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Serviee, 124 S. Woodward, Birmingham, 
Miah. Midwest 4-5355 or 4-8460. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engoged in all branches of the automotive industry from Maine to 


California. Low Rates: 
Wanted Ads accepted 


TWENTY CENTS 
at half-rates to encourage this 


(20c} PER WORD for each 


insertion. Cash in advance. Position 


classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed 


One Dollar ($1) 


"Box No 


same day received. Display Ads: $11.20 per inch, per insertion. 


WANT AD DEPT., 


_DEALER SERVICES 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 








BUSINESS OPPORTUNITIES 

BUYERS ATTENTION, If you do not see 
what you want, communicate with us 
and we will try and get it for you. 
Rendlog Sales Co., 1775 Broadway, N. 
Y. C, Plaza 7-5345. 


ONE OF THE ‘‘BIG THREE’ auto 
agencies with building, also one of the 
leading lines of farm machinery. Located 
in central part of Delaware, surrounded 
by farms and industrial towns. Grossed 
in 1952, $329,000. Large showroom and 
fully equipped service garage. Plenty of 
ground for implement display and park- 
ing. Asking complete, including $32,000 
parts inventory, $135,000. Rendlog Sales 
CA, m EZ. ©. 

ONE OF THE ‘BIG THREE’ auto 
agencies with modern showroom and 
garage and modern six room apartment 
over showroom. Located in prosperous 
town central part of New Jersey. Has 
franchise for entire county. Grossing 
$246,000 yearly. Asking complete with 
a ~$69,900. Rendlog Sales Co., N. 

« = 





AUTO AGENCY WITH building handling | of 


Hudson. Only one in county. Located 
central N. J. Includes building 80’x40’; 
well equipped shop and large store for 
display room; on ground 250’x300’; sold 
about 40 new units 1952 and 100 used 
ears. Grossed $219,345. Asking complete 
including $8,000 stock and wrecker—$57,- 
500. Rendlog Sales Co., N. Y. C. 


AUTO AGENCY, with building 75’x125’, 
handling Kaiser Frazer. Located in 
eastern Penn. surrounded by large in- 
dustries; good showroom and garage; 
8-room living quarters. Grossing $134,- 
374 yearly. Asking complete including 
$5,000 stock—$49,000. Rendlog Sales Co., 
x. F. 


AGENCY WITH BUILDING, handling 


Studebaker. Located on main highway 
New Jersey. Showroom and stock room 
42’x90’; garage 40’x50’; 3 gas pumps; 


two, 2-room apartments on second floor 
—$100 rental from storage rentals. Asking 
$84,000 — one-half cash. Rendlog Sales 
Co., 1775 Broadway, N. Y. C. Plaza 
7-5345. 





ASSOCIATE WANTED 
TO INVEST $25,000 


In auto auction to be built centrally located 
Providence, Springfield, Hartford, New Lon- 
don. Approximately 38 million population 


center. Best auctioneer will run it. 


Write Box 2645, c/o Automotive News, 
Detroit 26, Mich. 





CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used” 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 





BEN FISHEL 


AUTO CO. 


2114 Sycomore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 0/5! 


IN THE HEART OF INDIANAPOLIS 
LS 








USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 


Used Car Prices 


SEE HANSON 
CHEVROLET CO. 


Two Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 


ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39 PA 
|. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 








BUYING or SELLING 


Your Greatest Dollar Valve's at 


CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 


Phone E-1254 Phone E-5209 
324 West Main Street, Fort Wayne, indiana 


We Guarantee All Checks 
Dealers Only 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready fo: 
sale—Tow Bar Service — Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at |3 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 


AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 








in care of Automotive News, Detroit 26, Mich.'' add 


per insertion for address and extra service as replies are forwarded, unopened, the 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





CARS FOR SALE 


The Home Area of Buick, 
Chevrolet, Olds, Pontiac 
Now Offers The Best 


AUCTION 


In the Entire Country! 
EVERY WED.-12:30 


Blocks, Transmissions, 
Rear Ends, Guaranteed 


All Bought with a Drive 
Parking for 10,000 Cars 
Guaranteed Clear Titles 


Prices are Lower in the 
Shadow of G.M., Chrys- 
ler and Ford Plants 


Sellers Can't Bid! 


Free Transportation from 
Capital Airlines and 
Grand Trunk R. R. Termi- 
nals 

Wire Collect for Hotel or 
Motel Reservations 


FLINT AUTO AUCTION 
INC 


3711 Western Rd., Ph. 9-4492 
Flint, Michigan 


The Home of General Motors 





VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 
Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





CARS WANTED 


WANT TO BUY—Late model taxicabs and 
police cars. Interested in small or large 
fleets within 400 mile radius of Cleve- 
land. Call or write William Scher, Disney 
Motor Sales, Inc., 13607 St. Clair Ave., 
Cleveland, Ohio. 





RELIABLE, franchised Dodge - Plymouth 

dealer would like to buy new 1953 
Plymouths for retail sales. Wire or 
write Gauley Motors, Inc., Gauley 
Bridge, W. Va. 


EIGHT PASSENGER CADILLACS, Chrys- 


lers and DeSotos. Only. exceptionally 


sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 


PARTS FOR SALE 


CHEVROLET 
PARTS 


WE WILL BE YOUR 
DETROIT 
HEADQUARTERS 


For hard to get items. 


Orders shipped same day. All shipments 
c.O.D. 


Grand River Chevrolet 


5135 Grand River Detroit 8, Mich. 
Tyler 4-5308 














PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS’ 
Quantity Shippers—All GM Part: 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipmeats C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 


WaAbash 2-1030 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo 
EE 





PARTS WANTED 


ATTENTION ~— ALL DEALERS, parts 
men, accessory supply houses. Wanted 
new or good used ring and pinion set 
for Essex 4 (1919-1923) in 3% to 1 or 
4 to 1 ratio. These ratios were special 
accessory sets. Standard was 5 to 1. 


Timken carrier and perfection gears. 
Also 1925 edition Chiltons or other 
interchangeable parts data books. Tom 


Gibson, Box 549, Laurinburg, N. C 





TRUCKS FOR SALE 





TWENTY-FIVE CHEVROLET 4x4—1%- 
ton four wheel drive trucks purchased 
from government surplus. Ideal for any 
off the road requirements and rough 
terrain these four wheel drive 
trucks will make their own roads. $595 
and $695 fob Atlanta. Fulton Auto Ex- 
change, 190 Edgewood Ave., N. E., 
Atlanta, Ga. Main 2134. Cal. 6171, 


1950 GMC MODEL 350 with Braden 
wrecker equipment, excellent condition. 
All special wrecking lights included. Two 
speed axle. Rear tires 825-10 ply. Cost 
new $3,500. Sale price $1,775. Nally Pon- 
tiac Sales, Phone 494, Macomb, III. 


BUSES FOR SALE 


USED BUSES. 1947 Ford Superior, 48 
Passenger. 1947 Dodge Superior, 60 
passenger. 1946 Ford, 29 passenger, high 
headroom. 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 


BUSES WANTED 











WANTED—new or used school buses, 1946 
to 1953. Fords, Chevrolets, GMC’s, In- 
ternationals. 46 to 66 passenger. Prices 
must be attractive. Full information in 
first letter. Box 2633, c/o Automotive 
News, Detroit 26. 





SHOP EQUIPMENT FOR SALE 


3 Alemite Lube Tanks 
with pump 


Hand Press 


Bean Wheel 


Bean Front End 
Machine 


Walker Electric 4 Post 
Cable Lifts (each) 


Circo Degreaser 
(new—$1,200) will take.... 


55 Gallon Pump Tanks 


BEVERLY MOTOR 
SALES CO., INC. 


131 Rantoul Street Beverly, Mass. 





ATTENTION: Ford dealers. We are now 
in our new building and have for sale 
one eight foot neon Ford oval sign also 
fourteen foot by eighteen inch porcelain 
enamel sales Ford service sign. Both in 
perfect condition. Make an offer. Par- 
sons, 630 Glen St., Glens Falls, N. Y. 





COMPLETE BEAR alignment and frame 
straightener, signs and extra _ parts. 
Large stock auto parts. C. L. Gardner, 
Boonville, N. Y. 


ANTIQUE CARS FOR SALE 


TWO MODEL T Ford tourings, 1915-1419 
Look, run good. $500-$575. James Re ich- 
enbach, Black River Falls, Wis. 


MISCELLANEOUS 





“FLORIDA LIVING” 

Questions Answered! 

How to live in Florida on retirement of as 
little as $165 per month. Automotive info: ma- 
tion . . . Used car outlets . . . U driv. Its 
. . Service stations. Semi-employment 


Vacation tips . Send for beoklet, <!.00 
postpaid. 

FLORIDA LIVING 
619 N.E. 13th Ave. Ft. Lauderdale, Fla. 
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MISCELLANEOUS 


MISCELL AANEOU Ss 


L R IVER TRAINING CONTROL 8 
‘ars from $25 plant. AADTA Engineer- 
ing, Keyser, W. Va 

——— 

— $100 REWARD — 
For Information Leading to Recovery 
1950 DODGE SEDAN 
Motor No. D 34 19358—Serial No. 31431534 
New Jersey License No. HC2368 
Helio Caldas—Antonio Guerra, Mortgagees 
Skipped bo Weehawken J 








Motor Co., Ince., 
Lynchburg, Virginia. 


FOR SALE 


Secondary 
ire — Phone 
MAIN VINVESTMENT co. 
1:02 Main Ave Clifton, N. J 








ENGINEERED 
DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


SABIN METAL 
CORPORATION 


| 
| 

366 Broadway 
a Telephone—COrtlandt 7-4077 


ALBRIGHT MOTORS * — 


} 119 Snow St. 





ATTENTION Dealers 


1951 - 1952 
CHEVROLETS — FORDS 


— PLYMOUTHS — 


All Models 


CLEAN — READY TO SELL 
PRICED RIGHT 


All Cars Guaranteed — No Taxis 


TL FRANK tetoce you toy! 


CHEVROLET 


6100 Block, N. Western Ave. 
Chicago, Ill. Phone Hollycourt 5-2000 


WE WHOLESALE ONLY 
And Deliver Anywhere in U.S.A. 


Most ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
800 Commerce &t., 


Nickel-Plating Grade 
No Allocation Necessary 


New York 13, N. Y. 








FOR SALE 


_1 AND 2 YEAR OLD CHEVROLETS | | 


ALL COLORS - - - - ALL MODELS 


DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 


ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 
You Appraise the Units 


If Your Price is a Fair One, They're Your Automobiles | 


If interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. Brooklyn 22, N. Y. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 





FREE—ABSOLUTELY—FREE 


“World's Best Used Car Record Book" 


Complete purchase and sales information. Used by Automobile Dealers and 
Finance Companies for over 20 years. Send $2.95 for one book and get one 
free. You'll agree with thousands it's the best—if you don't, just keep one 
book, return the other and your $2.95 will be promptly refunded. Checks 
payable to Hamco Publishing Company. 


"60 Second Used Car Record Book" 
Box 2503 c/o Automotive News, Detroit 26 





MISCELLANEOUS 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
. also Safety Chains 


BE SAFE — BUY 
Automatic BraKing 


The ORIGINAL "YELLOW" 


Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 

on all type roads 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 
GUIDE 


J ONLY .. .$51% 
iy CABLES 
Meets 1.C.C. Strength Requirements 
STEEL (Tow Bar) CARRYING 
CASE with 4 Wheels & Handles $1 3.95 
(Add 55c¢ for Padlock with 2 keys) 


LESS 


—SPECIAL— 
Protecto Covers (Tailor Made) $6.95 
$1.00 & $3.50 
$2.50 


Carrying Bags 
SAFETY CHAINS, set of 2, only 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 
CASE-LOT 6 UNITS, wae 
© o 
TRI-KING 3-Point Hook- 


Up intra-State Tow Bar "$32. 50 


(Folding ''V"’ Type) 


| All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
|f 40 So. Clinton St., Chicago 6, Ill. 


DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWe PILOT 
Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIc BRAKE 
FOR SAFE AND SMOOTH STOPS 
Meets Ali 1.C.C. Requirements 
ONLY 
Fact With Brake 
Net Price $52.35 Hook-Up 
Federal Tax Included 
Fits '39 through '53 Bumpers 
Steering Cables Optional $9.90 


4 COUPLER V TYPE 
MOTO - MATIC 


TOWe GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 


ONLY 
Factory Fed. Tax 


Net Price $44.85 Included 


Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 
For Rapid Instaiiation 
In Intrastate Service 
2 Perfection Couplers 
Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 


ONLY 
Fed. Tax 


$34.80 Included 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 


Factory 
Net Price 


| LEADERS IN THE INDUSTRY 
| SINCE 1939 













DEALERS’ 
CHOICE... 


With FORDS, CHEVROLETS & PLYMOUTHS in the Pot! 
2 or 4 Door Sedans and Club Coupes. The Latest Models 





Deal yourself a good deal. Deal with us where you're sure of 
fast, fat profits on these choice late models. We sell to dealers 
only. Our cars are in top condition. Dealers everywhere know 
we offer best choice at best prices! 


See our indoor displays! Write, Phone or Wire 


Mr. Arthur Schear Mr. W. A. Wright 


4038 Chestnut St. 13315 Brookpark Road 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 


We'll Sell You 1 or 100 Cars! 







ANNOUNCING 


USED CAR AUTO SHOW 
INDOOR DISPLAY 


WHOLESALE 
IN EXCESS OF 100 CARS 


1952 Lincolns 
1952 Mercurys 


ALL Makes — All Models 
1946 - 1952 


PARK MOTOR SALES COMPANY 


15000 Woodward Avenue Detroit, Michigan 
TO 9-5000 





















AUTO AUCTION 


CLEVELAND, OHIO 
Every Monday at Noon 





13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 








|New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [J] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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truck dealer opportunity! 


NOW—NEW LOW PRICES 
on light, medium, and light-heavy duty International trucks! 


International is on the move! As an International Truck Dealer, just compare 
what you have to offer: 


Compare the line. _—International offers the world’s most complete truck 
line. 168 basic models from 4,200 to 90,000 lbs. GVW 
ratings. You can offer truck buyers in your community 
trucks with the greatest degree of job specialization. 


Compare trucks. Compare the extra values in Internationals, detail by 
detail, with any comparable model. Compare the low op- 
erating cost. Compare the low maintenance cost. Com- 
pare the long life, the proved performance. Prove to your- 
self that Internationals are today’s top truck buy. 


Compare price. The International line, with its unmatched performance 
and unmatched value, compares favorably in price with 
any truck line. 


Get information on the valuable International Truck 
Dealer Franchise. Phone or write your nearest Interna- 
tional District Office, or International Harvester Com- 
pany, 180 N. Michigan Ave., Chicago 1, Illinois. 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


BCL T-[-1e- My et Ma T1114) ae 





